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Mosler’s 


Vesuvius 
Plugs 


used as standard equip- 

ment for 1915 on the 
ierce-Arrow and 
homas B. Jeffery 
ars. 


MANUFACTURED 
ONLY BY 


A. R. MOSLER & CO. 


NEW YORK, N. Y. 


For sale at all leading dealers and 
jobbers. 
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Advertising 


HE best advertisement 

we know is your name 

on the face of an Iron- 
clad Alarm. It gets a promi- 
nent position, right in your 
customer’s home—it’s looked 
at dozens of times a day. It’s 
there to stay for Ironclads don’t 
knock out, they wear. out. 


The profit on Ironclads makes it 
worth while to give them the best dis- 
play space you’ve got. Ironclads are 
frequent contributors to the cash 
drawer. 


A case of twenty-four gets your name 
on the dials and the big window dis- 
play assortment —five show cards, 
eighteen display cartons, and pictures 
showing how to set up trade pulling 


window displays. 


It takes three weeks from the time your or- 
der reaches us to get your name printed and 
the clocks ready for shipment—if you can’t 
wait for the printing we can ship at once. 


Twenty-four clocks won’t be near enough; 
—just enough to show you how easy it is to 
sell your advertising on the Ironclad at a 


profit. Made by Westclox, La Salle, Ilinors. 
Order direct or through your jobber. 


85c net each in broken lots. 
80c net each in case lots of 24 
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The Nut May Give Way— 
\ 

N 

But the Wrench—Never! 
\ 

\ 

\N : 

\ When a man wants a wrench to regulate his watch, 
\ don’t sell him a Coes Knife Handle. This wrench is not 
\ : made for such delicate work. : 

\ But when he asks for a “handy wrench around the house,”’ or 
\ wants one to stand the wracks of the shop, where a quick turn of a 
\ stubborn nut needs rigid leverage, then sell him “Coes” Knife-Handle 
N Wrench. 

N 

\ You can't emphasize too strongly those 10 solid whole parts. We 
\ admit it’s our strongest Coes argument. But isn't that enough? 
\ Every tenth of a Knife Handle Wrench is as strong as the wrench 
\ itself. And every wrench will budge the rustiest nut without buckling 
\ under the strain. The nut may break, but this sturdy stocky tool— 
N never! ; 
\ 

\ Let your jobber supply you. 

\ 

\ 

N 

NS 

\ : 

\ 

N . 
\ Coes Wrench Co 
\N ® 
NS 

\N ; 

\ Since 
\ 

\ Agents: J.C. McCarty &Co., 29 Murray St.,N.Y. 
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Worcester, Mass. 


1841 
John H. Graham & Co., 113 Chambers St.,N. Y. 
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American Chain Co., Inc. 


BRIDGEPORT, CONN. 
In Canada—Dominion Chain Co., Ltd., Montreal 


Wiebusch & Hilger, Ltd., U. S. Selling Agents 
106 Lafayette Street, New York, N. Y. 
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Do You Remember Me? 


I’m back again and 
giving away my 


Poster Stamps 
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Beautiful POSTER STAMPS free to all 
our agents, for distribution to everyone 
interested in our New Refrigerator 








SEAMLESS, non-leakable, non-rusting re- 
frigerator lining, discovered and marketed 
for the first time last year by the Belding-Hall 
Company, which alone possesses the chemical 
formula of this composition stone applied to the 
inside wood lining of NOTASEME refrigerators. 
No more seams, no cracks, no germs, no saturated 
air, no leakage, no seepage, no breakage. We 
will gladly send you the corner section illustrated 
here, which will enable you to better understand 
this recent discovery. 













BELDING-HALL COMPANY 
BELDING, MICHIGAN 


Also at 90 Canal St., Boston, 271 Canal St., New York 
City; 873 South Wabash Avenue, Chicago, and New 
York Furniture Exchange. 
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American Brand 
Quaity-SCREEN WIRE CLOTH serve: 


All Meshes and Widths 





Copper—Bronze—Galvanoid—Galvanized—Painted 


F or a Better Galvanized Cloth 


use 





Lasts Longer Looks Better 
Test it in The Weather 


Our COPPER BRONZE has no Superior 


It is made of the highest grade of wire, guaranteed to con- 
tain 90% Copper and the weaving is perfect. Made in 
both Bright and Antique finish. 


We also manufacture Painted and Bright Galvanized 
cloth in large quantities. The quality and finish of the 
Galvanized wire has been improved. : 


Write us for prices, samples, catalog and circular 
‘Facts on Galvanoid.”’ 


American Wire Fabrics Company 
Chicago, Illinois 


FACTORIES: 
MT. WOLF, PA. NILES, MICH. CLINTON, IA. 
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WICKWIRE 
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Cortland 
New York 


Wickwire 
Brothers 


There’s more than one reason for the popularity and selling strength of Wickwire products, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short,; we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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MIMIC 


Only the Institution that Serves 
Has the Right to Survive 


eee iii nn 








Trade papers are as different in their character as men and 
the trade paper that renders a useful service to its readers is 
entitled to the consideration of every man whose interests are 
centered in the field which that paper is serving with its brains 
and energy. 


MONON A 





Every man engaging in business should, for his own sake 
and success, strive to become a leader in the broad acceptance 
of the term. This not only involves frequent self-examination, 
but necessitates a study of other men’s methods and ‘a never- 
ending investigation of business conditions. 





For example, Selling is a Science and in a large measure is 
the basis upon which a business firm must depend for its profits. 
So in every progressive institution business conditions are 
studied with the greatest care by a man who is an experienced 
student of this end of the business. 


The purpose of HARDWARE ACE is to assist hardware 
merchants to take their places as business men with manufac- 
turers and bankers. During the last ten years the advance- 
ment in this direction among hardware dealers has been 
remarkable; and in all fairness to them it must be said that 
this advancement has made the growth of a paper such as 
HARDWARE AGE possible. 


HARDWARE AGE is considered to-day the best and most 
accurate trade paper in the hardware field, because its sub- 
scribers are the more progressive merchants who are not store- 
keepers but business men—consequently expecting a paper of 
a high standard, it is produced for them. In other words the 
subscribers of HARDWARE AGE are students of the hard- 
ware business. : 


HARDWARE AGE comes from the press every Thursday 
and if you have not seen a copy of the paper, it would be good 
business policy on your part to send for one, so that you can 
compare the business value of the information it places in your 
hands with that of other business papers devoted to your field 
of business. 
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HARDWARE AGE 
239 West 39th Street New York City 
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Four Reasons Why You Should Sell 
Goulds Pumps 


1. We refer pump inquiries to you. 
We advertise in all the leading papers read by 
farmers. This advertising which covers the 
entire country and which is more than that 
carried on by nearly all other pump manufac- 
turers put together, brings us thousands of 
inquiries. We do not sell direct to farmers, 

-- but refer these inquiries to the nearest Goulds 
Pump Dealer. 





SS 


2. There Is a Goulds Pump for Every 
Service 


No matter for what purpose your customer 
wants a pump you are sure to find a Goulds 
Pump that will fill his requirements. If you 
do not happen to have it in stock, a rush order 
to our factory will bring it in quick time. 








Goulds Fig. 1018 Well Lift Pump 
with White Bronze Valve Seats 





Goulds Fig. 1482 Windmill Distri- , 

buting Force Pump Head 3. Large Stocks and Prompt Shipments 
As the world’s largest manufacturers of pumps 
for every service we have the facilities to 
manufacture and carry stocks which is a big 
aid to the dealer who does not want to stock 
pumps of every type. These facilities enable 
us to fill your orders in the quickest possible 
time. 


4. Goulds Pumps are Guaranteed to 
Operate Satisfactorily Under the Con- 
ditions for Which they are Recom- 


Goulds Fig. 1100 mended Goulds “Bordeaux” 
Hand Sprayer 





**Pomona’”’ Barrel Sprayer 


We have so much confidence in Goulds Pumps 
that we make this guarantee to’ protect our 
Dealers. Sucha guarantee could not be made 
unless the highest quality of workmanship and 
materials went into the manufacture of Goulds 
Pumps. 


Because of these four reasons thousands of 
dealers have found it profitable to sell Goulds 
Pumps. If you are not yet one of them it 
will pay you to investigate. 





f : Ask for a copy of our book “Increasing Your 
Goulds “ Pyramid” Double-Acting : he ie —_ Goulds “ Sturdy” 
Piston Pump for Engine Drive Sales to the Farmer. Duplex Power Sprayer 


The Goulds Manufacturing Company Bs 
36 West Fall Street 3 Seneca Falls, New York 


OFFICES IN ALL PRINCIPAL CITIES 
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The Winter’s the Time 
to Sell Myers Unloaders 


Many a farmer has been made a sadder 
but a wiser man by his experiences with 
extra hands during the harvest season. 
He's willing to listen now to a little talk 
about Hay Unloading Tools—are you 
ready to give him a demonstration of 
Myers Unloaders? 


ANNAN ARRAN R 
IN 





I 


Every Myers Unloader is built with Extra Long = 
Trucks, made of the best malleable iron, and is fitted 
with our old reliable double lock. 


And while you're selling a Myers Unloader, it will be 
a good time to include in the deal Myers Forks or Slings, 
Pulleys, Hooks, Brackets, etc.—in fact, a complete Myers 
Hay Unloading Outfit. A timely suggestion would also 
be new Barn Door Hangers—the Myers Kind, of course. 


! 
j 


i 


Ask any jobber or retailer who handles the Myers 
Line. He'll tell you how popular Myers products are. 


F.E.Myers & Bro. 


Ashland, Ohio 
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ASHLAND PUMP AND HAY TOOL WORKS 
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Hack Saw Frame No. 50 


Adjustable to take 8 to 12-inch blades. 
The adjustable feature is obtained by the 


Can be sold at retail for use of a pin set in the edge of the long 
end of the frame. This construction 


D5 gives a rigid frame at any adjustment. 
‘.. The frame is light, but unusually strong, 
being made of the best cold rolled steel. 

The handle has a rich mahogany finish 


Write for Samples and Prices and all metal parts are nickel plated. 


Packed one in a box. 


Manufactured by 


UNION HARDWARE COMPANY 


Factory and Main Office at Torrington, Conn. New York Office, 99 Chambers St. 
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Talking Points for Salesmen of 
Irmo Pipe Wrenches 


The Trimo Pipe Wrench is 
made with wood handles in 4 


sizes, 6’, 8”, 10”, 14”. 








In steel handles the Trimo Pipe 
Wrench is made in all sizes, 6” 
to 36” inclusive. 


All Trimo Pipe Wrench parts 







are interchangeable. 


) The inserted jaw in the han- 
dle can be readily replaced 
when worn, thus adding 50% to the 
life of the tool. 


The movable jaw and the nut are 
Movable Jaw made with a round top and bottom 
en thread guaranteed not to strip or burr. 


Lavoe mepereer. A 
The handles and jaws are drop forged 
p—— O from selected bar steel. 
ARTES 
Frame Insert Jaw Spring and Pin Nut TWO NEW FEATURES 


have been recently added to the 
Trimo Pipe Wrench, namely, nut- 
guards and steel frames. 


The nutguards keep the wrench in 
adjustment, which is a great conveni- 
ence when working on one ‘size of 
His pipe for a considerable length of time 
Dice wii Chiiandis einieted and in close quarters. : 


The 10”, 14”, 18”, 24” are fitted with 
unbreakable steel frames, instead of 
the malleable castings formerly in use 
on all pipe wrenches. 


The name TRIMO is 


emont Vifa. Co. 7 9 MT 


This is our guarantee for workmanship 
95-/1 Amory Street and material. 


Roxbury (Boston) Mass. Send for Catalog No. 133. 
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Tho Mark That Guarantees Qual 
The Mark That Helps In The Salo 








Machinists’ Hammers 


That Make Friends 


You will not go wrong in selling “Bill- 





ings and Spencer” Machinists’ Hammers. 
More than likely your customers have 
already asked for them. There is a reason. 


The machinist must have a hammer that 
will stand constant rough usage. He earns 
his “daily bread” through its use. He can’t 
afford to have a hammer that is soft and 
wears down rapidly or a hard one that chips 
or cracks just when he is rushed with work. 


Past experiences have shown him the 
wonderful lasting powers of the “Billings 
and Spencer” Hammers. When his helpers 
ask him what kind of hammer to buy he 
tells them to get a “Billings and Spencer.” 
The good reputation of these tools is 
handed down from father to son, from fore- 
man to machinist and from machinist to 
apprentice. Why not reap the benefit of 
this ? 

We show here three popular models: 
the Ball Pein, the Straight Pein and the 
Cross Pein. Made in five weights, from 
Y% lb. to 1% Ibs., inclusive. For design, 
material, temper and finish they are highest 








degree of excellence—the fundamental rea- 
son why they make friends, 


You will sell them as soon as you get 
them in stock and display them. Don’t be 
without the profit and prestige these ham- 
mers will bring you any longer. Write for 
our catalogue and prices today. 


The Billings & Spencer Co. 


Hartford, Connecticut 
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Do they? These “‘buyers for the family'’—do they pass your store by 
or do they pass out? 


a Here's the point. Unless the hardware man gets mighty busy, the 
& department store will monopolize the cut glass trade of both country and 
“ city in less than no time. 


Get into the game with a line of 


Bowman Quality Cut Glass 


You have the facilities. You cater to women. You want to draw them 
in of their own accord and send them out satisfied. 


Geo. H. Bowman The exquisite cutting and natural beauty of design and finish make the 
Company Bowman Line permanently attractive to the feminine eye. 


Cleveland Ohio A handsome catalogue awaits you. Write. 


ANT NAAM 


40-7 Protit on. 
PURITAN Aluminum Cookin§ Utensus 














and they bring to your store the trade of people 
who have money and who want the best of 
everything. 

Puritan Ware is burnished inside and out—an exclu- 
sive feature that helps sales tremendously. Spouts are 
welded in place, making them practically one piece with 
the body. Tea-kettle body is one piece drawn from a 
single sheet, by a process which we alone possess. 

Every detail of every piece will please your practised 
eye. Easier to sell than other lines because material, 
workmanship, design and finish are so much better than 
others. 















Let us send you our trial order proposition. 


We sell through dealers only, have no con- 
vassers, refuse to sell consumers by mail, send 
all inquiries resulting from our extensive ad- 
veitising campaign to our dealers—protect you 
in every way. 


{Sturges & Burn Mfg. Co. 


508 South Green St. Chicago. 


N. Y. deliveries made from 
R1650, 50 Church Street, 
where we carry a full line. 
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This Beautiful 
7 color 


Christmas 
Hanger 


Will help your Wringer 
Business. 





If you are not supplied 
write us today how many 
you want and they will 
be mailed free of charge. 
Size 10x14 inches. 


Anchor Brand Wringers. 


Lovell Manufacturing Co. 


Erie, Penn. 


























“Clean Up” 
On The Washers 
That Sell Themselves! 






There is no doubt about it—here is the one mechanical washer you can sell easily 
—quickly. Every dealer that has put it in stock is selling dozens of them. It 
appeals instantly to housewives. They see its practical feature—its superiority— 

its greater convenience at a glance. Its reasonable price makes it easy for them to 

buy it. You don’t need to “talk your arm off.” It sells itself. 


MAYTAG 


Power and Electric Washers 
with Swinging Wringers 


, save women work, worry and money. Their feature—the swinging 
wringer—convinces women that they must own one. With a May- 
tag the housewife can wash and wring clothes at the same time 
with no possible chance of soiling or tearing clothes. To wash and 
wring on other machines the housewife must hold the clothes above 
the oily mechanism on top of tub, and run chances of staining and 
ripping clothes. When you show her that the wringer can_ be 
swung to any position, you won’t have to do another thing. That 
alone will convince any woman that this Is the washer for her 





to buy. 
Begin to get this easy profit. Don’t let the other fellows get it all. 
Write at once for our special selling plans and terms to dealers. 


Do that today. 
Station “A,’* North St. 


The Maytag Company Newton, Iowa. 


Write for special offer to dealers 





Big Easy Profits 
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Our Package Strips 
Pay a Good Profit 


Try them. The leather is specially selected, 
nice, clean cut stock and guaranteed satisfactory. 
Each strip has already been weighed and is 
plainly marked with the “re-sale price.” You 
don’t have to stop and weigh up each strip and 
then compute its selling value. 


Another feature: Our Package Strips come 
in small enough bundles to enable you to place a 
few strips marked at various prices on your coun- 
ter at a time, instead of the usual unhandy 25 Ib. 
bundles. In this way it keeps your stock on hand 
clean and fresh. 

We stand right back of every package we 
sell you. Build up a profitable counter trade with 
“Home Shoe Repairs.” Stock our Package 
Strips. Order from your Jobber. 




















C. G. Fleckenstein, Inc. 


| 
Chicago $ +. Ill. 
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Advertising Phrases That Would 
Sell Ice to an Eskimo 


There are 1359 pages of advertising ideas and phrases collected in this one book 
that sum up the experience of the best men in the retail advertising field. It’s a 
big book full of big ideas and it’s worth every cent we ask for it. If you’ve had 
advertising problems, if you been worried because your advertising doesn’t “pull” 
properly, the information : 


Collected in the “Advertising Cyclopedia” 


will prove the best investment that you can possibly make. There’s no good 
in doubling advertising space if you don't have the right stuff to go into it. 
Ten dollars spent for the “Advertising Cyclopedia” may save you hundreds now 
wasted on weak, unconvincing advertising. It sounds high but it’s worth ten 
dollars to you. 


HARDWARE AGE BOOK DEPARTMENT 


231-241 West 39th Street New York City 
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HIGH QUALITY MAKES 
CYCLONE Fences «Gates 
°S WAUKEGAN, ILLINOIST 
SUtest, sellel> 


CYCLONE Sanitary Fence and Gates meet 
the popular demand for neater, more sanitary 
conditions in cities, towns and country districts. 


CYCLONE Sanitary Fence and Gates sell 
readily, please and satisfy your customers so 
that they come back to you again. 


YOU OWE IT TO YOUR BUSINESS 
to specialize on CYCLONE Fence and Gates 
and make your store the leader, the, one that 
forges ahead of others. 


As a shrewd business man you know the 
great advantage to you of having the high- 
quality, nationally-advertised WAUKEGAN- 


CYCLONE line of fencing and gates to offer 


your trade. 


Original designs, even picket tops, uniform 
spacing, deep crimped pickets, treble reverse 
twist, extra sharp bottom crimp—these are char- 
acteristics which distinguish WAUKEGAN- 
CYCLONE sanitary fence from others. They 
make for strength, beauty and durability. 


Take advantage of our offer to put on a sell- 
ing campaign in your vicinity that will get the 
fence and gate business coming to you. 


Write for illustrated catalog and our liberal 
terms to dealers. 


CYCLONE FENCE CO., Waukegan, Ill. 


ATE RAISED To ALLOW 
SMALL STOCK TO PASS UNDER, 








Patents Pending 











The Sharon No. 75 Self Cleaning 


Guaranteed to be the most satisfying Barn and Garage Door Equipment 
you have ever handled 


Storm Proof 


Track and cover in one piece 4-6-8 and to-ft. lengths. Supports attached above and below every two feet. 
Joints held rigidly in alignment. Strain comes on inside where fastened to the building and will not pull 
down under weight or time. 
Protects the top of door as well as the carrier and tread. No trouble to get together on a sale. 
the carpenters to put up. Write us and find out all about it. 

Sharon, Pa. 


SHARON HARDWARE MFG. CO. 


A relief to 
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Owing to the war in which all 
Europe is engaged, Sir Thomas Lip- 
ton has had to postpone his attempt 
to lift the cup until another year. 
SPEED CASE But war or no war, there's no let- 
up of “Greyhound” sales. They go 
on just as smoothly and as regularly 
TRADE MARK, as ever. When a man wants a saw 
he wants a good saw—are you able 
to show him a “Greyhound?” You 
ought to be. If you are not, it's 


War Stopped the Races ee 
But “Greyhound” Sales Will you write? 


Go on Just the Same Geo. H. Bishop 
& Co. 


Lawrenceburg 
Ind. 
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Make hem Pay 


Many a merchant has been forced to borrow money and 

even go out of business because he could not get his custo- 

mers to pay their bills. There are hundreds of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
*‘Store Management Complete.’’ 





Every reader of hardware and retail literature knows Frank Farring- 
ton’s style. It runs along in an easy flow, with common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
example in the first chapter, ‘‘The Man Himself,’’ you learn what a 
merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 
sibilities of development; proper examples; the right line of growth; 
success-making qualities. 














The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Buy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 
The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 
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Bolts Bolts 


Machine Cz Rivets 
Screws and Burrs 


' Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois 
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Place It Where It Can Be Seen 


| 


Place this cabinet with its array of 
Forstner Auger Bits where your carpenter 


AAU AT 


AMI UHL 







































= and woodworking customers can see it, = 
= then sit back or rather stand alive and = 
= watch them stop and bite. = 
= Forstner Bits bore their way through = 
= hard, knotty, cross-grained wood, leaving = 
= a smooth hole and polished surface. They = 
= are the only bits not dependent on a center = 
= or level to guide them. They cut from =— 
= the outer rim, the entire surface is at work = 
= all the time; no jagged ends. You can = 
= use them as gouges, or chisels; you can = 
= do scolloping, fancy scroll twist columns, = 
= newels, ribbon mould- = 
= ing, etc. = 
= Let us send you dee = 
= tails on this free display = 
= — SS ae | cabinet. = 
_ The Progressive Manufacturing Co. ~ 
a Torrington, Conn., U.S. A. 2 
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A Crowning Achievement 


As the name implies, KEYSTONE COPPER 
BEARING SHEETS are the crowning achieve- 
ment of sheet metal manufacture. You can now 
buy sheets which successfully combat corrosion. 
Be sure to specify Keystone Copper Bearing Sheets. 

















CLET & Tip 
ss &% 
ST Woes 
€ win aor 
PITTSBURGH 
oc 
KEYSTONE 


“Orpen pcan™ 





American Sheet «Tin Plate Company 





General Offices: Frick Building, Pittsburgh, Pa. 








Chicago Cincinnati Denver Detroit 


DISTRICT SALES OFFICES: 
New Orleans 








New York Philadelphia Pittsburgh St. Lowis 


xport Representatives: Unirep States Steet Propucts Company, New York City 


Pacific Coast Representatives: Unitep States STEEL Propucts Company, San Francisco, Los Angeles, Portland, Seattle 





























“Wheeling Ceilings” can not get out of line be- 
cause there can be no variation in the size of the 
beads. There is no play to right or left, up or 
down, forward or back and all open joints are 
eliminated, making a finished job without calking. 


Re-Pressed Bead Joint and Die-Cut Nail Hole 
Ceilings are also erected with so much greater 





WHEELING METAL CEILINGS 





The Re-Pressed Bead Joint and Die-Cut 
Nail Hole features of 


WHEELING METAL CEILINGS 


are sure guarantee of the success and 
prosperity of the Dealer, the Erector 
and the Owner. 


speed and precision that fully 25% of the erecting 
cost is saved: Dedlers find “Wheeling Ceilings” 
a profitable line and one that bears acquaintance. 
Samples and Catalog upon request. Quotations 
and drawings without charge or obligation. If 
convenient send sketches of rooms showing 
measurements and offsets. 


WHEELING CORRUGATING COMPANY, WareziNe W.Va 


BRANCH OFFICES AND STORES: 


NEW YORK 
ST. LOUIS 


CHICAGO 
KANSAS CITY 


Sales Offices :—Dallas, Detroit, Los Angeles, Portland, Salt Lake City, San Francisco, Seattle. 


PHILADELPHIA 
CHATTANOOGA 








November 12, 1914 
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Thoroughly 
Muzzled Dogs! 








There’s absolute satisfaction in 
knowing that the use of Williams’ 


“VULCAN” 


Drop-forged Safety Lathe Dogs 
offers no “come-backs.” 


Once adjusted they are ready to 
move with assured safety, strength 
and service—not a doubt during a 
life-time of tough-toiling. 


No gates to look after, no way in 
which to overlook making ’em safe, 
no means whatever by which dis- 
favor for them may be created— 
always ready for work or always 
serving. 


All sizes and kinds 
for % to 6 diameters 


at same prices as for doubtful kinds. 


J.H. WILLIAMS & CO. 


Superior Drop-Forgings 


57 Richards Street, Brooklyn, N. Y. City 
Vulcan St. and Kenmore Ave., Buffalo, N. Y. 
32C So. Clinton Street, Chicago, IIl. 











“Cuts Like Diamond Dust” 


U.S. Emery Cloth brings a feel- 
ing of satisfaction to the user after 
the first few “rubs.” It literally 
“cuts like diamond dust.” This is 
due to the excellent manufacturing 
process. We use carefully selected 
emery and the best possible glue 
obtainable. 


U.S. Emery Cloth 


success is based on years of specialized 
manufacturing. We make nothing but 
abrasives of this kind, such as Flint, Garnet 
and Emery papers and cloths. 


We give them all our best attention. We 
aim to make a product that satisfies both 
the dealer and user. 


U. S. Sandpaper products are packed in 
attractive, serviceable packages. They look 
well on the shelves and keep the gocds in 
proper condition. 


You will not go wrong in specifying U. S. 
Sandpaper products. They are handled by 
nearly all good jobbers. If yours hasn’t it, 
write us. 
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Order now your stock of 


Flexible Flyer 


‘‘ The sled that steers”’ 
The Flexible Flyer is the original steering sled, and the only sled with grooved 
runners. They prevent dangerous skidding. It is the sled that every wide-awake boy 
and girl insists on; the best-known and easiest-selling sled on the market. 
The season is upon you, and every live dealer should be ready 
for the demand. 
Send us your order without delay. Do it today! 


S. L. ALLEN & CO., Box 1104-A, Philadelphia 
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The all around lights for all ’round 
work,—solidly-built, sure-burning lan- 
terns that furnishes 300 candle power 
of good strong light any time or 
anywhere you want it. Make and 
burn their own gas. 12 to 15 hours 
from a quart of common gasoline. 

Stand 7 inches in diameter and 
16 inches high. 

Will make the after-dark work of 
Farmers, Dairymen,  Liverymen, 
Garage Men, Night Watchmen, 
Campers, etc:, easier, quicker and 
safer 


The Air-O-Lantern 


is a practical lantern for all purposes, and in. all 
weathers. Produces a steady, penetrating power- 
ful light in the worst of winter weather as well 
aS on a quiet summer night. Has two extra fine 
mantles in non-breakable Mica Globes. Is storm 


proof, bug proof and wind proof—will not blow 
out, or jar out even if tipped over. IT STICKS WELL AND SETS QUICKLY 
THEREBY SAVING TIME 


Fill it only once a week and clean it only once a 
year. No wicks to trim. No chimneys to clean. 


No smoke, no soot, and no danger. Can’t explode, D)ennioows 
can’t spill, can’t clog up. Guaranteed for five RADE MAR 

years. Write your jobber or to us for special 

proposition. Big profits to dealers everywhere. " GLUE 


THE COLEMAN LAMP CO. In patent pin tubes and small and large cans 


WICHITA, KANSAS TOLEDO, OHIO 
ST. PAUL, MINN. DALLAS, TEXAS 
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Patented in U. S. 
and Foreign 


Countries 





Cary’s “Everlasting” 
Flexible Steel Mats 


The only Steel Mat on the market 
that will make both Pleased Cus- 
tomers and Large Profits for you. 


Write for details of revised prices 
and you will surely be interested 


Cary Manufacturing Co. 
Manhattan Bridge Plaza 
Brooklyn New York 
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Time to Order 
Crown Tree Holders 








The only Holder that has stood the 
test of practical use for 30 years 











Graceful — Attractive — Substantial 


Quickly adjusted. Prevents accidents, and with 
ordinary care lasts a lifetime. 







—= 


Order Now—Christmas is Coming i al 


NORTH BROS. MFG. CO., Philadelphia, Pa., U.S. A. 





















Horse-Shoe Brand Wringers | |. 


Warranted as to quality 


Will Make 
Your Stove 
Pipe Business 
More 
Profitable 





Warranted to give satisfaction 





Warranted as to price 





Plain Bearings 





and 
Steel Ball 
Bearings 
Smith’s Double Lock Stove Pipe will do 
Enclosed Cog this because, in the first place, it can be nested 
which saves freight; secondly, it requires no 
Wheels tools or special knowledge to put it together ; 
thirdly, its quality is guaranteed and satisfac- 
tion is assured; fourthly, it saves time of mak- 
nero ing, hammering or riveting. 
Plain Bearings Steel Bail Bearings Size of Rolls Send for a model, it will convince you of its 
No. 3405 No. 3608 10 x 1% inches ag See,¢ ‘ 
No. 3415 No. 3615 ll x if inches possibilities. Write at once. 
Your jobber carries Smith Double Stove 
ve ee Loe aes Vee OF Pipe. Place your order with him today. 


WRINGERS IN THE WORLD 


Send for our new Price List THE OHIO STOVE PIPE & 


The American Wringer Co. MFG. COMPANY 
NEW YORK CITY, U. S. A. NEW PHILADELPHIA, OHIO 


























The Laundry Queen — 


2 Important features raise these washing machines into a class 
by themselves, namely— 

First—None of the machinery is attached to or supported by 
the tub. If necessary the old tub can be replaced by a new one, 
without affecting any other part of the mechanism. The tub itself 
stands on a steel frame. No tub legs to break. 

Second—The patent revolving wringer rotates to and can be 
locked at any position. The wringer rolls can be stopped or re- 
versed instantly by touching a lever conveniently placed. 

These machines are well made and are selling rapidly. 

Get our prices. 


GRINNELL WASHING MACHINE CO., Si NNFES: 
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Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the floors 
and muffle noise without leaving a 
mark. 


Our Catalogue shows our complete 
line of rubber specialties with prices. 
Send for it. 


Klastic Tip Co. 


370 Atlantic Ave. Boston 

















Makes Gaal Display 


Put up in sets of dour in neat boxes they 
look well in your show cases. 


All built of steel. 


Smallest “Steel Gem” Caster carries I000 
pounds. 


Roller Bearing, they revolve at a touch. 
Write for catalog and prices. 





M. B. SCHENCK CO 


MERIDEN, CONNECTICUT 




















Our Illustrated (atalogue 
describes over AA 00articles 
0 


WIRE HARDWARE 
KITCHEN WIRE HARDWARE, 
anOWIRE SPECIALTIES 
Have You A Copy? 
A->Postal will 
start one way 


THE WIRE GOODS COMPANY 


WORCESTER. MASSACHUSETTS 
U.S.A. 











“Gee Whiz!!” But They 
Sure Do Go!! 


; k of 
We are speaking of any _ stoc 
STOVES OR RANGES when mounted on 
the cheapest and most efficient “Salesmen 
your money can reach—to wit, 


The Harper Handy Caster Truck 


ur Lightest Salesman can wheel your 
lieecnens STOVE into a selling-seeing es 
aided by this Seventy-five cents — * 
fit any stove “Gumption.” An outfit 4 
these super-helpful Stove-Showers Bet: 
often repay you its entire cost in a single 
season and will last indefinitely. oom 
(especially the “really and_ truly ie 
kind”), are apt to sell the H.H.C.T., and— 
of course, WEEDOO! 





















Chicago Hardware Foundry Co. 
NORTH CHICAGO, ILLS. 
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Pretty Paint Cuts No Grass 


It’s fine crucible steel and good machine 
sense that have made the reputation of 


COLDWELL 
Lawn Mowers 


The Coldwell line is complete. It includes motor 
mowers, horse mowers, putting green mowers 
and hand mowers of every style and size. 


There is a Coldwell for every customer, what- 
ever his needs or whatever the size of his 
pocketbook. 


Coldwell mowers look well, sell well and wear 
well. That’s why Coldwell is a Rice Leader— 
recognized as the world’s leading manufacturer 
of quality lawn mowers. 


SY INV'TATION 
MEMBER OF 





Coldwell Lawn Mower Company 


Offices and Factory at Warehouses at 
Newburgh, N. Y. Philadelphia and Chicago 
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Gand arid Power: 





Pumping 
Gasoline 


Is dangerous without 
proper equipment. 


Sell this Gasoline Pump 
to the auto owners in 
your city. 


It combines safety and 
efficiency. 


Write for our literature 
on Gasoline Storage 
Systems. 





Fig. 726 


The Deming Company 
SALEM, OHIO 


General Distributing Houses: 


CHICAGO: Henion & Hubbeli 
PITTSBURGH: Harris rome & Supply Co. 
NEW YORK: Raiph B. Carter Co. 
BUFFALO: Roct, Neal & Co. 
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It Crops HighGrass 


just as evenly and closely as it insures a well- 
kept lawn. Note how high we have placed 
the connecting bar in the Hoosier Lawnmower. 
That one departure from the ordinary widens 
its adaptability to meet every kind of grass 
cutting need. Ball bearings and a special ball 
pinion impart ease of movement. All wear 
and lost motion in the reel is taken up by a 
simple device. The best grade of steel is used 
in the cutter bar, which may be finely adjusted 
by means of set screws. Handsomely finished 
in gold and striped in red ‘ts this fine looking 
and fine cutting Hoosier Lawnmower. 

Dealers, we sell direct to you. May we tell 
you what this means? 


Elwood Lawn Mower Mfg. Co. 


Elwood $3 $3 Indiana 


5 Ms 


The “Ideal Junior’”’ 



























LAWN MOWER 


A Power Mower with 25 inch cut. Speed, one to four 
miles per hour. Climbs any grade up to 40%. Operates 
ata maximum fuel cost of 20 cents for 10 hours work. 
Motor—Air Cooled—3 h.p. Four Cutter Blades. 

The ‘‘Ideal Junior’’ is a lighter development of the Ideal Power Lawn 
Mower, designed by Mr. R. E. Olds, the fa- a 

mous automobile designer. A great labor- 

saving device for lawns, parks, golf clubs 4 
and country clubs. This low-priced 
machine widens the field of possible 
buyers. Hardware dealers should 
write for sales proposition and 
illustrated catalog. 


Ideal Power Lawn 


Mower Co. 


R. E. Olds, 
Chairman 


| me 
















409 Kala- 
mazoo St, 
Lansing, Michigan 
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Screening is Judged 
by the Service 
It Gives 


Persecr 


Bronze Screen 


ory Netting 


That holds its 
shape because 
woven of hard 
drawn. steel 
wires _ which — 
give great 
strength and 
durability to the 





fabric. Ww | h 
: ire Clot 
EXCELSIOR 
BRAND Gives True Service because it 
=< ae is backed by lrue seh 
Care in the selection of mate- 
Weaving rial and care in the making 
WESTE R N are responsible for its reputa- 
tion as a dependable screen- 
BRAND ing. Satisfaction for your 
Galvanized Before customer—profit for you. Ask 
Weaving your Jobber to supply you. 


Made in U. S. A. 
ALL STANDARD 




















SIZES IN STOCK Ludlow-Saylor 
Wright Wire Company Wire Company 
WORCESTER, MASS. 
Boston New York Philadelphia Chicago San Francisco | St. Louis, Mo. 














INSURE 
North Wayne ||| your pRoFIT 


Bill Board 








Quality Bargains 


a "| SCYTHES 
“gJHOOKS 


CORN 


HED KNIVES 


NORTH WAYNE TOOLCO. 
HALLOWELL, MAINE 


Sales Office, 1408-9 Ford Building, Detroit, Michigan 
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LICENSED. 


Grass Hook Manufacturers 


GEM—Wallingford Mfg. Co., 
Wallingford, Vt. 


BLUE RIBBON—Wiebusch & Hilger, Ltd., 
New York City. 


LITTLE GIANT—Welland Vale Mfg. Co., 
St. Catharines, Ont. 
AND 


North Wayne Tool Co., Hallowell, Maine 











Priest’s 
















Clippers 


We have the biggest 
clip proposition ered 
to the trade. It’s a prop- 
osition that pays and pays 
big—because it satisfies. 

ur proposition is that 
you stock Priest’s Clip- 
pers! 
Write. 


American Shearer Mfg. 


Company 
315 Main St., Nashua, N. H. 









Wiebusch & Hilger, N. Y. 


















Encourage Him 


Some bright-boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 
found in youngsters. 


This boy is of the stuff that makes 
real merchandisers. Properly tutored, 
he'll develop into a big, broad-gauged ° 
man able to lift many of the burdens 
you now carry. 


Encourage his continued interest, 
add fuel to his ambition and make 
him more valuable generally, by giv- 
ing him a personal subscription to the 
Hardware Age. 


In many cases a Hardware Age sub- 
scription has been an important factor 
in bringing boys from the ranks. 










Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 



























Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr 
construction and _  adapta- 
bility. 























HAYES PUMP & PLANTER CO. 


GCALVAH , iLL. 
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a single turn of the screw. 


or smooth faced tempered jaws. 
under ordinary use and conditions. 


stock. 


Athol Machine Co., 





Si Quick Acting Vi 
Here’s a vise possessing all the strength of the old-fash- 
ioned vise combined with a quick adjusting feature that in- 
sures speedy work wherever the vise is used. 
To set this vise the front jaw is lifted, slid to approximate 
adjustment, then dropped back in place and gripped tight by 
i It’s very smmple, speedy and 
strong. There is no intricate mechanism involved. 
“Simpson” Vises are made of the best vise steel, with check 
They are dependable in 
every respect—fully guaranteed against defects and breakage 


Our Catalog No. 31 will aid you in selecting a suitable 


Athol, Mass. 


CP 


| ATHOL MACHINE Co 


U.S.A 


MASS 


| ATHOL 
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One Day’s Trial of a 


Grant Noiseless 
Riveting Machine 


resulted in an order being placed 
for 12 more machines. 


A few reasons 
why: 


Noiseless Oper- 
ation. 


— Well Pol- 
shed Rivet 
sone 


Avoid Broken 
Castings. 


Do not mar 
Surface in Riv- 
eting. 


Rivet Tight or 
Loose as De- 
sired. 


Entire Rivet- 
ing Operation 
Takes Only One 
Second. 


For the sake of 
quality, output and 
cost reduction send 
for catalog. 


The Grant Mfg. and Machine Co. 
Bridgeport, Conn. 


QDUNVANNOOOONTNAUEGLEUIOAA ETHOS EEA 
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Sectional 





SCREW PLATE 





View Showing 
Screw at Right and Taper Head 
Screw at Left. 


The Original (GREEN RIVER 


Simplicity and ease of adjustment are the distin- 
guishing features of the “GREEN RIVER” Die. 


It is all done from the face of the Die and without 
removing the Die from the Stock. 


The cup-head screw on the right acts as a hinge, 
holding the Die halves together. 


The size is regulated by the taper-head screw on the 
left; driving it farther down opens the Die to a larger 
diameter; backing it out closes the Die to a smaller 
diameter. 











The whole Die and guide 
when in use is clamped 
firmly in the Stock. 


Wiley & Russell 
Mfg. Co. Div. 


Greenfield Tap & Die Cor- 
poration. New York, 28 
Warren St.; Philadelphia, 
38 No. 6th St.; Chicago, 
545 Washington Bivd. 
















CARTON ASSORTED RIVETS 








OUTSIDE PRONG AND 


Packed in CARTONS, Assorted } | 
Lengths 50 and 100 Rivets to 
Box. 12 Boxes to Carton 


Tubular Rivets and Bifurcated Rivet 


TATA H 
TTTTITTIT] 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


MACHINES FOR SETTING TUBULAR 
OUTSIDE P SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
Chicago Branch: 316 North Michigan Ave. 
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Order STANLEY No. 3000 
‘“TWINROLD”’ SELF TIGHTENING 


COILED DOUBLE 


BOX STRAPPING 


Pat. Sept. 26, 1911, Nov. 5, 1912. 
The Stanley Works, New Britain, Conn. 
100 Lafayette St., N. Y. 73 E. Lake St., Chicago 
VERSES cas 











See page 77 











(Patented) 






THE CHAMPION 
Double 


Aci C loor Hinge 


This handsome hinge of few parts has 





(Patented) Cut Full Size 


* 2 $ ® e sé 99 ° 

| Griffin S Original the “call and deserves it. 

| The entire weight of the door rests on 
Fleur de Lis Pattern a ball bearing and allows the door to 


swing freely and easily without jar or 


Wrought Steel Surface Hinges noise. 


are still acknowledged to be the most popular And all a carpenter has to do to attach 

ornamental SURFACE hinges ever placed on h . ‘ 

the market. The strong, massive and artistic this hinge, 1S simply saw outa rectangu- 

design and the beautiful finish of these hinges : 

meet the demand for high class work. lar piece at the bottom corner of the door 
These hinges are covered by patents con- . . 

trolled exclusively by this Company. and make a slight mortise for the strap 
Fleur de Lis Hinges are widely adyer- ends of the hinge. No wonder it sells. 

ao Mig ore gh — os —, 

inges made, and may be found in practically 

all of the most artistic homes of the day. Send for our Catalog of Profitable 

Send for our new catalogue of Builders’ alti 

Hardware, explaining fully the GRIFFIN line, Hardware Specialties. 

and place stock order direct with your jobber 

at. once. 

THE GRIFFIN MFG. CO [he Champion Hardware Co. 

37 Warren St., New York ERIE, PA. 17 E. Lake St., Chicago GENEVA, OHIO 














Cary’s Superior Metal J oint Fasteners 


Write for samples of our Latest Keen Saw Edge DIVERGENT 
Fasteners, the result of our own patent process, ‘aoa 
and you will put them in stock, for they exceed 

PARALLEL 


all others in quality. Also see our superior Plain 
Edge Fasteners. 


Packed in cartons of 500 and 1000 and in bulk. Saw Edge Plain Edge 
Put up in coils wound right-hand and left, for use with automatic driving machines. 
Large stocks always on hand+-immediate shipments. 
Also makers of Cary’s Universal and Wire Box Straps, Box Fasteners, Seals, Clasps, etc. 


CARY MANUFACTURING CO. "BROOKLYN. NEW YORK 





CORRUGATIONS 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 






























Twelve Medals of Special Grand Prize 


enim NATIONAL GOLD MEDAL 
Expositions | Atlanta, 1895 






Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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If You Are Considering 


Galvanized 
Roofings 


time required to investigate 
Portsmouth Iron, Ohio Metal or 
Portsmouth Open Hearth Steel 
Galvanized Roofings will be 
well invested. Most likely 
you ll insist on one of these 
brands because you want only 
what you know will give you 
full value—all the service that's 
possible from your purchase. 
We are in position to make 
prompt deliveries of Corru- 
gated, Pressed Standing Seam, 
2 and 3 V Crimp, Roll and Cap 
or Self Capping style of Roll 
Roofing. Circular and prices 
on request. 


Portsmouth Steel Co. 


“ . 
A x 
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The James Swan Company, Factories at Seymour, Conn. 


MANUFACTURERS OF 


MECHANICS’ TOOLS 
Augers, Auger Bits, Chisels, 
Drawing Knives, 


\ Gouges, Hollow Au- 
cee) 1 JANES SWAN CO.Nc40 ee pers, Gimlets, Boring 


Machines, Screw 


~ 3 Drivers, High Grade 
: | Tools. Look 
for the Swan. 
7 
tiie Send for Catalog 


New York Office—100 Lafayette St. 






ball-bearing, 
af strongly made power 
y prindatene, built to 
run by gas engine. 
Especially adapted to 
farm or machine shop. 
Cast-iron frame and 
trough that will not 
rust out. Genuine 
Berea stone. One of 
the many fine models 
of CLEVELAND 
GRINDSTONES. 


CLEVELAND 
Grindstones 


Sold only to Hardware and Implement 
Dealers 
“Quality is the best policy.” Honest 
Cleveland Grindstones, quarried from 
the only genuine Berea rock, will foil 
the Mail Order House every time. 
They have been standard for years— 
no flint spots nor soft spots. Guar- 
anteed to you and to your customers. 


Let us help you to beat out Mail 
Order competition. Write us for our 
great business boosting book, “How 
to Keep Mail Orders At Home.” 


The Cleveland Stone Co. 


Leader-News Bldg. 
Cleveland, O. 
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PET PEEER a aie 


It pays to handle 
Glen Steel 


Door Mats 
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especially because of our unique method of pack- 
ing—each mat is packed separately in an extra 
strong paper box, neatly labeled to show contents, 
size, etc. This means that you can carry Glen 
Steel Door Mats as regular shelf hardware. This 
method of packing also saves time and patience 
of both clerk and customer. Saves stock space. 
Makes them convenient to handle. Ready to 
hand right off the shelf to your customer. 


These Mats are sanitary, durable, flexible and 
attractive. Acknowledged to be the most popular 
Mat made and consequently the one for which 
there is the greatest demand. 


Write for prices and particulars. 


McKINNEY MFG CO. 


Pittsburgh Penna. 
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HAND CUT 


Steel Letters and Figures are difficult to ob- 
tain in such attractive form as those shown in 
this illustration. Their design is particularly 
pleasing and a flattened side at right-angles 
with each letter facilitates their use. They are 
sharp, well cut, carefully tempered and in a 
form that cannot fail to please. This is an 
item you cannot afford to overlook. It makes 
a display of these tools attractive and enhances 
the prestige of each show case with discrim- 
inating mechanics. 


Goodell-Pratt Company 


GREENFIELD, MASS. 























MAKES GOOD 


W orcester 
Blount Improved 
Door Check is guar- 


Every 


anteed. Guaranteed 
as to materials, life, 
and perfect action. 


Guaranteed  abso- 
lutely, and we want 
every dealer to re- 
place any defective 
part at any time— 
because we are here 
to make good. 


Information today. 


The Worcester Mfg. Co. 


WORCESTER, MASSACHUSETTS 























HAMMER & CO. | 








Hammer 


Clamps and Oilers 













The Hammer Screw 
Clamp built like an 
I-beam, solid, quick- 
adjusting. The Ham- 
mer Iron Oiler—ex- 
tra strong, big mouth, 
reinforced spring 
bottom. 

We also make Mal- 
leable Iron Adjust- 
able Clamps, Engine 
Torches, Hand and 
Hanging Lamps, and 
Malleable Iron Cast- 
ings. Get prices. 


Branford, 
Conn., 
U.S.A. 























HARDWARE AGE 





get our prices. 
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telegraph, letter; or. tinkle our telephone 
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WE OFFER—QUALITY—SERVICE—PRICE 
in SMALL RUBBER SPECIALTIES 


If you are a Hardware Mfgr. making any hardware specialty and 
have use for any small rubber moulded pieces—send us a sample and 


_ If you are a retailer selling gauge glass washers, fuller balls, rubber 
rings of any kind or size or have a call for any of the thousand and one 
small rubber moulded goods on the market, get our prices, by postal, 


WE OFFER QUALITY—WORKMANSHIP—SERVICE—PRICE. 


STRONG MACHINERY- & SUPPLY CO., 
48 Franklin Street, a Oe 














Increased Profits 
on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
time, 


Stand more strain than heavier cords 
and work freely. 


The quality is there—the prices are low 
because these cords are made for wear 
and have no spots or fancy frills that 
increase manufacturing cost and add 
nothing to their strength. 


We will be glad to send you prices and 
samples—write now. 


REE MOLL ESOT HIT on pares 
: eS ed EY ee Pe ee ae 





| 
a 

: 
‘. 
f 
iE 
-E 
1 


Whether you are just opening a 
hardware store or are already well 
established in the business, you 
should include 


The Hardware 
Merchant’s Card 
Index Record 


in your next month’s budget. For keep- 
ing track of Quotations, Changes in 
Window Displays, Addresses, Follow-up 
Dates and Miscellaneous Memoranda, 


November 12, 1914 





this record is as practical an application 


> a of modern systematic methods as could 
fee sce Bibisaiilt be evolved for the Hardware Man. 








12 page illustrated, descriptive circular and samples of the 


E S T E S M yf L L S slips supplied with the record, free on request. 


FALL RIVER, MASS. Price $6.00, delivered 





CLOTHES LINES SASH CORDS 


MOPS | David Williams Company 


WICKING MACHINERY WASTE 239 West Thirty-ninth Street, New York 














No.170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
CANTON, OHIO 
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ARTICLE 


Progressive Hardware - 
Merchants Use Brass 
Bound Price Cards 


HESE Price Cards are made in nine 
styles of stiff cardboard, covered on 
both sides with Crane’s Bond Paper 

and are designed to resist long, hard usage. 
Progressive merchants everywhere have re- 


placed old slip-shod, irregular cards with 
these neat and systematic price cards. 


The printed headings at the top of the 
cards underneath “‘Article’’ allow for neces- 
sary descriptive matter, followed by the 
number or size, retail price, special or quan- 
tity price, cost and list-price of the goods. 


Size Price 
No. Inches Each 
100 with Column Headings...... 15 
with Column Headings...... 25 
with Column Headings...... .20 
with Column Headings...... 15 
with Column Headings...... 15 
without Headings........... : 
with Column Headings...... f 
with Column Headings...... 15 
108 without Headings .......... 35 


All these Price Cards are furnished with 
blank space at the top for the name of arti- 
cle, for which. Hardware Age Price Card 
Pasters can be used. 

The Price Card Pasters (on gummed 
paper), with names of more than 200 Hard- 
ware Articles, and with Column Heading 


and Side Headings 


HARDWARE AGE BOOK DEPARTMENT 


239 West Thirty-ninth Street New York City 
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Price Books—Made on 
Lines Suggested by Rep- 
resentative Merchants 


In order to meet all ideas on price books, we 
handle all kinds and sizes, loose-leaf or perma- 
nent binding, with brief cost records or minute 
detailed ruling. These books were made after 
a careful study of the needs of the large or 
small Merchant, the Jobber and the Retailer. 
The Binders of the Loose-Leaf Editions were 
selected after testing all the well-known makes, 
and for durability, workmanship and smooth 
operation cannot be excelled. 

The Permanent Leaf Editions represent the 
best in binding, paper and rulings. Bound in 
black grain, seal leather, reinforced with linen 
strips, printed on linen ledger paper. 


LOOSE LEAF 


Price Book E 2, 1014x10% inches. 
Multiple Index, 630 Pages......... $15.00 


Price Book 1, 10x10 inches. Flexible 
Leather Cover, 500 Pages, A-Z Index 12.50 
Price Book K, 414x7 inches. Flexible 
Leather Cover. Pocket Size, A-Z In- 
dex. Record parallel to hinge...... 2.00 
Price Book L, 414x7 inches. Very com- 
pact. Convenient as pocket price book 2.00 
Price Book M, 6x81'%4 inches. For those 


who like a ring price book, but find 
Pe Oe 8 Oe cs ec ecic i FO 


Price Book G, 3x6 inches. For Vest 
Pocket. Headings across two pages’ 1.25 


Price Book H, 3x6 inches. Less de- 
tailed record than Book G. Complete 
on one page 1.25 


PERMANENT LEAF EDITIONS 
Price Book A, 4x7 inches. Goes into 


considerable detail. Arranged in ac- 
cordance with views of many experi- 
enced hardware men...........++->. 


Price Book B, 4x7 inches. Less de- 


tailed than A. Provides for clear and 
concise record of prices............ 


Price Book D, 514x8 inches. For desk ° 


or store use and salesmen on the road 
Price Book E, 7x10 inches. Multiple 
Index, 350 pages, each page large 
enough for complete detailed record. 
Price Book F, 814x111 igches. Mul- 
tiple Index, 500 pages. Largest and 
most complete of our permanent leaf 


WI as ions ek ad Ree pe ee Ke” Te 


HARDWARE AGE BOOK DEPT. 
239 WEST 39th STREET, NEW YORK CITY 


= 
= 
iz 


: 


- 

















November 12, 1914 ! HARDWARE AGE 


THIS IS THE ONE 
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The chopper 

that will satisfy 

your customers. 

Show them that 

it is the chopper 

with the “ EN- 

TERPRISE’’ 

KNIFE and 

PLATE that . 
Ab 





really CUTS 
meat and food 
and doesn’t tear, 
mangle or 
squeeze — sav- 
ing all the rich 
juices and nutri- 
ment. 


“ ENTERPRISE ” 


Meat - and - Food Chopper 


cuts with the true slicing cut, because 


of the PERFOR-} fini titre 
‘hak sas Eee we ||| ESSENTIAL 
the four-bladed | opt 


keen - edged STEE L fine. a Ss 
KNIFE which re- -~ 2 The one essential thing in a 


volves against it. Easy Sm saa. eed I liniesa: te. lab Bicking Quadiiles 
to run, quickly and [RY .2 Always remember that, and do 


eenily chemneG. me not allow useless ‘advantages’ 
‘“ ENTERPRISE to blind your customer to this 


mar pline ~ and most important thing. 
ress 


Every hog raiser who P ‘ 9 
slaughters his hogs is a pos- 
its"civay sate’ | | The Model Quality Range 
show him this ‘‘Enterprise’ | 
es Stuffer .and Lard 
“Made Sek tk ona Gent ; : 
“iron cylinder “is bored combines unexcelled baking 
ane walomees eas th 
Bagge qualities with every range con- 
sing, Can be inst ently venience known to the trade. 
conver nto a 
iner) ba: g 
Peis: coe ner) as as The hot-blast fire-box, correct 
4 siz J “a, ° 
6h proportion, and general good 


Family size $1.75 
Large ‘* 2.50 














Made in nine sizes and workmanship combine to make 


styles—2 to 8 quarts 


used as a fruit press, The Model “Quality” Range the 


ae. t 

‘ Extensive advertising ite one range for you. 
sales for you on ‘‘Enterprise’’ 

goods. De people ee that ° 

the’ ‘name “ENTERPRISE” May we submit proof? 


stands as a guarantee 
quality and satisfaction. 


writ taloree of : & Pree % Quality Stove & 
Th E ' : Mis. C line. f p ~ | J) 4 Range Co. 
ear eert Abietdenk eos BELLEVILLE, ILLINOIS 
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The cream of the 
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cream separator 
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THE DE LAVAL SEPARATOR CO 
165 Broadway 29 E. Madison Street 101 Drumm Street 1016 Western uae ae 
NEW YORK CHICAGO SAN FRANCISCO mEAT TES. ae a by, 
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Manufacturers Must Furnish 
Their Inspectors With 


tools that are accurate and absolutely 
reliable. Too much depends on the 
timely correction of errors in a manu- 
facturer's product to take chances with 
inferior tools. 














Wise factory executives anxious to pro- 
tect the reputation of their goods specify 


| Brown & Sharpe 
sm Precision Tools 


for use on their inspectors’ benches. 








A large variety of tools are necessary to 
completely fit out these men for their work. 
Manufacturers are always willing to pur- 
chase equipment that will increase the 
efhciency of their inspectors. Here's a 
chance for the alert dealer. It will pay you 
to keep in touch with factory needs and 
»». Carry a supply of our: tools to meet them. 


| Remember—We Prottct the Dealer 


BROWN & SHARPE. MFG. COMPANY 


, PROVIDENCE, RHODE ISLAND 
—nwHintiiv inintiIiiMiiiunninnitiniiiAMNNNNNNN 
i Pita biti} thidai i rhtibiliali ii iii i bibitil bbb iii THTTTTUT ITER Taeaee 
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PLAIN FACTS— 
for Men Who Want to Succeed 


Someone is manager of every big business in America. In every store, 
every wholesale house, every manufacturing establishment, there is a. 
man at the head of the organization. 





A few years ago these men were not managers, presidents or directors. 
They were men in the ranks—clerks, salesrnen, workmen. And they all 
rose by the’same method.they prepared themselves for bigger positions 
and were ready when opportunities came. 


Ten—twenty—thirty years from now, other men will be at the head of 
these big firms. The leaders then will be the men who are filling minor 
positions today but are preparing for something better. 


In each generation a few men prepare, while many thousands are con- 
tent to drift along in the same positions year after year until Old Age 
overtakes them—no nearer success than when théy started. 


Preparation for success means study, hard work, self denial, persistence, 
4 patience. That is why so few men prepare. : 


How about yourself? 


Have you got the ambition, the nerve, the will to succeed? 
Are you going to be ready when your opportunity comes? 


The following books and cards were especially pre- 
pared for the Hardware Trade by men who have made 
successful merchandising their life work. 


H are Ag Boo Hardware Store Business Methods 
— 39 ‘ S k Dept. . 227 pp. 5% x 8 Ins. Cloth, $1.00 
x" bet Hardware Merchants’ Card Index Record 
New York Complete in Mahogany or Oak Box, $6.00 
i 


197 pp. 7x 10 Ins. 121 Figs. Cloth, $2.00 
One Hundred astwrave Windo 
Send the books checked to : 8 pp. 6 x 9 Ins. 100 Plates. Cloth, $1.50 
The Knight of ac sacs 
79 pp. 5% x 7% Ins. Cloth, $0.60 
Ladd’s Discount Book No. 2 


406 pp. 8 x 11 Ins. Cloth, $4.00 


Manson’s Delivery Record 
200 pp. 7x 12 Ins. Canvas, $1.00 


Paris’ Hardware oo for the Retailer 
pp. 7x 10 Ins. 300 Figs. Cloth, $2.50 


Please write or print plainly. Soule’s Martwere, Window Advertisin ng 
pp. 7x 10 Ins. 273 Figs. Cloth, noe 


Hardware a Seon phot Permanent and Loose Le 
Edition Vest Pocket to Office Size. $1.25 to “¢15 00 


Brass Keene Price Card. Bach, $0.15 to $0.35 





Hardware Age Book Department 
239 West 39th Street, New York 
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Show those critical women customers of 
yours what the Voss Platform Washer looks 
like. Invite them into your store and make 


= : cd 
QO | them see the conveniences and exclusive fea- 
Disp lay : he If} tures this Washer offers. They will. be quick 
your window 


to see and appreciate what it will do. 


By our system the washing travels 
straight from one end of the machine to the 
other and the wringer goes with it, or from 
wash tub to clothes basket without a lost 
motion or an extra step. 


| C Please remember that every machine is 

Mi guaranteed against defective workmanship 

Voss Bros. fg. O. and material. If you want prices and infor- 
Davenport, lowa mation ask for it—but do it to-day. 
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Freezers [hat People Read About 


“Alaska” advertising tells over ten million women every year thru 
their favorite publications what the most improved features in freezer 
construction mean to them. The women right around you are among 
the number. They'll wonder if you can supply them. 





ATT 


tne Hit} ridil 
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Now then. By furnishing you with window displays, counter cards, 
circulars, car cards, electros and movie slides we give you real “dealer 
co-operation.” You can show them where to buy Alaska Freezers—the 
kind with the Aerating Spoon Dasher that make the most delicious, light 
and fluffy cream in three minutes, and that too, with the least labor. 


Write us for prices and extra discounts on early orders. 
We sell the dealer direct. You get all the profit from factory to 


| 





kitchen. 
| THE ALASKA FREEZER COMPANY | 
WINCHENDON cee 
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Waar BUI. 
T is“the asme backs” that beild.up almost BUSIN. 


every legitimate business. Surely no paint 
business could continue if it were not for the’ _ IG 
customers who .buy again and again—the © B G EP 
customers you can count on. The more of : 
these you can cultivate and convert the bigger A IN. dD 
your business will be—and the faster it will 


grow. It pays and pays big to handle- paints B IGS G E. 


so good that the first sale is but the beginning 
of a lifetime habit of buying. You will sell that kind if 
you handle 


MONARCH PAINT 


100% PURE 


“The kind that brings ’em back’’ 


Friendship is the greatest asset 
in business—not alone the friend- 
ship for yourself, but the 
deep seated regard 
for your goods. 


Let us tell you how we help 


make a “come-back” of every cus- 
tomer. Drop us a postal to-day. 


MARTIN-SENOUR Co. 


CHICAGO, BONTSRAE on Ir and WINNIPEG 
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How Do You Advertise? 


Is advertising one of your Problems? Are you advertising? 
And if you are paying for space—are you getting the results 
that you should? 


We have a book that will help you to properly advertise 
the goods you have to offer. It’s written by a man who has 
had wide experience in retail advertising and who knows 
just what to say and how to say it. 


How to Advertise a Retail Store 


By A. E. EDGAR 


is a complete and comprehensive Manual that will give you 
more ideas in five minutes on retail hardware advertising 
than any one man could think of in five years. Its 500 pages 
are crammed full of valuable advertising ideas and it’s worth 
every cent of the $3.50 we ask for it. 

Sent postpaid on receipt of price. 


| HARDWARE AGE BOOK DEPARTMENT 
231-241 WEST 39th STEET NEW YORK CITY 


Se TIMI MMMMM MMMM MMU 
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HELLER’S PIVOT DOOR CABINETS 




















SEND FOR CATALOG No. 24 _ THE SHELVING WITH BRAINS 


W. C. HELLER & CO., MONTPELIER, OHIO 
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Y our Business is Our Business 


It’s your business to satisfy your customers to the 
fullest degree. It’s our business to help you. 
That’s the reason we sell all “Detroit” products on 
a “guaranteed good or no cost” basis. Our cus- 
tomers and your customers must be satisfied. And 
they ‘are, for 





“Detroit” 


| Twist Drills 


and other Small Tools stand up It may be that some work re- 
under the hardest kind of work quires specially tempered tools— 


and have proved by 28 years of hut whatever the drilling prob- 


satisfactory use that there is not ; he “Detroit” Tool 
an application in the drilling field “™ MAY DS, *ietron fools can 


that they can not successfully fill. aid in solving it. 


Over 4000 different kinds of small tools carried in stock for imme- 
diate delivery; others on special order. 











NLU TAVATA ARTETA 


Write today and learn all the advantages a line 
of “Detrcit” products will bring you—learn their 
work value for your customers and their selling 
value for yourself. Ask for Catalog “T.’ 


DETROIT TWIST DRILL COMPANY 


633 Market St., Philadelphia 9 So. Broad St., Atlanta, Ga. 518 Camp 8t., New Orleans, La. 
30 Church St., New York 86 Marietta St., Atlanta, Ga. 414 First St., Pittsburg 


Detroit 718-730 Fort Street Michigan 
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BACK OF TONGUE 


BACK OF BODY 


— $tmidTosls 


CARPENTERS’ STEEL SQUARES 
A NEW STANLEY LINE 











Stanley Steel Squares are made with the same careful attention to 
detail and the same high quality of material and workmanship as 


distinguishes all STANLEY TOOLS. 


Every Square is weldless, or—in other words, made from one piece 
of steel, and all four edges are machined. Particular attention is 
called to the finish of all numbers and the depth and accuracy of the 
graduations. 


Special care has been given to the simplifying of all tables used, so 
that the workman can get the measurements he desires with ease and 
rapidity. 


They can be furnished in a number of different styles and the 
variety of finishes offered include Royal Copper, Blued, Nickel Plated, 
Galvanized and Polished. All Royal Copper and Blued finished 


Squares have white enamel figures and graduations. 


Each Square is packed in an anti-rust wrapper and this stamp 
STANLEY appears on the face of all numbers. 


CONN 
NSF 


Send for special circular containing complete description. 








STANLEY Rute & Lever Co. ih 
New Britain. Conn. U.S.A. GUARANTEED 
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Only A Model, But 
A Mighty Effective 


Display 





Ready For Window or Counter 


There you see a full sized working reproduction 
of the No. 77 Storm Proof Hanger which, by the 
way, has just been improved with a shortened drop 
strap and oil holes for the bearings. 


It is fitted with a section of the Storm-Proof Rail, a ““Wash- 
burne” Latch and a No. 2 Handle Hinge Hasp. Note the new 
rail with its 114 inches of added overhanging cover. 


Would this natural looking model-of the “No. 77” add to 
the attractiveness of your window or counter? If you feel 
that it would, write us at once. 


NATIONAL MANUFACTURING CO. 


STERLING, ILLINOIS 
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HOME-CURED POINTERS ON ROASTERS 
AND CARVERS 


Thanksgiving Spirit in a Window Display Helps Sales 
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A Thanksgiving window display of carvers made by Hazard, Gould & Co., San Diego, Cal. 


URKEY day is almost here. - Our college 
ar warriors are spending strenuous moments 
upon the gridiron in preparation for the 
big game. Ministers are rehearsing Thanksgiving 
sermons. In the kitchens various mysteries are 
being prepared—the enticing scent lures small boys 
from their play to hang about the doorways casting 
longing glances at the good things being taken from 
the ovens. 

We will soon be assembled in our favorite 
churches to give thanks; our ears will be open to the 
minister, but our minds will be occupied with 
thoughts of turkey and oyster dressing. 

More turkey blood will stain the executioner’s 
chopping block and gum more axe edges than at 
any time unless it is Christmas. In the small town 
there is scarcely a spot out of hearing of the yelps 
of the turkeys which have been cooped and fed for 
the occasion. 

This Is the Open Season for Roasters 

This wholesale slaughter of the birds means busi- 
ness. Thanksgiving marks the opening of the 
roaster and carver season. The hardware salesman 
who is not putting his suggestive powers to work 
on roaster sales right now is overlooking the oppor- 
tunity of his life. 


There are many more talking points about 
roasters than simply telling that they will baste 
and cook. You want to get some first hand experi- 
ence to be able to draw a word picture which will 
appeal to a housekeeper. You want to know just 
what it means to stand over a hot stove for a long 
time, frequently examining a roast or a bird, pulling 
it out every now and then to baste or turn, burning 
a few fingers meanwhile. You want to try all this 
in a kitchen where the thermometer goes above the 
eighties. Then you know how to tell your prospect 
just what she can save by having a roaster which 
will do the whole thing automatically. 

You want to know the difference between a dried. 
out piece of meat, with all the savor and flavor gone, 
and one where every drop of juice and every bit of 
taste has been retained. When you get these points 
you can make your roaster sales-talk so full of 
interesting points that the housewife will buy. 


A Kitchen Carved Turkey Is the Fault of Some 
Salesman 


The roaster business is by no means all that 
awaits the live dealer at this time of the year. 
There are pie and cake tins without number which 
the housewife finds she needs before the pumpkin 
pie or the other delicacies reach the table. 
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There will be thousands of turkeys carved in the 
kitchen this year because some hardware salesman 
has not had a heart-to-heart talk with the man to 
whom falls the task of helping the plates. 

Just think how embarrassing it is to hack away 
at a perfectly baked turkey with the same carver 
that has done service as an ice pick, can opener, 
pot scraper and butcher knife for the past year or 
so. Remind your customers of these things. 

The man who does the carving can readily grasp 
your comparison when you picture the fine thin 
slices which almost seem to fall away from the 
breast of a turkey when a really good knife is 
used, and the lumpy haggled slices that are asso- 
ciated with a dull knife. 

You can forget the stag handle, sterling silver 
ferrule, and talk steel when you get such a man. 
You can remind him of the times when the gravy 
has splattered all over an immaculate cloth, and 
perhaps bits of choice oyster dressing have found 
their way into the lap of the guest of honor all 
because the host pulled the turkey apart instead 
of slicing it. 


Windows Work Wonders 


The shoppers who pass your place with thoughts 
of winter gowns will pause if you put the right sort 
of Thanksgiving suggestions before them. There’s 
- more to window dressing for Thanksgiving than 
merely laying in a few roasters and carving sets. 
It is your timely opportunity for a few legitimate 
fancy touches. A great bronze gobbler, a well 
_ arranged supply of pumpkins, or a gigantic bowl 

of nuts may appeal to you. No matter what the 
unusual feature of your window display is put the 
Thanksgiving spirit into it. Before you start trim- 


Handy Rack for Storing and Cut- 
ting Rubber Packing 


di HE accompanying illustration shows a con- 
venient method of handling rubber packing 
which has been adopted by the Chas. Leonard Hard- 
ware Company, Petersburg, Va. 

A rack made of iron pipe is built on top of an 
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Handy rack for storing and cutting rubber packing 


ordinary counter and the cross bars are so arranged 
that they can be readily removed and a roll of 
packing placed on them. The uprights are fastened 
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ming it just sit down and conjure up some thoughts 
of the day. Get your mind’s eye focused on the 
table which will greet you. Think about the good 
things which you and your friends will enjoy, and 
then put that spirit into your windows in such a 
manner that the one who thinks of Thanksgiving 
dinner will want to have the best of everything 
with which to serve that dinner. Windows will 
work selling wonders if they reflect and inject the 
spirit of the occasion. 

And, by the way, you need not confine your efforts 
entirely to the housefurnishing line. Just think of 
the poor misguided humans who spend that entire 
day walking over endless miles of country in search 
of the elusive quail or the particular game which 
frequents their section of the country. Thanks- 
giving day officially opens the skating season in 
many states. We can fancy right now that you 
are going to have a sporting goods window that 
will remind all these devotees that your place is 
headquarters for the things that go with such an 
outing. And make that window’ throw out the 
Thanksgiving spirit. 

Simplicity is the keynote of the accompanying 
window display of carving sets and manicure sets, 
which was put in by N. J. Beck for Hazard, Gould & 
Co., San Diego, Cal. The background of the win- 
dow is made to represent the wall of a room, with 
two windows at the back and a doorway at the 
side. Tapestries and hangings are used to carry 
out the effect. 

The carving sets are displayed on two special 
display stands and on the floor. 

On a stand in the center of the window is an 
initial monogram, “H. G.,” standing for the firm 
name, Hazard, Gould & Co. 


to the counter by means of floor flanges. The fit- 
tings at the top consist of ordinary elbows at the 
ends and tees for the intermediate uprights. On 
the end uprights the fittings for the cross arms 
are regular tees with the upper part of the hori- 
zontal section sawed off. Four way fittings on the 
two intermediate posts are similarly treated so 
that the cross arms can be readily lifted out, and 
when in place form rollers on which the packing 
is kept. 

When an order for packing is received the order 
clerk merely has to unroll the desired length, with- 
out removing it from the rack, and cut it off. In 
this way the stock is kept clean, and useless. handling 
is eliminated. The bins underneath the counter 
are used for ordinary storage purposes. 


‘Made in Philadelphia’’ 


| gerrege ty prominent in trade matters pertaining 

to Philadelphia are urging an exposition of 
Philadelphia manufactures through which to stimu- 
late commercial activities and interest the public at 
large in the volume and diversity of Philadelphia’s 
industries. 

This movement has been emphasized by displays 
in shop windows of “Made In Philadelphia” pla- 
cards. 

Ranging from battleships and locomotives, street 
cars and metals, it is shown that Philadelphia makes 
almost everything, through a range of general hard- 
ware, textiles, jewelry, furniture, hats, automo- 
biles, dental and optical supplies, clothing, neck- 
wear, umbrellas, chemicals, and practically every- 
thing handled direct through the trade. 








THE WAY TO TRAIN AND HOLD GOOD 
CLERKS 


By FRANK MAPPES 


ARDLY a day passes that I am not asked, 
either personally or by letter, ““Do you know 
a good man you can recommend?” To 

nearly every one 
my reply is 
“Why don’t you 
train your own 
men?” That 
some folks seem 
to imagine that 
good men grow 
on trees is ob- 
vious, because so 
few are willing 
to. expend the 
energy of de- 
veloping them, 
and expect to 
have their wants 
supplied ready 
made. 

Go into almost 
any store, any- 
where, and the 
lack of young 
fellows between 
the ages of 15 and 20 is at once apparent. Doesn’t 
that condition eventually restrict the number of 
trained men? Haven’t certain labor unions proved 
by their restriction of the number of apprentices 
the way to keep the supply at low-water mark? Do 
we compare as a class of employes in dignity with 
the mechanic who by virtue of his labor organiza- 
tions and affiliations has been able to place himself 
on a plane not to be thought of by the employes of 
a hardware store? The first step toward the ideal 
would be to remove the many indignities of the 
service so many have to put up with. By indig- 
nities I do not mean anything deliberately done to 
humiliate, but things done unconsciously in narrow- 
minded and ungenerous rulings affecting the rights 
of the employed. 

In this article I do not wish to “point with pride” 
or “view with alarm,” but to bring to the notice of 
the employer some of the abuses he unintentionally 
practices. In many instances he never gives a 
thought to the rights of his employes to plan ahead 
as to the disposition of an approaching holiday, but 
leaves them to the ravages of uncertainties, some- 
times thereby causing the entrance of family dis- 
cord because of disappointing or breaking a 
promise. 

Thoughtfully announcing in ample time the inten- 
tion of the firm as to the observance of a holiday 
would prevent many disappointments and heart- 
aches; Why should a man who is employed in a 
store have so few rights that his employer observes? 
Are we not all built in the same mould, and aren’t 
our aims and ambitions just like those of the 
mechanic, who knows through the prescribed rules 
and by-laws of his labor organization just exactly 
where he stands? Are we going to invite the 
desirable element to our stores to serve apprentice- 
ships when their play fellows can enter a service, 
mechanical or professional, that is not at the mercy 
of some small tyrant? 

When we wake up to the fact that in this pro- 
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gressive age it is essential to practice the golden 
rule in reality as well as in the school copy-book we 
are going to induce the right kind of material to 
enter our services. 7 

Dignify the service by placing it on the level of 
the mechanic in wages at least if not in hours of 
employment and you will invite the boy of the 
caliber that makes “good men” possible. No more 
honorable employment is to be found in any walk of 
life than in a hardware store, yet have we made it 
attractive to the young man just leaving school or 
college? : 

What is needed to insure service that both 
elevates and satisfies, is a broadening out in all 
directions, that is, better pay, better hours, better 
conditions, more pleasant surroundings, better 
understandings between employer and employe. 
This is not a Utopian dream, but it is what other 
businesses have found profitable. 

Some years ago a large department store thought 
it advisable to build an immense building about two 
blocks from one of the best shopping streets in a 
Middle West city, because the property was con- 
siderably cheaper than that which they were then 
occupying. The result was that while the move 
would eventually prove a good one from a financial 
standpoint, they were not getting the trade they 
formerly enjoyed, because people would not walk 
the two extra blocks to their store. Soon they were 
facing a crisis that meant financial ruin, and unless 
the means to divert trade to their doors was dis- 
covered it would be only a short time before they 
closed their doors. 

A business doctor was at last called in, and after 
a comprehensive research he reported that their case 
was hopeless and unless they resorted to heroic 
measures failure was inevitable. He told them in 
plain words that they had no reason to expect people 
to come to their store on a back street when they 
could get the same goods at the same price and as 
good service elsewhere and more convenient to the 
street cars, etc. “But,” said he, “if you were to do 
things differently, do things that would cause a stir 
in the business world and that would create an in- 
terest in your store and its methods, you may be 
able to ‘survive.’ You advertise along the same 
lines, run your store in the same way, open and close 
the same hours as your competitors, and in fact are 
one of the procession, so my advice is ‘Lead, let the 
others follow.’ ” 

They took the advice literally and adopted a policy 
that astounded the business world. In a full-page 
advertisement they announced the future policy of 
the firm, that of daily opening the store at 8 
o’clock and the closing at 5.30, except Saturdays, 
when 12 noon was to be the hour for closing every 
week in the year, including the holiday season, and 
this they broadly asserted was for the “benefit of 
our employes.” Hundreds of applicants flooded the 
mails for positions. It was talked about in clubs 
and cafes, street cars and street corners. The result 
can be imagined when we bear in mind the effect 
of an announcement of just a few months ago, when 
a well-known automobile manufacturer startled the 
world. 

The department store not only saved its own life, 
but actually diverted the center of the shopping 
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district to its very doors in a few years, and while 
20 years ago you could have bought the stock way 
below par, today it is not to be purchased at $300 
or $400 premium. 

Strict discipline is essential, and if we expect the 
absolute loyalty of our employes we must not expect 
punctuality on their part alone, but if 7.30 a. m. is 
the time to report for work and 6 p. m. the time for 
closing, we must in justice to them expect them to 
assert their right to quit at that hour. Why should 
we expect them to give us an extra measure of the 
only commodity they have to sell (their service) ? 

When we meet these conditions squarely and re- 
move many of the impositions from the employes of 
the hardware store, then, and only then, will we add 
dignity to the service and put it on the plane it 
ought to occupy in the world’s work and make it 
attractive to young men as a career. 

“Why can’t we get good men?” This I will 
answer by quoting the old saying, “Like master— 
like man.” The other day I received a letter from 
a young man whom I got acquainted with while 
systematizing a large store where he was employed 
in a responsible position. He said among other 
things that “‘no doubt you will be surprised to hear 
that I have left the hardware store, but when I tell 
you the reason you will realize I had no other course 
open. It is their rule to open for business at 7.30 
a. m. and close at 6 p. m., but our department was 
so far behind in its work that for eighteen months 
there were not more than a dozen nights except Sun- 
days that I didn’t go back and work till 9 or 9.30 
and sometimes till midnight. Yet the other day 
Mr. M——, the manager of our department called 
me into his office and called me down for not report- 
ing regularly at 7.30 a.m. I always got there before 
8 o’clock, so what was I to do?” 

Now I know personally that this young man was 
regarded very highly by the head of the house, 
whom I am proud to number among my best friends 
and whose confidence I enjoy. Yet the lack of firm 
discipline caused a good man to leave a desirable 
position. I have been firmly convinced that no man 
can render conscientious service at top speed any 
length of time unless he takes time for recreation, 
and I have no doubts but that the young man in 
question went stale and did not get the results 
expected of him. In this case I blame the manager 
of the department for allowing conditions to get 
into the channel they did, and if I were in his place 
I would insist that everyone, no matter what his 
position might be, report at 7.30 a. m., but I would 
be just as insistent that everyone leave his post on 
the stroke of six. I would expect every one to come 
in stripped for action and would have patience only 
with the live ones. The others would be told that 
their room was more desirable than their company. 

More real results can be obtained in the long run 
when you have your force keyed up fresh every 
morning, and you wouldn’t have to hear the excuse 
for lying down in harness because “we worked late 
last night.” 

Very stringent rules for the guidance of every 
one, defining exactly the policy of the store in the 
most concise manner, would go far toward establish- 
ing an understanding between the firm and its em- 
ployes, and would relieve the uncertainty that does 
so much to demoralize the service. 

The reading of trade journals is still an almost 
unknown quantity as far as the clerks are con- 
cerned, and right here I want to make an assertion 
that not 10 per cent. of the employes of a hardware 
store ever even see a trade journal. 

The best possible investment a firm could make 
would be to subscribe for a trade paper for every 
one of the clerks and office force, and have it sent 
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to the home addresses. I’ll bet 90 per cent. of them 
would not want to be without their journals, and 
after the first yearly subscription expired it would 
require no effort on the boss’s part to cause 
renewals. 

The section devoted to new goods alone is worth 
the price of the subscription, and more real in- 
formation can be absorbed by perusal of these pages 
than in any other way. While in a general way 
I am opposed to getting the boys to come back to 
the store after hours, I would make an exception in 
one case, and have a fortnightly gathering of the 
entire working force to talk, air the views and dis- 
cuss questions of better service, explain new goods; 
this by the heads of the departments, and when pos- 
sible by the traveling salesmen representing the 
makers, and often by the “big boss” himself; but 
these gatherings should be as informal as possible, 
and every one should feel that he had a right to a 
voice, even the errand boy, who, because of some 
one’s carelessness was given considerable trouble in 
finding the right person on account of a wrong 
address. 

Some years ago I heard a famous lecturer give a 
talk entitled “Conscript and Volunteer.” This so 
impressed me at the time that its points were never 
entirely out of my mind when handling young men. 
To this alone I attribute my success with them, be 
it in managing a ball team or a store force. Absolute 
justice in every act; never expect anything you 
would not do yourself and request instead of order. 
These simple rules will go far to smooth the rough 
places we are bound to encounter in any business. 
No house can succeed without dividing its responsi- 
bilities. Give every employe his individual, well- 
defined responsibilities, and hold him strictly 
accountable and you will see improvement in every 
department. 

Recently I walked into a large store where I 
noted dust and dirt in great quantities. Asking 
the crowd of four or five men standing near the 
front discussing whether the house was going to 
close or not on the approaching holiday, I asked, 
“Whose duty is it to dust?” The answer was 
“everybody’s.” That’s the trouble in a nut shell. 
“Everybody,” which might just as well have been 
“nobody,” because everybody’s job is nobody’s job. 
But, “my job is my own.” Now if that store had 
had some positive line of demarcation, where some 
une’s duty commenced and another’s ceased, some 
one would have removed that dust instead of every 
one waiting for the other fellow to take the 
initiative. 

A sort of civil service which holds a promise of 
forging ahead is a factor in the store that must not 
be overlooked. No man who has reached the dignity 
of a full-fledged hardware man should be asked to 
do anything not positively in his line of duty that 
is in any way distasteful to him. Duties of this 
kind should be exacted from some one lower down 
the line. This, however, must be done with all the 
diplomacy at your command in order not to offend 
the other. Nothing cripples the service so much as 
the unceremonious observance of the “lunch hour.” 
Strict observance of the rule of going to lunch at 
the prescribed time will go far to relieve the 
situation. 

Make it a rule that no matter how you are em- 
ployed when the luncheon time comes, “go,” and get 
back in time to allow some one else to go. Some 
clerks seem to think that if they work beyond the 
hour set for them they are proving their zeal for 
their interest of the house, yet nothing demoralizes 
the service more than having several of this kind 
of marplots over-lapping their hour with that of 
another, thereby leaving insufficient numbers for the 
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hours that are usually brisk because the employes 
of other houses do their shopping at this time. 

Some houses allow several of their clerks or sales- 
men the privilege of going out and soliciting patron- 
age for some particular line for which they are 
particularly fitted and interested in, and the result 
is very often disastrous to the selling service in the 
house, because it sometimes happens that several 
clerks arrange to make their calls at the same 
time. 

This is a mistake that should not be tolerated. If 
it is advisable to call on trade it should be dele- 
gated to one only, and if possible all of his time 
should be devoted to this branch. This would enable 
a strict record of results obtained being kept, and 


Coming Hardware Conventions 


OKLAHOMA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Oklahoma City, December 8, 
9, 10, 1914.. W. B. Porch, secretary, Mustang. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 13, 14, 15, 1915. L. 
D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS- 
SOCIATION will hold their annual convention in St. 
Louis, January 19, 20, 21, 22, 1915. F. X. Becherer, 
secretary, 5136 North Broadway, St. Louis. 

PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan- 
uary 26, 27, 28, 29, 1915. Headquarters, Imperial 
Hotel. H. J. Altnow, secretary, Milwaukee. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 1915. 
M. L. Corey, secretary, Argos. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, February 9, 10, 11, 12, 1915. 
Nathan Roberts, secretary, Lincoln. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. A. 
J. Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, Newark, N. J., February 9, 10, 
11, 12, 1915. Headquarters, Washington Hotel, 
Newark. New York City Headquarters, Hotel Mc- 
Alpin. W. P. Lewis, Secretary, Huntingdon, Pa. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Syracuse, February 16, 17, 18, 19, 
1915. Headquarters, Yates Hotel. John B. Foley, 
secretary, Kirk Building, Syracuse. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, February 17, 18, 19, 1915. N. C. 
Barnes, secretary, Grand Forks, N. Dak. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23, 24, 
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would soon establish the fact of profits, if any. 
One of the greatest factors in modern business is 
“MEN,” and yet to the selection of the material to 
make “MEN” very little thought is given. A boy is 
hired because he is willing to work for the amount 
we are willing to pay him, without any thought of 
his tastes and fitness for the business. When hiring 
a boy I exercise the same care that I would in buy- 
ing an automobile or horse, yet I do not lose sight 
of the fact that both the automobile and horse are 
at the time at the highest point of efficiency and will 
rapidly deteriorate, while the boy is at the lowest 
point and can be made into a most efficient possi- 
bility with the proper training, if he is made of the 
right material. 


1915. Geo. A. Fiel, secretary, 176 Federal street, 
Boston. 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone, 
secretary, Sturgis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. O. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, secretary, Pierre, S. Dak. 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Petersburg, May 11, 12, 13, 1915. G. 
E. Noblit, secretary, Tarpon Springs. 


To Aid South American Trade 


AMERICAN CONSULAR SERVICE, 


BARRANQUILLA, COLOMBIA. 
HARDWARE AGE: 

Gentlemen:—In reference to your favor of Sep- 
tember 2, I want to suggest that the opportunity for 
fhe sale of American-made machetes, axes, hoes, 
tools, cutlery, table cutlery and ware, and kitchen 
ware is rather especial at this particular time, and 
if American manufacturers of these will get their 
travelers in the field, prepared to extend reasonable 
credits where satisfied that the buyers are reliable, 
they can establish a really good business which has 
been largely European heretofore. I do not believe 
much will be accomplished in increasing our trade 
if we do not try to offer some facilities to Colombian 
importers which they have previously had from 
Europe, but which are now denied them. With this 
granting reasonable credits, helping the Colombian 
importer establish these new lines, will surely bring 
results. 

I am, gentlemen, your obedient servant, : 

Isaac A. MANNING, 
American Consul. 


THE ALUMINUM SALEs & Mrc. CoMPANY, 28 Warren 
street, New York City, announces that owing to the in- 
crease in its business, it has been compelled to move its 
office and warerooms from the above location to 483-485 
Broadway, New York City. This removal took effect on 
October 26, and the company announces that it will be 
enabled to carry a large and complete stock of alumi- 
num cooking utensils and small wares, and, due to its 
increased facilities, will be in a position to make prompt 
delivery on its entire line. 


“As men’s heads swell,” says a philosopher, “their 
brains shrink.” But isn’t it the other way—when their 
brains shrink their heads swell?—Toledo Blade. 
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Mr. Taylor is mounted on the camel at the left. Mr. Wilner is on the other camel 


EORGE F. TAYLOR, New York manager of 
(, the Corbin Cabinet Lock Company, New 
Britain, Conn., who recently returned to the 
United States from Europe via Genoa, because of 
the war on the continent, left New York April 18 
last on a business trip through Europe and into 
Northern Africa. His object, which is becoming 
more common with the representatives of American 

















The Russian padlock is at the left with its key; the 
standard 2 inch padlock at the right seems very 
small in comparison 


manufacturers, was primarily to investigate condi- 
tions, establish new connections, make trade ac- 
quaintances and intelligently inform himself as to 
the possibilities in the numerous and diverse mar- 
kets visited, as to what foreign buyers have been 
using or can use, made at the Corbin factories. 

His itinerary led him to Great Britain, across the 
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North Sea to Holland, Germany and Denmark, 
thence to Norway, Sweden, Finland, Russia, Rou- 
mania, Turkey, Greece, Egypt and back to Italy, 
and finally into Switzerland. 

While in Moscow, Russia, Mr. Taylor saw in a 
hardware establishment a huge padlock, which after 
repeated attempts he finally purchased and brought 
home as a souvenir of padlock construction in that 
far-off country. 

This padlock was made to commemorate the lapse 
of a century, following the Napoleonic wars of Rus- 
sia and France in 1812, according to the legend in 
Russian characters on the face of the lock. 

The lock measures 934 x 64% x 2% inches outer 
dimensions, and weighs 1914 pounds without the 
two keys, both of which weigh 6 ounces apiece. 

The keys are 5 inches long overall, and the barrel 
is 18/16 of an inch outside diameter. 

The lock is finely made, having seven good brass 
tumblers, and the mechanism requires two throws 
to lock or unlock the shackle, all the parts working 
easily. The removed brass key hole escutcheon 
shows more effectively the front of the lock. 

For purposes of comparison a standard 2-inch 
bronze padlock N-366, of the Corbin Cabinet Lock 
Company’s production, is shown alongside. The 
Corbin lock is 2% x 2% x % inches, and weighs 
half a pound. 

While this big lock was perhaps not intended for 
actual use, the Russians do have padlocks almost 
as large, except in thickness. The average moujik, 
or Russian peasant, seems to think the security af- 
forded by a padlock depends on its size, although it 
may be no stronger than the hasp and staple used 
with it. 

While in Egypt Mr. Taylor, with another hard- 
ware man, E. R. Wilner, an American salesman who 
travels through Russia, Roumania and Turkcy, rep- 
resenting a number of American hardware manu- 
facturers, “cameled” to the pyramids from Cairo, 
the capital of Egypt. Cairo is about 130 miles 














November 12, 1914 


south of Alexandria (on the Mediterranean), with 
which it is connected by rail. 

The Great Pyramid, Cheops, shown, is the tomb 
of the Pharaoh Kahufu, an Egyptian king of the 
fourth dynasty, dating from about 4000 B. C., ac- 
cording to some authorities. Its original hight 
was 481 feet, now 451 feet, and the original length 
of sides at the base was 755 feet. 

The Sphinx, also at Gizeh, a local personification 
of the Sun-God, the most ancient known statue, is 
about a quarter of a mile southeast of the Great 
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Pyramid, and believed to be older than Cheops. It 
is an enormous figure hewn from the natural rock. 
The body is 140 feet long, and the head, which is 
about 30 feet from forehead to chin, is 14 feet wide. 

Mr. Taylor arrived in Milan, Italy, August 1, the 
day war began, and immediately left for Switzer- 
land in an endeavor to reach Paris and thence to 
England. Unable to get through because of the 
French mobilization of troops, he returned to Genoa 
and sailed for New York on one of the steamers of 
the Lloyd Italiano. 





WHOLESALER 


W. E. Alter, of the Logan-Gregg Hardware Company, Wins Highest 
Honors In Contest-Conducted by the National Hardware Association 


ufacture a certain line of merchandise. This line 

has always been sold very extensively through the 
jobbing trade. This company built a model factory in 
one of the towns of eastern Pennsylvania. It had 
ample capital to build and maintain the factory as 
well as to stock it to a considerable extent. The men 
at the head of the concern had the very laudable am- 
bition to make the best goods by the most approved and 
economical methods. They also desired to market their 
goods with as little expense as possible, and felt that 
they could greatly reduce the selling expense by elimi- 
nating all jobbers in the marketing of their goods. They 
very naturally felt that the jobber would require a 
certain toll for his own profit, which they figured would 
either raise the price to the consumer or reduce the 
profit to themselves, the producers. They could not see 
how the middleman, who neither made the goods nor 
used them, had a right to exist on the products of 
others. 

Just about the time this factory was ready to begin 
operations, the manager received a visit from the head 
of a large jobbing concern who wished to negotiate for 
the marketing of the factory’s entire output. On being 
told of the feeling the management had toward the 
jobber, he went into the subject a little, with the result 
that the manager consented to call the directors to re- 
consider the subject. At the directors’ meeting, the 
visitor was invited to state his reasons for considering 
why they, the manufacturers, should allow uninterested 
middlemen to share in their profits. He stated the case 
about as follows: 

“Gentlemen, I represent a concern that makes it a 
business to sell goods. We make no goods whatever. 
We do not know how to make goods, and we do not want 
to know. We devote our whole energies to the sale of 
goods. This we have made a study of and have built 
up a business based on many years of experience. We 
have learned that the concern which devotes its time to 
minimizing the troubles and expense of selling goods 
has no time to cope with the problems incidental to their 
manufacture. We also believe that the factory which 
has succeeded in manufacturing an article successfully 
and economically has solved all the difficulties it should 
be troubled with and should leave the marketing of 
that article to concerns which know how to market it 
better than the maker ever will. We have an army of 
experienced and expert salesmen. These men cover the 
entire country, each man ‘having made a study of his 
own particular territory. Each man, because of his ex- 
perience, knows best how to economize time and money 
and how to put forth his best efforts in that territory. 
These men have a standing in the trade which is of 
value to them and to us. They have knowledge of the 
trade and know when to sell and when not to sell. They 
also have friendships among the trade, both social and 
business. To solicit an order for a new line would in 
many cases be equivalent to securing an order. A few 
weeks after we would take our line we would have it 


GS utacture years ago a company was formed to man- 


represented in every part of the country in which it 
would sell. And we would have it well represented— 
better than you would hope to have it in many years. 
Now, if you give us your line to sell, what will it cost 
you? Not one cent on anything unsold. And it will 
cost only a small percentage of the price on what is 
sold. But what will it cost you to market your own 
goods? Have you thought this out? You will need an 
army of salesmen. Have you thought of how much this 
will cost you in salaries alone? Have you thought of 
the additional sum for expenses? Where is all this 
sum coming from? It has got to come out of the sales 
of your one line alone. Worse than that, the expense 
will be not only on what you sell, but on what you do 
not sell as well. Now, mark this well. As far as trav- 
eling expenses go, it will not cost us one cent to add 
your line to our business. As for travelers’ salaries, 
they will cost us nothing for your line unless sold, 
and then only a trifle as compared with what you 
would have to pay. Our travelers get their share from 
hundreds of lines represented at once, while your line 
would have to be your travelers’ sole means of a liveli- 
hood. 

“But this is only one of the many phases of the ques- 
tion. In every branch of the selling end, the same 
principle of economy is applied. When goods are sold 
they have to be packed up, carted, shipped, charged 
and collected for. All this the jobber relieves the 
manufacturer of, or at least the most of it. As for 
packing, which, next to selling, is probably the largest 
expense, this can be economized on by the factory only 
when selling to the jobber. In selling to the jobber the 
factory sells in full cases, and can always pack its goods 
so that they case economically. In selling to the re- 
tailer this cannot be done. But the jobber can lessen 
the cost of packing materially by packing this line with 
others. For instance, it will cost 25 cents to pack a 
dishpan worth 50 cents. Thus the cost of packing is 
50 per cent. of the total cost. But the jobber could 
pack $50 worth of cutlery, or other valuable material 
with that dishpan, so that the packing cost would not 
be more than one-half of one per cent. The same is true 
of cartage. The jobber can send a wagon load of mis- 
cellaneous hardware, worth $1,000, to the railway sta- 
tion for almost the same cost of a wagon load of stove 
pipe or elbows worth $20. An economy in freight can 
be worked by the jobber for the retailer in the same 
way. 

GAs for charging and collecting, this is a subject of 
such importance that it requires especial attention. If 
you turn your product over to us, you have eliminated 
one of the hardest problems of business. Our concern 
is strong financially; you have only one account, and 
you collect when you produce the goods. Or, if you sell 
only to the good jobbing concerns in the country, you 
will have only a few good paying accounts. In either 
case the entire bookkeeping and collecting labor will 
be so light that it will probably be a pleasure to one of 
your officers. But what will be the result if you sell 
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direct to the many thousands of small dealers with 
whom you will have to keep accounts? It will mean an 
army of clerks, no end of trouble, and an enlargement 
of capital to take care of the deferred payments. 
“But still another point. While your goods are made 
for the consumer alone, it is the middleman who makes 
the immediate market for them. You manufacture a 
large stock of goods. You sell that stock to the job- 
bers all over the country, and you make another stock. 
In the meantime the jobber sells to the retailer and 
buys from you again. .Thus you see that between you 
and the consumer there is a large stock of goods which 


the jobber has paid for before the consumer has fairly’ 


started to use those goods. He thus not only doubles 
the possible market for you, but likewise acts as your 
storehouse, where you, free of cost, and without invest- 
ment, have placed your goods awaiting the demand. 
Gentlemen, please consider this matter carefully. You 
will find that the jobber is not a parasite in business. 
He makes economies possible that would not exist with- 
out him. He can cheapen the final cost of everything 
he can profitably handle. He makes it possible for the 
retailer to be in business with a retailer’s capital. He 
makes it possible for factories to stay in business be- 
cause he actually makes and maintains their markets. 
The factory as a general rule could no more exist with- 
out the jobber, or some agency doing the same work 
under another name, than the jobber could exist with- 
out the retailer, or the retailer without the consumer.” 

Needless to say, the above circumstance, as an ac- 
tual occurrence, is true in part only. But it is wholly 
true in principle. There was such a factory started, 
and it did make just such a selling agreement. The 
factory has been a success from the beginning and the 
stockholders have never worried about anything but 
keeping the factory running smoothly and in order. 
But the argument never took place, simply because 
there was no need. The members of the company were 
experienced business men and had their selling arrange- 
ments made as soon as they decided on the proper sell- 
ing agency. They did not need to be told, like many 
factories, as well as many retailers need to be told, 
that the ultimate costs of all manufactured articles 
handled by jobbers to-day would be much higher if it 
were not for the jobbers’ distribution of them. “The 
proof of the puddin’s in the eatin’.” 

Bicycle manufacturers started out to sell their own 
goods. Bicycles sold from $135 up. The jobbers took 
hold of the business and down came the bicycles to $25. 
And in the season the only factories which made any 
money were those which finally put their goods into 
the hands of the jobbers. Sewing machines are now 
bought at $10. Before jobbers handled them, they cost 
from $50 to $60. Automobile lovers were agreeably 
surprised recently by a drop in the price of tires. That 
was the time some of the tire manufacturers abolished 
their expensive and unprofitable selling agencies and 
sought the aid of the jobbers. All through the line the 
same story As sure as an article tried to stay 
on the market without the jobber it was expensive and 
the price came down as soon as the jobber took it. 

Let us try to imagine a retail hardware dealer start- 
ing up and continuing in the hardware business with- 
out the benefit of the wholesaler. Let us give him the 
benefit of all doubt and suppose him perfectly capa- 
ble of starting the business without any advice. Let 
us suppose he understands the details of the business 
fully, as well as the special conditions which will prevail 
in his particular location. Let us suppose that he has 
ample means to carry on his business properly. 

To properly equip a modern retail hardware store he 
will need at least 3000 different items, irrespective of 
sizes. To buy these from the makers, the prospective 
dealer will find he will have to deal with from 700 to 
800 different factories. This means that he will have 
to visit, or correspond with, or receive representatives 
from, each one of those factories. This is not ex- 
aggeration but is based on records from the books of 
an average sized jobber, and one who claims only a 
local influence. 

A roment’s consideration of this point alone should 
eonvinze one of the absurdity of attempting to equip a 
well-assorted retail store from factory stock without 
the aid of a well-established medium. 
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But let us speculate a little—let us start with his 
show case goods. He should have some “I X L” bar- 
lows. For these he must send to England. Then the 
“Russell” barlow, freight from New England. Then 
probably a cheaper grade, these from Germany. Here 
he may attempt a saving by buying several lines of 
cheap cutlery from the same depot in Germany; but 
he will find that medium to be simply a specialized job- 
ber who gathers those goods from many sources. For 
butcher knives, to have anything like the stock a jobber 
would supply, he would have to send to England, to 
Prussia, and to three or four American factories. For 
carvers, knives and forks, paring knives, putty knives, 
common spoons, etc., a different factory for almost each 
line. For silver plated ware,-the highly educated wants 
of the people to-day would compel him to deal with at 
least three silverware factories. All through the en- 
tire line the same conditions will prevail. A very care- 
ful investigation of this will prove its truth, even 
though it seem absurd and trivial. At first thought 
one may suppose that the case is much exaggerated 
and that the trouble could be greatly minimized by 
buying certain general lines from the same 
factory; such as good and cheap spoons from one con- 
cern; all classes of scissors from another; the entire 
line of pocket knives from another, etc. Such is not 
the case if jobbing is to be entirely eliminated. It will 
be found that the factory which makes good pocket 
knives does not often make cheap ones, although it 
often sells them. It finds it so much better to be a 
manufacturer of the good line and a jobber of the 
cheap lines. The retailer who decides to buy all his 
scissors from one concern of established reputation 
will find his good scissors made by that concern and 
the cheap ones either branded “made in Germany” or 
bearing the earmarks of having been started there and 
finished or put together by his chosen factory. In fact, 
it will always be found that the factory which desires 
to market its own goods, especially in small and easily 
handled lines, will work a great economy by helping 
out its own selling expenses and handling other lines, 
thus doing a jobbing business. 

Within the next two months there will be a tremen- 
dous call by the retailers for the annual supply of load- 
ed shells. Every retailer in the country will have to 
put in his stock. Where will the stock come from to 
the retailer? From the three or four factories that 
manufacture all that are used? Not at all. The prod- 
ucts of those factories have been bought and paid for, 
and distributed in large quantities into every jobbing 
center of the United States and Canada. While the 
retailer has not thought of such a thing as the Fall 
rush for shells, the jobber has been busy making it 
possible for the retailer to secure his stock when he 
needs it. The jobber has contracted for the shells in 
large quantities. He has actually advanced the money 
to the factories, making it possible for the factories to 
regulate their work for the greatest economy. The 
jobber has brought those goods into his stock when he 
could do so to the best advantage. He has brought them 
in large quantities, always with a thought to the least 
possible transportation and handling expense. Is it 
possible for the retailer to imagine the. chaos that 
would prevail when shell season came around if those 
shells should all be stored in large stocks at the fac- 
tories instead of annually distributed by the jobbers 
according to the country’s needs. And the principle 
that applies here applies to everything the retailer 
buys through the jobber. When the unexpected rush 
for cherry seeders set in, the country was supplied 
quickly because the jobbers had them all over the 
country. The same with apple parers. Also copper 
kettles, brass kettles, etc. Primarily these goods come 
from a very restricted source. But because of the 
jobber, the retailer can get them almost anywhere at 
the time they are needed. 

Speaking broadly, distribution of the world’s goods 
is an immense problem, which properly belongs to the 
jobbers. They can always maintain themselves amply 
out of the savings they effect, and greatly benefit 
others as well. The jobber has a right to feel proud 
of his position, and any person in his employ may 
truly feel that he is engaged in some of the world’s 
real work. 

















“THE MAN BEHIND THE COUNTER” 


Persistency Wins Success in Separ- 


ator Sales 


S one may judge from the picture which ac- 
A companies this story “The Man Behind the 
Counter” who is shown, has a decided leaning 
toward cream separators. Oscar J. Koepke is in the 
employ of the Corpus Christi Hardware Company, 
Corpus Christi, Texas. He finds that all the farmers 
in the Lone Star State do not readily accept the 

















Oscar J. Koepke with the Corpus Christi Hardware 
Company 


money making devices which are offered for sale 
by enterprising hardware men. 

It is unquestionably true that the man who has 
been raised on a farm or ranch where the cream 
has been skimmed by hand for years is going to be 
rather hard to convince that $75 to $200 invested in 
a machine which accomplishes this work is going 
to be a paying investment. ’ 

But perhaps we had better let Mr. Koepke tell his 


own story as he does in a letter to HARDWARE AGE: 

“One of the most remarkable things that I ever 
accomplished in the way of a sale was this: A 
farmer came into the store to buy a milk bottle 
brush. I asked him how many cows he was milking 
and he said nine. He said he had no separator. I 
began talking to him, showing how much he could 
save and how much easier his work could be done if 
he had a separator. He said he would talk to me 
again later. I sent him calendars, dairy hand books, 
catalogs and in fact everything that the De Laval 
Company puts out, and you know they put out 
‘a-plenty.’ 

“He came in regularly once a month. I sent him 
more advertising matter and wrote him letters. 
This continued for two years but I never gave up 
hope. 

“One day he came in in his usual manner to look at 
the separator and talk about it. That day I made 
the sale and I exhausted my separator vocabulary, 
but I reached the goal and there was charged up for 
me a sale of one No. 15 De Laval separator, a large 
barrel churn, pulleys, belting, milk cans and every- 
thing that goes to make a model dairy. 

“After it was all over I meditated, smilingly, and 
remembered that after two years of persistent work 
I had landed my sale. That goes to show, in the 
words of R. F. Soule, that ‘there’s no royal road toa 
sale except persistency.’ ” 


Reply to ‘‘One of the Boys ’’ 


‘6 HE MAN BEHIND THE COUNTER” 

i makes the following comment on the 

letter published in HARDWARE AGE, Nov. 5, 

under the heading “Traveling Salesmen, Atten- 
tion,” and signed “One of the Boys”: 

There are so many traveling men who spend just 
as much time with the retail salesmen as possible 
that this suggestion may seem rather unwarranted. 
We dare say there are hundreds of traveling sales- 
men, however, who could increase their sales won- 
derfully by following the advice that is given. 

This letter comes from Massachusetts. Possibly 
an incident which came under the observation of 
the writer recently in Wisconsin will add force to 
the argument. 

A retail salesman inquired about a mutual friend 
who had left one firm to sell for another. In 
talking of this traveling man the retail salesman 
mentioned the fact that he was one of the finest 
fellows that ever lived. He showed how this trav- 
eler had secured the co-operation of the retail sales- 
men in that store to the extent that his line was 
sold almost to the complete exclusion of competing 
makes. Hack saws were among the items. It was 
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related how the genial salesman haa tound an over- 
stock, and a dead stock, of these goods when he 
had first gone into the territory. By cultivating 
the friendship of the retail men he had moved that 
stock and built up a regular business for the same 
goods. We-are going to quote as nearly as possible 
the words of this “Man Behind the Counter”: 


“When he left this territory we had about two 
dozen in stock and I guess we still have them. The 
boys don’t like the new man and they are pushing 
some other make. This new man is too high and 
mighty to suit us. He only talks to the buyer, and 
hasn’t time to talk to the fellows who really make 
his business for him.” 


This attitude is frequently noticed in retail 
stores. We are not going to argue about the pro- 
priety of such action by retail salesmen. The point 
which concerns the traveler most is getting his 
goods moved, and if he can move the largest quan- 
tity through seeking the co-operation of the boys 
behind the counter he should spend more time with 
them. 

We realize very fully that the time of the travel- 
ing salesman is valuable, and that if he took time 
to talk to every salesman in all the stores he visited 
he would have a hard time covering his territory on 
schedule time. Such facts do not alter the truth 
that it is better to have goods so well sold that 
every man in a store is trying to sell them, than to 
sell three stores at the loss of the friendship and 
co-operation of the men who really do the retail 
selling. 

Success on the road depends more upon the abil- 
ity of the traveler to get his goods distributed to 
the consumer than upon the taking orders from the 
various buyers. The repeat orders are the ones 
which swell the profit sheet. Repeat orders are 
best obtained by enlisting as a loyal assistant every 
man who sells the goods over the counter. 
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Comment on ‘“The Man Who 
Comes to Look Around’”’ 


MANNFORD, OKLA. 
HARDWARE AGE: 

Dear Sir:—I have been reading your article en- 
titled “The Man Who Comes to Look Around” in 
your issue of October 15, and I was very much 
interested for the reason that I had an experience 
with this kind of a customer not many months ago. 

The man was an old fellow and never had much 
to say when he came in. He would remark that he 
was just “looking around’ I was not very en- 
thusiastic until he edged over toward our cream 
separator; then I awakened to the fact that every 
farmer is a prospect for a machine. I went over 
the matter with him, calling his attention to all the 
good points of our machine, and asked if we might 
bring it out and give him a demonstration. He said 
“Yes, bring it out, and if the old lady likes it we 
will get it, for she has been ding-donging on me for 
three months to get her a separator, and now I am 
going to put a stop to it once for all.” I took the 
machine out, and before I got through with my 
demonstration the lady was discussing with one of 
her women neighbors who was present about where 
she could place the machine. 

This taught me the lesson that when that kind of 
a customer comes in “just looking around” it is up 
to us to be enthusiastic to a degree about anything 
he asks about, and, if he is not asking about any- 
thing, show him something and make him ask ques- 
tions; in other words, entertain him and don’t let 
him feel that you have no use for him if he is not 
going to spend some of his cash with you. 

Yours truly, 
DICKASON GOODMAN LUMBER Co., 
J. B. Porter, Manager. 








Sherwin-Williams General 
Convention 


RECENT announcement from the headquar- 
| ters of the Sherwin-Williams Company, 
Cleveland, Ohio, is to the effect that the company 
will hold a general convention of all its represen- 
tatives from all parts of the United States, Aus- 
tralia and other foreign countries. At this con- 
vention, which is scheduled to be held at the Hotel 
Statler, from November 9 to 13, the conmipany esti- 
mates that there will be about 350 men in attend- 
ance. Sessions will be held every day, and the sub- 
ject of the company’s advertising campaign will 
be thoroughly discussed. : 

In the company’s announcement of this conven- 
tion to HARDWARE AGE, it states that a general 
feeling of optimism prevails throughout its organi- 
zation, the feeling being current that business con- 
ditions should not prevent the company from hold- 
ing this convention. The company also states that 
it feels that a convention of this kind will create 
more business for it, and that it will make its rep- 
resentatives more enthusiastic when they return 
to their territory. 

Speeches on pertinent subjects will be made by 
Walter H. Cottingham, Henry A. Sherwin, S. P. 
Fenn, O. A. Hasse, R. V. Brown, Adrian D. Joyce, 
J. C. Beardslee, H. J. Hain, C. M. Lemperly and 
W. C. Calkins, Jr. On Thursday evening, Novem- 
ber 12, a banquet will be held at the Hotel Statler. 


War Map of American Trade 
Opportunities 


Neer Research Department of the Alexander Ham- 
ilton Institute, Astor Place, New York City, a 
department of the New York University, has been 
conducting an investigation concerning the probable 
effects of the war upon leading American industries, 
and has just issued a ““War Map of American Trade 
Opportunities.” : 

This map, which has been under the direct super- 
vision of Professor Jenks, the eminent statistician, 
is printed on a large sheet, giving the outlines of the 
various countries of the world on Mercator’s projec- 
tion, stating in connection with each country the 
manner in which its imports have been suspended by 
the European war, thus presenting opportunities for 
increasing trade with the United States. On the re- 
verse of the sheet a tabular statement of American 
industries is printed. The figures cover 177 indus- 
tries, in which are given the number of people en- 
gaged, the capital employed, the value of the annual 
production, the total annual exports and the per- 
centage sent to Europe, the total annual imports and 
the percentage received from Europe, effects of the 
war upon foreign trade, its effects on prices, etc. 


He who has ambition that is not coupled with common 
sense is like the chap who tried to lift himself by his 
boot-straps.— Exchange. 























By Hardware Age Window Trimming Specialists 


FR aispiay ideas or subjects introduced into the 








display often add life to it. In our accom- 
panying drawing we show a clever idea which 


will assist in attracting unusual attention. This DRes Carutng Sel” 
consists of the front window pane treated to rep- SIEOSS 2 f2@W SeASOl? 
resent broken glass caused by throwing a chopping y y $ 


a 
bowl through it. It is accomplished as follows: of” a V 1h 
First take a chopping bowl and cut it carefully | 
into halves and glue it to the window pane in the KS 
desired position. It is well to place it high towards | hall : 


the upper edge of the window so as to be out of 
reach of mischievous boys. Next take a number of 























Combination Soennecken and mammoth pen lettering 
together with a portion of an advertisement taken from 
HARDWARE AGE of John Chatillon & Sons, New York 


City 





are two, namely legibility and attractiveness. To 
stop the passer-by these cards must be attractive 
and legible at a glance. Most beginners are in- 
clined to use too many fancy letters and too many 
gaudy colors. 

Fancy letters are all right in some cases, but the 
merchant of to-day does not want them for two 
reasons. First, most of them are not legible, and, 
second, they take too much time in the making. 

A plain white card neatly lettered in black can 
be quickly made and more easily read at a greater 
distance, than any other combination. 

The show cards illustrated herewith were made 
in plain black and white, using illustrations taken 
















































































Imitation broken window effect 
broken strips of glass and glue them on the inside Oh i 
of the pane in a zigzag effect similar to our illus- c 
tration. WR Aan Oe 
In order to secure a more realistic effect paint a 
few lines with white zinc mixed with water using a Question 
card writing brush in applying it to represent a 
cracked glass. It is not wholly necessary to use Is arswereaa 
white zinc paint as any white water color paint will . wh a 
answer. uality 
The effect will be still greatly hightened by plac- neve’ 
ing a few pieces of broken glass on the floor of the rs | #2 5 lo *#7S. 
display as if they had fallen there from the break. | 
Throughout the window you can make a show- 
ing of chopping bowls at a special price, or a show- _ 





ing of other lines of merchandise. 


Show Cards Soennecken pen work with an illustration taken from 
eee i the advertisement, which appeared in HARDWARE AGE, 
The principal requirements of good show cards of the Quality Stove and Range Company, Belleville, Ii. 
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from advertising pages of HARDWARE AGE to further 
embellish them and give them greater attractive 
value. 

The range card is made throughout with a Soen- 
necken pen using both the slanting and upright 
Roman letter. A clever way of embellishing a card 
is shown by drawing a large question mark to con- 
form with the wording. 

The other card shows the use of the Soennecken 
and mammoth pen. The word “Thanksgiving” was 
made with a mammoth pen. This card offers a 
suggestion of seasonable value at the present time. 


Familiar Figure Missed at 
Convention 


HELENA, MONT. 
Editor HARDWARE AGE: 

I do not know whether or 
not you continue to read the 
Western newspapers. If you 
read the Anaconda Standard 
you will note that they have 
been having labor difficulties at 
Butte and they called out the 
militia to quiet things. On ac- 
count of my position on the 
governor’s staff I was in actual 
service in Butte for six weeks. 
I have just returned from duty 
having been relieved. Part of 
my duty was to act as a mem- 
ber of the military commission. 
Our Supreme Court, however, 
saw fit to render a decision 
which knocked out the power 
of the militia to try offences 
and therefore dissolved our mil- 
itary commission. Because of 
this fact I was relieved from 
duty although all of the troops 
have not been withdrawn from 
Butte. 

On account of my absence 
from the store for a period of six weeks it will pre- 
vent me from coming East this year and will pre- 
vent me from being able to attend the convention 
at Atlantic City the latter part of this month. 

It is needless to say that I very much regret 
missing my Eastern trip. If you see any of my 
friends at this convention you might pass the word 
along as to the reason of my absence. 

Yours very truly, 
GEORGE F. GRAHAM, 
Manager A. M. Holter Hardware Company. 





Major George 
F’. Graham 


Short Course for Iowa Merchants 


HE wholesalers and manufacturers of Sioux 
City, lowa, are completing plans for a very 
comprehensive merchants’ short course, to be given 
in the city named during the last week in January. 
The program, as partially outlined, includes prac- 
tical talks by men who are recognized as authorities 
on retail merchandising. Lecturers will be given 
morning, afternoon and evening during the week. 
The course will be open to all merchants in the 
United States and there will be no tuition or regis- 
tration fee. 

The subjects to be taught include bookkeeping, 
stock taking and stock keeping, salesmanship, adver- 
tising, window trimming, decorating and lighting, 
credits, collections, and store management. Efforts 
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are being made to get William C. Redfield, Secre- 
tary of Commerce, to address the merchants. 

Information of this excellent course is sent to 
HARDWARE AGE by the Knapp & Spencer Co., Sioux 
City. More complete information may be secured 
by addressing this firm. 

Following is a list of speakers and the subjects 
they will discuss: 

S. Clingaman, of the University of Iowa, on 
“Comparative Power of Towns, the Retailer and His 
Trade Community Building.” 

S. Stevenson, of the University. of Iowa, on “Re- 
tail Accounting,” with diagrams. 

S. Ford, of the University of Iowa, on “Window 
Lighting” arid “Window Decorating,” illustrated 
lecture. : 

S. Kertz, of the University of Iowa, on “Service to 
the Customer,” illustrated. 

S. Gould, of the University of Iowa, on “Psychol- 
ogy of Advertising,” diagram. 

N. Neystrom, University of Minnesota, on “Sales- 
manship, Stock Keeping Systems.” 

“Keep Up Rising Costs,” by an editor of “Sys- 
tem.” 

J. Westerfield, of Chicago, secretary of the Na- 
tional Grocers’ Association. Subject to be assigned. 

H. Leslie Wildey, Graettinger, Iowa, on “Mail 
Order House Competition.” 

W. J. Kennedy, New Hampton, Iowa, on “Country 
Advertising.” 


Michigan Firm Purchases Ameri- 
can Tool Works 


= HE Upton Machine Company, St. Joseph, Mich., 

has purchased the business of the American 
Tool Works, of the same city, makers of the Sterl- 
ing line of air rifles, the transfer having been com- 
pleted October 30. The Upton Machine Company 
will continue to manufacture its line of home elec- 
tric laundry machines. The name of the American 
Tool Works will be dropped, but its brand names 
will be continued. 

Louis C. Upton, vice-president and general man- 
ager of the combined companies, states that it will 
be the aim of his company to turn out a better 
product than ever before and that the trade can 
be assured of prices that will be both attractive 
and maintained. The directorate of the Upton Ma- 
chine Company includes several men of St. Joseph 
and Chicago who are of national prominence. 

The line of air rifles which the Upton Machine 
Company will manufacture is furnished with a 
gun metal finish, made possible by the fact: that the 
parts are not soldered and can therefore be sub- 
jected to great heat. 


THE McNutt CAN SALES COMPANY, 1415 Sedgwick 
avenue, New York, is the new title of the company mak- 
ing the McNutt non-explosive gasoline cans and similar 
specialties. This company manufactures non-explosive 
gasoline cans, safety devices for storage tanks of any 
capacity, special devices for automobiles, motor boats, 
motorcycles and aeroplanes; oil separators for garages, 
snow melting cans for railroads, oily waste cans and 
alcohol torches and cans for gas companies. Other 
specialties include priming cans for motors and emer- 
gency cans of galvanized iron, holding one gallon. 


THE SIMPLEX VENTILATING COMPANY, Jerseyville, 
Ill., has been incorporated to manufacture and deal 
in window ventilators, etc. The incorporators are T. 
W. Butler, F. D. Heller and A. A. Shobe. The capital 
stock is placed at $5,000. Catalogs requested on No. 
4 galvanized wire and 8 ounce duck. 
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STORE AND TINSHOP 


COMBINATION SUCCESSFUL 


Sheet Metal Shop Department a Paying Hardware Store Annex 


ers, for years have been taking on lines of 
profitable specialties which previously had 

not been considered suitable for a hardware stock. 
In most towns of fair size there is opportunity for 
a sheet metal working annex to the regular hard- 
ware line. While this has long been true in various 
sections, there are still many hardware stores where, 
rightly managed, the addition of a proper outfit in 
tools and material could be advantageously installed. 
A good man or two could well be employed satisfy- 
ing the needs in communities made up of farmers, 
miners, woodsmen, fishermen, industrial workers 
and others, whose wants are continually multiplying. 


Sheet Metal Being Substituted for Wood 


The growing scarcity of timber, and it never 
again will be as plentiful as it has been, is com- 
pelling a greater use of sheet metal, and metal has 
the advantage of being fireproof. New uses are 
constantly being found for articles made of sheet 
metal, whether of tinned, galvanized or black plate, 
copper, brass, bronze, nickel or aluminum. The tin- 
smith cannot make enameled or aluminum ware or 
compete with the great factories turning out pieced 
and stamped, japanned and galvanized ware by the 
trainload, but there is a great deal of it to be 
repaired on a profitable basis. 


Sheet Metal Working a Forerunner of Hardware 


We are told that hardware stores and sheet metal 
shops have always gone hand in hand; it is even 
said that sheet metal shops preceded and helped to 
develop the modern hardware store. 

In the year 1773, a hand forge was set up in the 
little village of Southington, Conn., twenty-one 
miles north of New Haven and five miles west of 
Meriden. There it is claimed that sheet metal 
working tools as regular articles of commerce were 
first made in the United States. 

After a few years the founder of what has since 
developed into an important branch of manufac- 
ture discovered the advantages of the burring ma- 
chine over the common tinners’ stake. From that 
modest beginning other machines were designed, so 
that the slower and more laborious processes with 
material possible of formation on stakes could be 
more quickly, efficiently and economically accom- 
plished. Yankee ingenuity soon comprehended the 
possibilities in the field of the tinsmith, who started 
with a few primitive tools and machines, doing 
roofing, spouting and general repair work; like- 
wise making small household conveniences, such as 
tin cups, dippers and funnels. 


Blazing the Way for the Hardware Merchant 


Constant development and experience led to an 
increased stock and paved the way for the more 
modern hardware dealer. For instance, a storm 
loosens a cornice or throws down a stack of venti- 
lator and damages must be repaired without un- 
necessary delay. Or, a leader goes wrong and must 
be fixed quickly. Stoves must be set up and stove 
pipes need fitting, which often necessitates metal 
protection against the likelihood of charred wood- 
work and possible fire. The lining of a refrigera- 
tor leaks and needs quick attention, or food may be 
contaminated and spoiled. These examples may be 


TT hardware distributors, jobbers and retail- 


multiplied without end, varying with the section, 
latitude, or altitude, but all bringing profitable busi- 
ness. Many of such demands are urgent and often 
are more concerned with quick, satisfactory service 
than price. 

For instance, if the expansion and contraction 
produced by the heat of summer and cold of winter 
finally works a nail up through a tin roof, or a 
corner around a chimney opens, or a bit of flash- 
ing gives out, the first rainstorm or warm sun rays 
on a snow-covered tin or metal roof discolors and 
streaks the upper room ceilings. 

The common practice is to hot foot it for the tin- 
smith, who gets at it without being catechized as to 
price. This is no hint to take undue advantage of 
a customer’s necessity. That may kill the goose 
that lays golden eggs and prove a boomerang, but 
this class of work has something on selling a pound 
of nails. 

It is no novelty for a hardware store to have 
a department for working sheet metal, and many 
of them are equipped to handle the sheet metal or 
kindred jobs, big or little, in infinite variety, all 
of which frequently influences and diverts to the 
store other profitable business. Nevertheless, many 
newly established or struggling hardware establish- 
ments do not have these facilities which could be 
made profitable. 

The Hardware Store a First Thought 


When a sheet metal repair or job of like character 
is needed, most people first think of the hardware 
man. The builder of the modern home or other 
structure equips it with ventilator, heating system, 
metal cornice, gutter, leader, skylight, metal lined 
refrigerator and drip pan, cans for garbage, ashes, 
rubbish, etc., some of which may be made and oth- 
ers eventually need to be repaired, altered or re- 
newed. Many of these repairs necessitate the man- 
ufacture of small parts which cannot be purchased 
outside. 

Other work which might be termed new or 
special, is the setting of stoves or furnaces, “cutting 
in” of heater pipe for an adjoining room, installing 
cold air pipe for the hot air furnace, etc. Such 
wants naturally gravitate to the hardware store 
and serve as a magnet to attract other business. 


Education Broadening in Sheet Metal Work 


The growing importance of the sheet metal shop 
is making itself felt to such a degree that in the 
larger cities boards of education are rapidly adding 
this trade to the studies. New schools are being 
opened with shops completely fitted out for handling 
different kinds of commercial problems. Consid- 
erable money is being spent to train men as metal 
workers, because of the growing demand. As the 
human race increases, forests disappear, or such as 
there are, because of more remote locations involve 
transportation costs, which greatly increase the 
price. Then reforestation requires many years, 
while metals are practically inexhaustible, requir- 
ing only mining and smelting as the initial process. 
Connecticut Firm Pioneers in Tinsmiths’ Tools and 

Machines 

The pioneers in the manufacture of tinsmiths’ 
tools and machines were the immediate prede- 
cessors of The Peck, Stow & Wilcox Company, 
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Punching machine 


Turning machine 








Bevel-edge 
square stake 





Hatchet stake 





Double-seaming stake 
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Squaring attachment for 
rotary shear 


Sheet iron folder 
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Square stake 
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Coppersmith’s 








Beading machine 








Creasing stake 
with horn 





Squeezing tongs 


Roofing double seamer 














Wood roofing folder ; 
Group of selected “P. S. & W.” tinsmiths’ machines and tools commonly used in metal workers’ shops 


Southington, Conn. The business of this company 
as now constituted, originated in Southington, 
Conn., in 1819, since which time factories have been 
built or acquired and operated at different times 
in Plantsville, East Berlin, Kensington, Cheshire 
and Birmingham, Conn., and Cleveland, Ohio. Of 
late years, however, the policy has been to concen- 
trate the production of all classes of goods, includ- 
ing hardware, edge tools, etc., at two main points, 
Southington and Cleveland. This has been accom- 
plished by erecting large new structures at South- 
ington and concentrating there the machinery and 
patterns from other plants, which, extending over 
many years, have gradually been abandoned in the 
interest of greater efficiency. 

- This company claims the distinction of having 


Blowhorn stake 
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Mandrell stake 


owned the first patent ever issued in the United 
States pertaining to tinsmiths’ machines and tools. 


Selecting an Outfit 


The average hardware man contemplating adding 
a tinshop to his business could begin moderately, 
starting with a modest outfit and adding to it as the 
business expands and the necessity for other regu- 
lar or special tools arises. As a suggestion, the 
following list is given to direct attention to useful 
tools from which to make a sensible selection, taking 
part, all or modifying it in any way, according to 
the advice of a practical man. The class of work 
to be handled will make some difference in the 
selection of tools and material, but this list is goud 
for almost any territory. 
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This assortment is taken from the Peck, Stow & 
Wilcox Company’s catalog, No. 13-A, and embodies 
what they refer to as a good equipment for a start. 


Tool and Machine Outfits 


No. 130A square shear 

No. 100 patent slip roll former 

No. 13 champion folder 

No. 110 grooving machine or 
groover 

No. 3 beading machine 

No. 577 Columbian burring machine 

Columbian wiring machine 

No. 541 Columbian turning machine with elbow edg- 
ing rolls 

1 No. 598 crimper and beader 

1 No. il hollow mandrel 

1 No. 2 bench plate 

1 No. 36 common square stake 

1 No. 43 hatchet stake 

i No. 4 beakhorn stake 

1 No. 27 creasing stake with horn 

1 No. 25 blowhorn stake 

1 No. 72 conductor stake 

1 No. 63 mandrel stake 

1 No. 703 vise 

1 No. 101 tinner’s rule 

1 No. 4 gas furnace 

1 pair each of soldering coppers, handled, 3 and 5 Ib. 

il mallet each Nos. 2 ard 4 

1 No. 1 riveting hammer 

] 

1 

1 

1 

1 

] 

1 

] 

1 

1 

1 

1 

1 

] 

l 

1 
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No. 518 automatic 


— 


No. 2 setting hammer 

6% snips 

79 Trojan sharp pointed snips 

180 Lyons shears, 

pair No. 1 cutting nippers 

pair No. 20 flat nose pliers, 8 inches 

pair each No. 35 dividers, 6 inches and 12 inches 
scratch awl 

dozen assorted solid punches, including prick punch 
each hollow punch, %, %, and 1 inch. 

each hand groover, No. 00, No. 2, and No. 4. 
each No. 46 rivet set, No. 4, No. 6, and No. 5 

No. 23. common wood roofing folder 

pair gutter tongs 

pair No. 00 improved tongs 

-ineh rod. 


pair No. 
pair No. 
pair No. 


gutter beader with 
If a shop is started in connection with a hard- 
ware store it should be kept modern and efficient, 
and this feature of the business should be adver- 
tised in whichever way may prove best to accom- 
plish results in the judgment of the proprietor, 
letting it be known that the shop is able to handle 
a general line of sheet metal work. 


Butler Brothers Baseball Team 


RECENT announcement is to the effect that 

the baseball team of Butler Brothers’ Chi- 

cago house has just missed winning the World’s 

Amateur Championship. The Telling Strollers, of 

Cleveland, defeated the Butlers in the deciding game 
by a score of 3 to 2. 

The Butlers started the season by winning the 
flag in the Merchants’ League of Chicago. They 
took 14 straight games in succession, not losing 
one in the whole season.-. Then they won the city’s 
amateur championship, and then turned toward the 
national title. They beat Louisville and Omaha, 
and then had only the Cleveland team to put out 
of the way to become national champions. A\l- 
though they defeated the Cleveland team once, they 
were beaten twice in a series of three games. 

The remarkable thing about this team is that it is 
composed entirely of business men. Each man on 
the team is a bona fide employe of Butler Brothers, 
and holds his job for his business ability rather 
than because he can play baseball. Membership on 
the baseball team is considered an honor, and it is 
contingent, therefore, upon good service in the com- 
pany—something after the fashion that superior 
scholarship is demanded of athletes who are given 
places on college and university teams. 


The accompanying illustration shows Butler 
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Brothers’ baseball team, the membership of which 
is as follows: Top row, left to right—W. B. Bick- 
ford, manager; J. Engstrom, utility; A. Delves, 
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The baseball team of Butler Brothers, Chicago, Ill. 


utility; E. Sweeney, utility; E. Martin, left field; 
J. Shinner, pitcher; J. LaThomas, scorer. Middle 
row—E. DeLave, first base and pitcher; A. Kiel, 
right field; T. Asmussen, captain and catcher; J. 
Kenney, second base; J. Ward, center field. Bottom 
row—E. Sullivan, shortstop; Hubert T. Bickford, 
mascot; R. Engel, third base. 


Moving Sign Operated by Heat 


A MICHIGAN grocer uses a store card which 

is novel for the reason that it is continually 
in motion. A cord is stretched about 4 feet above 
a radiator and from this the card is suspended by 
two short cords about 2 feet above and parallel 
with the radiator. Heat from the radiator causes 
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A suggestion to hardware dealers who can use a sign in 
this way 
the sign to move to and fro in a manner which 
cannot fail to attract attention. 
Hardware signs can be shown to advantage in 
the same simple way. 








EDITORIAL COMMENT 


Youth and Business Opportunity 


The firing line of business is insistent in its 
demand for young men. 


a s * * * * 


A host of veteran business men throw aside 
their armor every year. 


* aa * * * * 


In the world of big business the law pro- 
hibiting “interlocking directorates,” which 
takes effect in 1916, is hastening the move- 
ment. The next two years will see tremendous 
changes. 


Already many of the biggest men are break- 
ing the bonds that have bound them to huge 
responsibilities. 


* * * * * * 


George F. Baker, director in half a hundred 
corporations; Judge Gary, a power in various 
important boards; Frank A. Vanderlip, who 
holds a man’s-size job in the largest National 
Bank in the country; Jacob A. Schiff, James 
Stillman, James J. Hill, and a score of other 
financial and industrial powers are loosening 
their shackles. 


* » * * * » 


Financial giants of to-day begin to realize 
that Andrew Carnegie and John D. Rockefeller 
were wise old owls to pull up stakes when they 
did. These prime old fellows are hale and 
hearty to-day. | 


x * * * * * 


Poor Harriman worked himself to death. He 
used up so much vitality to keep his mind going 
at an express speed that his body rebelled and 
he died of starvation. 


* * * * * * 


What a world of opportunity is opened up 
to the young fellow to-day. The old chaps are 
no longer to sit on every board and dominate 
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everything. Some of them still would, but the 
new law says they can’t. 


* * * * * » 


With young blood in the saddle, directors, in 
the future, will really direct. They will not 
be mere figure-heads. They will not be con- 
tent to take the say-so of any one man. The 
smug contentment of directors of the old New 
Haven type is in the vanishing. In the pass- 
ing they have taught the world, by costly ex- 
ample, what it means to take responsibilities 
lightly. 


The new currency system will hasten to 
usher in the new order, and young men will 
have their chance. Honors will go around; also 
responsibilities. 


* * * * * * 


If the thought in this editorial stopped here 
its use in HARDWARE AGE might be a waste of 
space. Apply the lesson of the bankers to the 
hardware store and the meaning comes home. 


There are Harrimans in hardware, working 
their brains at such reckless speed that their 
bodies break under the strain. These men are 
found among manufacturers, wholesalers and 
retailers. Forced vacations tell the story to 
their friends, but forced vocations do not al- 
ways ring their warning to the man on the 
danger edge. 


* * * * * * 


Too many men break down, recover rapidly, 
and come back to break records. These men 
know that a broken down motor never has the 
same driving power after it comes from the 
repair shop, but they are slow to apply this 
rule to the human body. 


Too many good men break their health 
against the iron studded doors of detail. 
Splendid mental and physical specimens of 
manhood shatter the equipment their Creator 
gave them by overloading. In the long haul 
of life even a twenty-ton man cannot carry a 
forty-ton load. He may get by on the pave- 
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ments, but there are patches of dirt road in 
the highway of life. 


* * cad * * * 


In the hardware stores of America there 
are men who say they do not have time to 


read. 


In these same stores there are men who say 
they do not have time to go to a hardware 


convention. 


They do not have time to give to their fam- 
ilies. The pressure of their work forbids even 
a day of rest on Sunday. 


If any man reads this editorial who can apply 
these things to himself let-him remember that 
it won’t always be a case of take time for Time 
will take him some day. . 


* * * * » * 


Man-made laws can be broken and the offend- 
ers with a good lawyer or a long purse may 
evade punishment. 


God-made laws are inflexible. Nature is re- 
lentless. The woman who persistently daubs 
her face with paints and pigments may deceive 
the world for a while, but nature exacts a toll 
for the starved skin that is refused the right 
to perform its functions. The man who holds 
his hand in a flame gets burned, not on occa- 
sions, but always. 


* * am * + * 


An engineer cannot keep his hand on the 
throttle and shovel coal at the same time. The 
railroad supplies him with a fireman for that 
purpose. 


No man can do two or three mens’ work and 
last. He may do it for a short time, but forced 
draft is against nature. 


* * * » * * 


In the United States there is no scarcity of 
brainy young men in every sphere of life, espe- 
cially in business. With the semi-retirement 
of the old guard in finance, the younger gen- 
eration will have a greater room for promotion 
and achievement. 


Apply this to hardware and some of the men 
who carry to-day’s responsibilities will be alive 
to see and appreciate the man they trained to 
fill their shoes. Too many independent old 
men stick to their jobs. Too many middle- 
aged human dynamos are over-loaded. <A 
change is needed in hundreds of places. The 
evolution will be good for all of us. 


The Problem of the Clerk 


OW are you going to interest the clerk? 
That may seem a foolish question to-day 
when every boy in school is taught that 

each man is the arcnitect of his own fortune. 
But it is plain, practical sense. In every gener- 
ation there are geniuses who need no spur or 
suggestion and make their own way. But in 
any store’s staff all are not geniuses. 


This much is certain, that an employe who 
is thoroughly interested is a better paying in- 
vestment than one who is not. Some show en- 
thusiasm from the start, because they find they 
have a natural liking for the business, or be- 
cause they are naturally bright and quick and 
ready to become interested in anything. It does 
not follow, however, that this initial enthusiasm 
will last, or that those who show it will develop 
into the best clerks. It is the same in business 
as it is in race running: it is staying power 
that counts. The real “trick” for the store 
owner is to interest those who develop slowly, 
those who have to be jogged along, but, once 
fairly started, show a grim pertinacity that 
wins out. 


Of course individual ambition ought to be 
enough. Practically it is not. If he would get 
his best results and greatest value out of his 
payroll the storekeeper of to-day should cam- 
paign as actively among his own employes as 
among his customers. It is a waste of time for 
him to do all the thinking about how to increase 
his business. He should instill his staff with 
enthusiasm, whether it consists of one clerk, or 
two or twenty, until each is doing his share. 


But how? One very successful retail trades- 
man does it by talking with his clerks at every 
available opportunity—not by having “meet- 
ings” with them, but by means of a score of 
chance conversations through the day. These 
seldom touch the clerk’s own work, but some 
interesting phase of the business, which gives 
the clerk a broader view. Another man invites 
his store staff up to his house to supper on a 
Sunday evening now and then. Afterward they 
discuss the store’s business. Another has estab- 
lished the system of having each clerk in his 
employ keep up with the news in his especial] 
line and general business conditions as well. - 
Trade papers, magazines and business books 
are an important part of this man’s store equip- 
ment, and while reading them all is not in the 
least essential to holding one’s job, yet so many 
of the clerks do so that the rest of them are 
forced to take an interest in the same things in 
order not to be outclassed. 











His Fourth Year 


NE of the coaches at Yale tells of an old country- 

man and his wife who, on a visit to New Haven, 

were interested witnesses of certain manoeuvers of the 
foot-ball team. 

The old gentleman walked slowly around one stalwart 
player, looking him over as he might have done a horse 
he was about to purchase. Then: 

“Sarah!” he exclaimed. 

‘What is it, Henry?” 

“He’s nigh on to six feet, ain’t he?” 

“Every inch of it.” 

“Weighs about one hundred and ninety-odd, eh?” 

“T reckon.” 

“Well, football sure does develop ’em most powerful.” 

“He’s a fine young man,”’ commented Sarah. 

“Man!” exclaimed Henry. “He ain’t no man! Pro- 
fessor Hunter, who never lied in his life, has jest told 


me that that young person is in his fourth year!”— 


Exchange. 


Proving New Mushrooms 


HE wife of the great botanist beamed at him across 
the supper table. 

“But these,” she exclaimed, pointing to the dish of 
mushrooms that had been set before her, “are not all for 
me, are they?” 

“Yes, Mabel,” he nodded. 
cially for you.” 

She beamed upon him gratefully. What a dear old 
husband he was. In five minutes she demolished the 
lot. . At breakfast next morning he greeted her anx- 
iously. 

“Sleep all right?” he inquired. 

“Splendidly,” she smiled. 

“Not sick at all—no pains?” he pressed. 

“Why, of course not, Archie,” she responded. 

“Hurrah, then,” he exclaimed, “I have discovered an- 
other species of mushroom that isn’t poisonous.”— 
Exchange. 


“T gathered them espe- 


Truly Rural 
ITY-RAISED ROBINSON (ransacking the cup- 
board of his new suburban cottage)—“Where in 

the dickens is that setting of duck eggs I bought yester- 
day?” 

Country-raised Mrs. Robinson—“Why, I put them 
under the hen.” 

Rebinson—“Under the hen? Goodness gracious! 
Didn’t you know I wanted to hatch out ducks from 
those eggs?”—Judge. 


Short Rations 


GLASGOW merchant, famous for his stinginess, 

came into his office one morning and found a 
_ young clerk writing a letter in rather a flourishing 
hand. “My man,” he observed, “dinna mak’ the tails 
o’ yer g’s and y’s quite sae Jang. I want the ink tae 
last the quarter oot.”—Exchange. 


Closed Season 
—— five years old, was visiting his grandmother 
on one of the recent hot days. He stood in front 
of her for a moment, shifting from one foot to the 
other, and then said: 
“Grandma, I'll kiss you if you like, but huggums is 
off till fall.”"—Exchange. 


« 


Profiting by a Lesson 


dasa Tommy returned from school in tears and 
nursing a black eye. 

“Betcher I’ll pay Billy Bobbs off for this in the 
morning,” he wailed to his mother. 

“No, no,” she said, “you must return good for evil. 
I’ll make you a nice jam tart and you must take it to 
Billy and say: ‘Mother says I must return good for evil, 
so here’s a tart for you.’” 

Tommy demurred but finally consented. The next 
evening he returned in a worse plight and sobbed: 

“I gave Billy the tart and told him what you said. 
’N then he blacked my other eye and says to send him 
another tart to-morrow.”—E «xchange. 


Forward! March! 


N old Irishman, long desirous of official dignity, 
was finally appointed marshal in a parade, on 
Memorial Day. Veterans, bandmen, and school children 
were lined along the streets of the town, patiently wait- 
ing the signal to start. 

Suddenly Mike, on a prancing charger, dashed up the 
street. After inspecting the dignified procession, he 
gave his horse a quick clip. Then, standing up in his 
saddle, he yelled with a voice filled with pride and 
authority : 

“Ready now! Every one of yez, kape sthep with the 
horse!”—Exchange. 


Anti-Suffragistic 


OUTHERNERS are notoriously fond of hot rolls, 
but they have a confection called “Sally Lunn” 
which is even more highly prized among them. It is 
not the sort of thing one has every day. It is for special 
occasions. 
“Uncle William,” said the housewife to the much 
spoiled old family servant who presided over most of the 
domestic arrangements—“Unc’ William, don’t you think 
it is about time for us to have some Sally Lunn?” 
“Naw’m, Miss Ma’y, naw’m. Don’t le’s have none er 
dat. I ain’t never had no fancy for dat female bread!”’ 
—KE xchange. 


A Case of Nerves 


FTER writing a prescription the physician told his 

patient that the chemist would probably charge 

him half a crown for making up. Then the patient 

asked the physician to lend him the money. The physi- 

cian carefully scratched out a part of the prescription 

and handed it back, with sixpence, remarking: 

“You can have that made up for sixpence. What I 

scratched out was for your nerves.”—Evxchange. 


She Knew from Experience 


66 HAT is conscience?” asked the Sunday-school 
teacher. 
There was a dead silence from the class. 
“Oh, you know,” she said encouragingly. 
it that tells us when we do wrong?” 
“I know,” said the littlest girl in the class; 
Grandma.”—Exchange. 


“What is 
“it’s 
Nothing in a Name 


Another of life’s little ironies—Pennsylvania’s great 
gun works are located at Bethlehem!—Columbia State. 
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Credit Relations Becoming Normal—Record Trade Boom 
By A. A. CHENAY 


WASHINGTON, November 8, 1914. 

DECISION to keep the stock exchanges in 

A New York and London closed for the present, 

and to settle American indebtedness abroad 

without further gold shipments, are two definite 

conclusions reached during the week at the confer- 

ence between Treasury officials and Sir George 
Paish, the British financial adviser. 

There is said to be little doubt that the English 
authorities will give their full approval to this 
plan, which, it is believed, will go a long way in 
clearing the exchange relations between the United 
States and Europe. 


Credit Relations Becoming Normal 


Based very largely upon the results of the in- 
ternational conference, now just about concluded, 
Secretary McAdoo has issued a statement in which 
he points out the rapid strides that are being made 
in the re-establishment of normal credit relations 
with Great Britain and the European nations. 

This announcement of the Secretary of the 
Treasury substantiates the view that has been held 
for some time by high officials of the Administra- 
tion, including President Wilson himself. These 
men very sincerely believe that the problem of meet- 
ing American obligations to the overseas countries 
will work itself out in such a short time that no 
definite official measures may be expected to result 
from the conferences just closing with British offi- 
cials. One valuable result, however, that is bound 
to come out of these conferences will be the estab- 
lishment of a better business understanding and a 
largely increased confidence between this country 
and Europe. 


Cotton Exchanges to Reopen 


The assurance that Great Britain is willing to ac- 
cept short-time paper, instead of gold, in settle- 
ment of the present balance against this country is 
emphasized as an element of the first importance in 
the brightening of the commercial and financial 
skies. 

The outlook for the raw cotton market is another 
big factor that has been favorably developed dur- 
ing the week. The reopening of the Liverpool cot- 
ton exchange for restricted trading, to be followed 
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shortly by the New York exchange, is confidently 
expected to put a bottom to the market. It is under- 
stood a tentative agreement has been reached to 
open the New York cotton market on November 16. 

The $135,000,000 cotton loan fund is assured. 
Less than $20,000,000 remained to be subscribed to- 
day, and this amount will easily come in the next 
day or two. The assurance of this substantial loan, 
together with the prospective opening of the cotton 
exchanges, has made for a very substantial settling 
of this pressing question. 


A Record Trade Boom 


An unprecedented boom in American export trade 
as a result of the activities of the recently ap- 
pointed commercial attachés, who will investigate 
conditions in nearly every foreign country for the 
benefit of American manufacturers, is predicted by 
officials of the Department of Commerce. 

It is argued that the combination of enlarged op- 
portunities with the increased facilities for develop- 
ing them which will be presented by the activities 
of the commercial attachés, is bound to result in 
an extraordinary increase in the volume of business 
to be done by the American merchant. 

One of the notable features in the growing vol- 
ume of American exports, that is already showing 
itself, is the marked gain in shipments to Brazil 
and other countries of South America. While the 
bulk of the shipments thus far consists of food- 
stuffs, principally flour, it is shown that exports to 
those countries in October were nearly double the 
figures of a year ago, indicating that the United 
States is being called upon for part of the supplies 
formerly furnished by Europe. 


Panama Canal Traffic in American Ships 


Two months’ operation has developed certain in- 
teresting facts of importance regarding the prob- 
able trade currents through the Panama Canal. 
Over 600,000 tons of cargo have passed through the 
waterway since the opening up to October 15. 

The compilation shows that just about one-half of 
the canal’s business has been the traffic between the 
east and west coasts of the United States, con- 
ducted in American bottoms. This purely Ameri- 
can trade, including manufactured goods of great 
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variety, was carried in forty-nine American vessels. 

Next in volume and importance was the traffic be- 
tween the eastern coast of the United States and the 
western coast of South America. This included 
principally raw material moving north and manu- 
factured articles going south. Eight vessels made 
the passage with cargo from the Atlantic Seaboard 
to China and Japan. 


To Probe Railroad Discrimination 


A sweeping investigation of the practice of rail- 
roads generally of placing so-called shipping em- 
bargoes on certain towns and commodities was 
ordered during the week by the Interstate Com- 
merce Commission. This action follows a number 
of complaints to the effect that certain railroads 
have established embargoes which have resulted in 
unjust discrimination. The order provides for an 
inquiry of a general nature into “the subject of 
the rules, regulations and practices of carriers in 
establishing embargoes.” 

It is pointed out by the commission, in explaining 
the order, that the Canadian Railway Commission 
prohibits any railway company from issuing an em- 
bargo against any traffic for a period longer than 
four days without first giving notice to the com- 
mission. 

The committee of shippers pushing the matter 
claims that before carriers are permitted to estab- 
lish the embargoes they should be required to file 
complete statements of the reasons and conditions 
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necessitating the same, and be prepared to defend 
all protests that might be filed against the pro- 
posal. The hearing on this matter is scheduled to 
open in Chicago within a few weeks. 
The New Banking and Currency System 
Everything is now in readiness for the putting 


into actual operation of the new fiscal policy of the 


country on November 16. Governor Hamlin, of the 
Federal Reserve Board, is confident that there will 
be little, if any, disarrangement in commercial and 
financial quarters due to the eventful change, so 
carefully have the various preliminaries been 
worked out. 

Officials of the AdminiStration, as well as finan- 
cial authorities throughout the country, are await- 
ing with much interest the formal inauguration of 
the new American monetary establishment which, 
they contend, means much for the future stability 
of the country. The practically unanimous opinion, 
as viewed through Washington official and business 
circles, regardless of political affiliations, is that the 
new system will prove infinitely more practical and 
responsive to the strenuous demands that are bound 
to come upon it than would the existing establish- 
ment. 

The release of the millions of currency that will 
be possible through the lower reserve requirement 
will immediately be felt in business circles gen- 
erally. This fact alone is bound to start the new 
institution off under very favorable auspices. 





Pushing Products Made in U.S. A. 


meee was a large meeting recently of manu- 

facturers and others interested in foreign 
trade, especially exports, which overflowed the 
banquet room of the Waldorf-Astoria, New York. 
[t was under the auspices of the “Made in America” 
Products Association, 115 Broadway. 

Harry Tipper, president of the Advertising Men’s 
League, was chairman of the meeting. One of the 
important matters discussed and adopted was to 
change the slogan to “Made in U. S. A.” from 
“Made in America.” 

It has been suggested that “Made in America” 
may be injudicious, because all of the nationalities 
in both continents of the Western hemisphere con- 
sider themselves Americans and might resent the 
national appropriation of the term by people in the 
United States. 

Also, “Made in U. S. A.” is definite and prevents 
any misunderstanding or ambiguity. Capable manu- 
facturers, when choosing a trade mark or business 
slogan, fully comprehend the wisdom and necessity 
for selecting something which can be continued in- 
definitely, as, if applied to meritorious articles, it 
is more valuable every day, decade or century. Be- 
sides, in seeking orders from customers in Canada, 
Mexico, West Indies, Central and South America, 
it would be senseless to unnecessarily antagonize 
possible customers at the start, even inadvertently. 

At the meeting were hardware men and more 
than a hundred representatives of about forty im- 
portant industries, including producers of scales, 
glass, fire extinguishers, chemicals, cork, varnish, 
printing, gelatine, sugar and cereals. 

The widespread character of those interested, 
whose propaganda will benefit all manufacturers 
and producers in the United States, will be ap- 
parent from the diverse fields to which the speakers 
belong. These included Allen Walker of the United 
States Chamber of Commerce; John J. Fitzgerald, 
secretary of the Paterson Chamber of Commerce 


and director general of the big Paterson Silk Ex- 
position, who said that 80 per cent. of the silks used 
in the United States were made here, although many 
people thought that most of it was imported, and 
that more silk was manufactured in the United 
States than in the four or five leading countries of 
Europe combined. 

Others who spoke were D. H. Ditchett, editor of 
the Dry Goods Economist; Charles E. Spratt, vice- 
president of the Merchants and Manufacturers’ Ex- 
change, and president of the Furniture Exchange; 
Richard H. Waldo, advertising manager of the New 
York Tribune; William Gream, editor of Fashion; 
Mrs. Julian Heath, National President of the House- 
wives’ League, which has decided to issue a stamp 
for use on all stationery, reading “American Goods 
for American Women.” The League has a mem- 
bership of 800,000; Miss Annie Peck, author of a 
book on South America and the famous mountain 
climber; Paul Pierce, of the National Food Maga- 
zine; Joseph Hartigan, Commissioner of the New 
York City Bureau of Weights and Measures, and 
Arthur Brisbane, editor of the Hearst papers. 

Particular attention was called to the successful 
efforts employed in advertising German manufac- 
tures during the last score or two of years, using 
“Made in Germany,” their annual foreign trade 
having totalled at the beginning of the war 
$5,000,000,000. 


THE UNIVERSAL CHAIN & METAL Stamping Co. has 
been incorporated at New York City for $10,000, by 
C. Robertson, J. L. Cohen, B. Carrigan. Company will 
locate at 217 West 110th street. 


A. L. ANDREWS, president of the Andrews Steel Com- 
pany and Newport Rolling Mill Company, Newport, 
Kentucky, left last week for his winter home at Sewalls 
Point, Fla. 


THE INTERLOCKED METALLIC HosE Co. has been incor- 
porated in Newark, N. J., for $20,000, by Walter E 
Phillips, William F. Augis, Edward F. Rastner. 








PROBLEMS OF THE RETAILER 


By J. R. GAMBLE 


HE embarrassing position of the average re- 
tailer, in the distribution of hardware, is be- 
coming more acute every day. He is con- 

tinually ‘““Between the devil and the deep sea.” On 
one hand the question of price is up to him all the 
time. Almost daily he is having prices on standard 
articles quoted to him, by customers, which he 
knows he cannot possibly meet, under his present 
system of buying, and make expenses, much less a 
living profit. 


Necessary Local Expenses a Heavy Drain 


He also knows that these same people who are 
continually wanting him to meet catalog house 
prices are sending their cash to Chicago, and when 
they want credit for sixty or ninety days, or prob- 
ably “Till Fall,” they never fail to call 


The question is, how is he going to be extri- 
cated and who is going to do the work? 

The jobber is the logical men, but there seems 
to be one of three things in his way: It costs 
him too much to do business; he is not satisfied 
with a reasonable profit, or the manufacturers are 
taking care of the catalog houses better than they 
are the jobber. 

If the manufacturer, 85 per cent. of whose 
product ultimately reaches the consumer through 
the retailer, would place the retailer in a position, 
through the jobber, to meet the worst competition 
the problem would be solved: Provided the job- 
ber is willing to do business at a fair and legiti- 
mate profit. 

After all though, the retail merchant is not blame- 
less for his troubles by any means. If 
he would be more business-like in his 





on their old friends, the retailer. 

When the retailer sits down and 
figures up the cost of doing business, 
including his state and county taxes, 
privilege tax, pistol and cartridge li- 
cense (which in some states is almost 
prohibitive), donations to every 
church, school and benevolent society 
in his county, knowing all the time 
that the catalog houses are shipping 
into his territory guns, pistols, shells 
and cartridges and other merchandise, 
and that the range peddler is getting 
the cream of his range business, and 
that neither one of these sources of 
supply is paying any one of the above 
mentioned expenses in his state, he 
is compelled to admit, to himself, the 
utter impossibility of meeting this 
competition and paying the prices he 
has been paying for his goods. 








dealings with the jobber; if he would 
only let the jobber know that he is 
going to buy his goods at the very 
lowest prices he can get, and is going 
to arrange to meet his bills promptly, 
he would find his troubles diminishing 
much faster than he thinks. 

We have never found much trouble 
in getting the right price from cer- 
tain jobbers with whom we have been 
dealing for several years. 

It has always been the policy of our 
company to give the jobber prefer- 
ence on certain lines in our purchases, 
but, of course, we get the very best 
price obtainable, whether it be from 
the manufacturer or the jobber. 

We have often heard it stated that 
the average small retailer hardly ever 
asks a price or has the salesman enter 
prices on duplicate orders left with 














Jobber Hindered in Lending Assistance 


On the other hand, he feels that, 
although his jobber overcharges him 
occasionally, he is, in some respects, the very best 
friend he has—and he is entirely correct. In fact, 
the jobber is indispensable to the average retailer. 
The assembling of a large variety of shelf hard- 
ware, bought in small quantities, cannot be satis- 
factorily done except through the jobber. Buying 
in too large quantities is the failing of the ma- 
jority of retail merchants and in buying goods di- 
rect from the manufacturer the temptation be- 
comes still greater. | 

The retailer is, therefore, between the devil, in 
the shape of the catalog house, on one ‘side and the 
deep sea of high prices on the other. 








J. R. Gamble 





him. As long as he is so careless in 
his purchases he cannot expect to 
meet competition. 

It is a great temptation to the traveling salesman, 
who is working on a commission basis, when prices 
are left to him, to charge all that he may reasonably 
expect his customer will stand. 


An Opportunity for a Leader 


The manufacturer, jobber and retailer—all be- 
ing to blame for the very unsatisfactory condi- 
tions, the one thing needed is a hetter understand- 
ing and agreement between these distributors of 
hardware. The man who can effect this agreement 
and make all live up to it, will be the Moses who 
will finally lead us all out of the wilderness. 





DIN 
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Trade Conditions and Iron, Steel and Hardware Prices 





Expressions of opinion in regard to the 
business outlook are hopeful. 


Financial situation clearing. 


Continued foreign inquiries for steel 


products. 





MARKET SUMMARY FOR THE BUSY READER 


Hand-made window glass manufacturers 
throughout the country resume operations. 


Seasonable lines in hardware in Canada 
better than they were. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., November 10, 1914. 


O better evidence of the extreme depression exist- 
ing in the iron and steel trades, and, in fact, in 
all manufacturing lines, can be given than is set forth 
in a recent blast furnace report showing the condition 
of blast furnaces on November 1, and the present out- 
put of pig iron. The figures show that the total output 
of pig iron of all kinds in the United States in October 
was 1,783,045 tons, or 57,518 tons per day, the lowest 
ebb reached in this country since January 1, 1911. The 
output of pig iron used in making steel, declined from 
1,390,322 tons in September to 1,242,557 tons in Octo- 
ber, or 6,261 tons per day. At the present time the en- 
tire United States is making pig iron at the rate of 
less than 21,000,000 tons per year, while this country 
has made in one year 33,000,000 tons. The output of 
pig iron is likely to grow less instead of increasing, 
unless there should be a very quick turn for the better 
in the steel trade. 

The elections of last Tuesday, which indicated to 
some extent a Republican tidal wave, are expected to 
help the situation sentimentally at least. The Repub- 
lican party has always stood for a high tariff to pro- 
tect American industries, and elections of last week 
indicated very strongly all over the country that the 
policy of the present administration on tariff matters 
is not satisfactory. Recently the American Iron and 
Steel Institute met in Birmingham, Ala., and was at- 
tended by leading steel makers all over the country. 
Expressions of opinion as to the outlook for business 
were hopeful, and it is believed that probably the low 
ebb has been reached, and that very soon there will be 
an increase in the amount of new business being done. 

An encouraging feature of the situation, and one that 
should tell before long for increased business, is the 
fact that stocks held by manufacturers and jobbers all 
over the country are very light. This is indicated by 
the continued volume of small lot buying by retailers 
and consumers from jobbers’ warehouses, and also by 
the fact that orders being sent in by jobbers to the mills 
usually have a mail or wire request for prompt ship- 
ment. It is claimed that new business in steel products 
that is being placed, which is the smallest in some years, 
is really less than the actual consumption of the coun- 
try, and this is another reason why the belief is put 
forth that demand must show improvement in the very 
near future. 

In the matter of prices, there have been no important 
declines in the past week. The market on plates, shapes 
and bars to the large trade has settled down to a 1.10c. 
basis, f.o.b. Pittsburgh, but small lots are bringing 
1.15¢e. to 1.20c., and higher prices are being obtained 
for prompt shipment from warehouses. The market 
on plates is weaker than on steel bars and structural 
material, and a very nice order for plates for reason- 
ably prompt shipment could probably be placed at 1.05c. 
at mill. There has been quite a good tonnage in plates 
sold for export, and some of this business has been 
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taken somewhat under 1.10c. at maker’s mill. The in- 
crease of one point in discounts on wrought steel pipe 
means a reduction of about $1 a ton as an extra prefer- 
ential discount of 2% per cent. given to jobbers, was 
taken off several weeks ago. 

An encouraging feature is the continued foreign de- 
mand for steel products. This is particularly heavy 
for barb wire, but sheets, tin plate and wire nails, and, 
in fact, nearly all kinds of steel products are in foreign 
demand. There have been some heavy orders placed 
for horseshoes, and concerns making these have enough 
domestic and foreign orders on hand to run full to Feb- 
ruary. Recently a large Southern steel company took 
an order for 7000 tons of billets for shipment to Eng- 
land, more than half of which has already been shipped, 
but British mills are now making low prices on steel 
billets and wire rods, and domestic mills will have to 
make lower prices if they expect to continue booking 
foreign orders. 

A matter that is now engaging the attention of the 
large steel manufacturers is the wage question. Al- 
ready three or four of the leading independent steel 
companies have reduced salaries of officials and ton- 
nage men; that is, men that are paid so much per ton 
for turning out steel, and interest centers on the action 
to be taken by the United States Steel Corporation on 
January 1 on this question. On September 30, the Car- 
negie Steel Company, of Pittsburgh, posted notices at 
all of its plants of its desire to terminate the present 
wage scales, and this is taken to mean there is going 
to be a reduction. However, nothing official about this 
has been given out by the Steel Corporation, except 
the statement of Judge Gary at Birmingham last week, 
that the matter has not yet been seriously considered. 
Business in the steel trade is at such a low ebb, and 
financial reports of steel companies show such a tre- 
mendous falling off in earnings that reductions in 
wages would seem to be imperative. The annual re- 
port of the Crucible Steel Company of America, Pitts- 
burgh, for the year ending August 31, 1914, shows a 
falling off in earnings over the previous year of more 
than $3,000,000. 

Business with local jobbers and retailers is holding 
up fairly well, but is of less volume than at this time 
last year. Hardware jobbing houses report that men 
on the road are sending in nearly as many orders as 
usual, but these are small in volume, and do not aggre- 
gate as much business as was going at this time in 
1913. The retail hardware trade, and also consumers, 
are showing no signs of stocking up goods, believing 
that prices are not going to advance in the near future. 
Jobbers are also buying sparingly, as mills are able to 
make prompt deliveries, on account of low condition 
of order books. 

The financial situation seems to be clearing up to 
some extent, and money is more easily obtainable for 
legitimate enterprises than at any time since the Euro- 
pean war started. Collections all over the country are 
generally unsatisfactory. 








November 12, 1914 


WirE Naiis.—There is a continued foreign inquiry 
for wire nails and a fair amount of business is being 
done right along with England, South America, Aus- 
tralia and other countries. The English consumers 
want their wire nails put up in packages of 112 lbs. 
each, and this is being done by a good many mills; in 
fact, the American mills are trying to conform as 
closely as possible to English customs in selling nails, 
and have been able to secure quite a good amount of 
business. The foreign demand for wire nails has helped 
out the domestic situation a good deal, and has given 
the mills more work than they otherwise would have 
had. The domestic demand is quiet and only for small 
lots for prompt shipment. In some cases, the domestic 
price of $1.60 on wire nails has been slightly shaded. 
Specifications against ‘contracts are only fair. 
as follows: In carload lots to jobbers, 


freight added to point of delivery. 
advances over these prices for 


We quote wire nails 
$1.60, f.0.b. Pittsburgh, 
Jobbers charge the usual 
small lots from store. 


Cut Naits.—The demand is only fair and mostly for 
small lots for prompt shipment. Some contracts are 
being filled, but specifications against these are not 
urgent. " 

We quote nails at $1.60 to $1.65. per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.o.b. Pitts- 


burgh, terms 60 days, or 2 per eent. off for cash in 10 days, 
freight added to point of delivery. 


BARB WIRE.—There is a continued heavy demand for 
barb wire, mostly from England and Russia, and one 
authority in the trade states that 60,000 to 75,000 tons 
of barb wire have already been sold for foreign ship- 
ment, and if the present demand keeps up it will soon 
exceed 100,000 tons. The American Steel & Wire Com- 
pany has had a large demand for horseshoes for foreign 
shipment, part of which has been filled from the Shoen- 
berger works in this city. The domestic demand for 
barb wire is dull, and mills report that specifications 
against contracts are not active. 

We quote painted barb wire to jobbers, $1.60; galvanized, 
$2:00 in carloads to jobbers, usual terms, freight added to 


points of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WIRE.—A fair volume of business is going in 
fence wire, and it is larger than in some other lines. 
Mills are having good specifications from jobbers and 
fabricators are buying quite freely. However, the vol- 
ume of trade in wire fencing this year will not be as 
large as expected. 

Prices are as follows: Annealed fence wire in carload lots 


to jobbers, $1.40 base; galvanized, $1.80, with the usual ad- 
vances charged to jobbers for small lots from store. 


IRON AND STEEL BArs.—The market on both iron and 
steel bars is dull, new demand being for small lots and 
specifications from large consumers are not active. The 
agricultural implement makers usually specify heavily 
against contracts for steel bars at this season of the 
year, but the present is an exception, as the mills are 
not receiving very much business from this ciass of con- 
sumers. The new demand for iron bars is dull, and 
prices are weak, especially in the Chicago district, 
where common iron bars have sold at lc. per lb. 

We quote steel bars at 1.10c. to 1.15c. for delivery this 
month anc in December, while for first quarter the makers 


are quoting 1.20c. We quote common iron bars at 1.15c. to 
1.20c., f.o.b. Pittsburgh. 


SHEETS.—The new demand for sheets is only fair, 
and efforts of the mills to maintain prices on the basis 
of 2c. for No. 28 black sheets and 3c. for No. 28 gal- 
vanized have not been successful. Some of the larger 
mills are now quoting 2.90c. on No. 28 galvanized, but 
are still quoting 2c. on No. 28 black. Some other mills 
are quoting 1.90c. on No. 28 black, and seem to be tak- 
ing most of the business that is being placed. Specifica- 
tions against contracts for sheets are not active, and 
as a rule the sheet mills are not operating to more than 
about 50 per cent. of capacity. The regular market 
on No. 28 Bessemer black sheets is now 1.90c. to 2c.; 
on No. 28 galvanized, 2.90c. to 3c., and Nos. 9 and 10 
gauge blue annealed sheets, 1.40c. to 1.45c., at maker’s 
mill. 


SHEETS.— Makers’ prices for mill shipment on sheets 
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of U. S. Standard gauge, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net, or 2 per cent. cash discount in 10 days from 


date of invoice: 


Blue Annealed Sheets 
Cents per Ib. 


De OS Us ik a Cc0.ck vs ones UES Ch beeees 1.35 to 1.40 
Pe DP Ss 5 nb RR bw bk hb 0 eee FES 1.40 to 1.45 
ee: (en ks nb oe Aslan’ hae 1.45 to 1.50 
eee, Ee Me Bw as bss chcdeon tome tans 1.55 to 1.60 
Wee: 3B Me: SOF i oe CSS eS See t i tee 1.65 to 1.70 
Box Annealed Sheets, Cold Rolled 

Cents per Ib. 
a) eS ORR} a ee Poe 1.55 to 1.65 
Sy A no Kec aan awed walk oe ees eae 1.55 to 1.65 
ee ae: BN a bdo 8 bk 0 Ke On hs oe 1.60 to 1.70 
Se ee Se Rn we wee be hbk wah chen 1.65 to 1.75 
a ee ee oS s 6'o'b 6 EK OE OS eee 1.70 to 1.80 
) > ee ee | epee a merpe ee Men ame ee a, = 1.75 to 1.85 
ee ee ss ioe cbc a ncboeasictanene 1.80 to 1.90 
SN Ek ak Ook bre 8k’ Cos 68 tee een cere 1.85 to 1.95 
DOO SE: ab oe 6k a Cad he ih tm ie 1.90 to 2.00 
So ao ts SS wh ek Oh ae hk BO Re oa Re 1.95 to 2.05 
POG Oe eek hae ere a wi et Oe ec bdo 6 eee 


Galvanized Sheets of Black Sheet Gauge 
Cents a Ib. 


Pr: el OI Bt cd caw soeues wise 1.90 to 2.00 
RS oe ak ne eh Sc we 0k be a ee oe 2.00 to 2.10 
ae Ee PT PME meme pees 
en: . eee MA, Ae sn oa niente whee o eae wre 2.15 to 2.25 
2 ee eg ee euee erent 2.30 to 2.40 
Se ae: SS DS wid So és whouden ceeronel 2.45 to 2.55 
Dee ee. ER’ no ns Kd a ee oe 2.60 to 2.70 
WUE oe ea kee eek eS betes ben ee 2.75 to 2.85 
SO OE .sé eo dndi~ead kt kbdneene te vwntie ewe 
DO: Uk. & 5 be eda ws Khe mbes cds ennui 
RG Gc 5 6c 6 as wee eek dd ods ode eee 


CORRUGATED ROOFING SHEETS BY WEIGHT 
a er per Ib 


Painting: 29 5 to 28 19 to 24 12to18 
a EE re "0. 15 0.10 0.05 
Graphite, SE ounce uee ebb 0.25 0.15 0.10 

Forming 
2, Qin, 3 and 5 in. corru- 

WO cs was kao eens 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 Pie} 
52 to 1% in. corrugated. 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

WE MED Ok entices cewek 0.15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
3/15 in. crimped .......... 0.20 0.20 0.20 
Weatherboard siding .......... 0.25 0.25 
emer GON + kc cccietcuce wean 0.25 0.25 
Rock face brick and stone 

MOS 5 i kek pee ohne Res clawed 0.25 0.25 
Roll and cap roofing, with 

caps and cleats ........ 0.25 0.25 
Rocfing valley, 12 in., and 

WEE bia caccicé.o HA Oh kee © ee 0.2 0.25 
Ridge roll and flashing 

(plain or corrugated)... .... 0.65 0.65 0.65 


Nuts, BOLTS AND RIVETS.—New demand is only for 
small lots for prompt shipment. Makers of nuts and 
bolts report that specifications are not coming in freely, 
and operations of plants are on a 40 to 50 per cent. 
basis. The new demand for structural and boiler rivets 
is dull, more especially for boiler rivets, as locomotive 
and boiler shops are running very light and their con- 
sumption of rivets is less than for some years. 


We quote structural rivets at 1.45c. and boiler rivets at 
1.55¢c. in carload lots, small lots taking an advance of about 
te. Discounts on nuts and bolts are as follows in lots of 300 
ib. yd over, delivered within a 20c. freight radius of maker’s 
works: 

Coach and. lag GCTOWS. 6. occ ccc ects 80 and oa = 
Small carriage bolts, cut threads............ 8 

Small carriage bolts, rolled threads. 
Large carriage bolts 


Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. . .80 and 10% off 
Lo a Se DOWD 6 6c ko hws cewek 75 and 10% off 
achine bolts, c.p.c. & t nuts, small......... 80% off 
Machine bolts, c.p.c. & t nuts, large....75and5%o 


Square h.p. nuts, blank and tapped...... $ 


Pe SS... 6o:nh tems Sekten dian .20 off list 
C.P.C. and r. sq. nuts, blank and tapped. 6.00 off list 
Hexagon nuts, *% and MG cede dvends off list 
Hexagon nuts, smaller than &% in...... 7.80 off list 
Cli. Seat WANS WE oss Kve c ccc tue ekes 5.50 off list 
C.P. plain hexagon mut® .......scevsece $5.90 off list 
Semi-fin. hex. nuts, ™% in. or under. .85, 10 & 10% off 


in. and larger. . .85 & 5% off 
80, 30 & 5% off 


Semi-fin. hex. nuts, 
Rivets, 7/16 x 6%, smaller & shorter. 


Rivets, tin plated, packages dns o& hias 0 and 5% off 
Rivets, metallic tinned, packages. . ‘80, 10 and 5% off 
Standard cap screws ..........-. 0, 10 and 10% off 


Standard set-screws ........eee. +75, 10 and 10% off 


STANDARD PIPE.—The National Tube Company has 
increased discounts on wrought steel pipe, which means 
a reduction of $2 per ton ordinarily, but about two 
weeks ago the National Tube Company and all other 
pipe mills cut down the preferential discounts to job- 
bers from 5 and 2% per cent. to 5 per cent., which 
meant an advance in prices of about $1 per ton, so 
that the actual reduction in prices of wrought steel pipe 
is equal to about $1 per ton. This applies on all sizes 
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except 13 to 15-in., which were reduced $12 to $13 per 
ton. However, for some time the old discounts on 13 
to 15-in. pipe had not been sustained, and the discount 
now quoted on 13 to 14-in., which is 63% per cent., and 
on 15-in., which is 61 per cent., more correctly represent 
the actual market. The new demand for merchant pipe 
in October was slightly better than in September, but 
as a rule pipe mills are not operating to more than 
about 40 per cent. of capacity on the average. 

WroucnutT Pire.—The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card on steel 
pipe in effect from November 2, 1914, and iron pipe 
from June 2, 1913, all full weight: 

















Butt Weld 

Steel ron 
Inches Black Galv. | Inches Black Galv. 
» Mm and %... 74 53 and %...... 66 47 
(cer beeeiwe ns 67 wikis Seah bane ae 46 
S60: Bais kicecs +>: ne Me etree 6 see a oo 69 56 
4 to ae 72 61 

Lap Weld 
Pe PP ere ee 78 69 1 Sls Gress! sx o aie 45 
. eB Sk Serre 80 71 Ba eee'ws vie e's 67 56 
8 S&S ree 77 66 eR eer 68 58 
18 and 14...... 63%... 2 Be Bema ovens 70 61 
Sede Reee sax 1 4 Fea ie, 61 
& > Pee 68 55 
segue and Drifted 

1 to 3, butt..... | 1 to 1%, butt.. 70 59 
ae A a 5 owes Re SD eee ss e's 70 59 
2% to 6, lap.. Ren CD bow k's oe 54 43 
A Ps: whe doe A ee 65 54 
se eee 66 56 
| 24 A 4, lap.. 68 59 

Butt Weld, extra strong, plain ends 
% and %... 69 ES EE es eae 63 52 
ecu easkie cad es . BE Seopa 67 60 
ket ae 78 71 te ae 71 62 
2 eee 79 72 and 2% ..... 72 63 

Lap Weld, extra strong, plain ends 
a hee Bae bck ace 75 66 Se ey eab by soe 59 
2 OR pres 77 68 is Pe se es ws 66 58 
a hea 76 67 2 EE RS st 70 61 
7 B66 0s kh Ona 69 58 4 Me he as waren 69 60 
P OR Bes kinseess 64 53 Ss wre errs 63 53 
SP Sree 58 47 
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Lap Weld, a gle strong, plain ends 


Oe nel ee a a ee ee wee 55 49 
2% Ob 452.08 005% 67 sou | on aerate 60 54 
ie tie Bnet 66 59% (Geet OB. nei 59 53 
i Se Remerrery 59 ke & Rh Rare pete 52 42 


To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, on steel and from January 2, 
1914, on iron, are as follows: 


Lap Welded Steel —e Charcoal Iron 


1 OMG B30 6 iad cass: [ Sprverr<gciieeeor 45 
2 cae ow tk a aed an 59 1% ane Ferre 49 
2 ee Wee Ww ceeds css 65 | 2% im. ...ccececee veces 45 
SBMS Wis vcs. cones Sit G6 OM Wh. cscs +5000 54 
3% and 4% in.......4.- wae fo eer 57 
a Be Re re 65 | 3% and 4% in.......... 60 
-& Sh ers ere se eo Ss BO array oe 49 


Locomotive and steamship special charcoal grades bring 


ee prices. 

in. and smaller, over 18 ft., 10 per cent. net extra. 

2 in. and larger, over 22 ft., i0 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloaGs, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River; lengths 
over 22 ft., — all shipments going west of the Mississippi 
River, must be sold f.0.b. — at Pittsburgh basing discount, 
lowered by two points. On standard charcoal iron tubes for 
desirable orders Nhe above discounts are shaded an extra 5, 
and occasionally two 5’s by some makers. 

Tin PLATE.—The dull season in the tin plate trade 
is now on, and operations among the mills are showing 
a large falling off. Most of the contracts placed late 
last year for delivery through 1914 have been filled, 
but a fair amount of tonnage is still due consumers. 
This will be pretty well cleaned up this month, and dur- 
ing December and January operations among the tin 
plate mills will be at a low ebb. There is some new 
demand, mostly from meat packers who are receiving 
large contracts for packed meats for foreign delivery. 
Several of the large Chicago meat packers placed addi- 
tional contracts for tin plate for making cans, and 
this has helped to prolong the tin plate trade this year 
later than usual. Not enough new business is coming 
out to test prices, but in a general way 100 Ib. cokes 
are ranging from $3.15 to $3.25 and 100 lb. ternes $3.10 
to $3.20. 


We quote 100-lb. coke plates at $3.15 to $3.25 per base box, 
depending on the order 

We quote 100 Ib. tortie plates at $3.10 to $3.20 per base 
box, f.o.b. Pittsburgh. 
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Office of HARDWARE AGB, 
New York, November 9, 1914. 


eo is both better and slower in eastern territory, 

according to classes of goods involved. War mate- 
rial and food stuffs for foreign shipment are increas- 
ing largely, and expected to grow in volume and value, 
while business with various foreign countries not in- 
volved in the struggle is gradually perfecting arrange- 
ments to buy more in our markets. The situation is 
one that compels the readjustment of ways and means 
and requires the exercise of patience. 

During the last two weeks the prevailing tone has 
been more confident, and there are excellent reasons 
for it. We have harvested large crops, and there is 
now and will be an exceptional demand for farm products 
and manufactures, much of which is already gathering 
momentum. Industrial and financial leaders are grad- 
ually making new dispositions and arrangements to cope 
with a situation never before paralleled in scope or 
severity. 

Manufacturers and merchants are exercising due 
caution and stocks are depleted, being kept close await- 
ing developments. Some, at least, however, say their 
business is little, if any, below the corresponding period 
a year ago. Ordinary pick up trade is light, but gen- 
erally speaking metropolitan business is on a level with 
last year. Cooler weather is helping lines influenced 
by lower temperatures, and there are evidences of a 
more hopeful feeling. 


Looking ahead a little, there are improved funda- 
mental conditions which should lead to betterments. For 
instance, apprehension in financial circles is disappear- 
ing, which is proved by the restoration of a larger sur- 
plus in bank reserves and the pronounced retirement 
of emergency currency totalling many millions, which 
emphasizes the fact that the necessity for it is passing. 
There is an expansion in the demand for investment 
securities, and the practically assured success of the 
cotton loan pool will materially help the southern situa- 
tion in raw cotton. 

Another favorable factor is the near approach of the 
beginning of operations by the Federal Reserve Banks 
throughout the United States which should, among 
other things, facilitate the placing of loans for business 
purposes on more favorable terms. The raising of the 
embargo on German dye stuffs, which are now coming 
more freely into this country, will help the mills manu- 
facturing textiles. The New York Cotton Exchange, 
it is predicted, will soon re-open, which will also assist 
in moving the cotton crop. 

The last two weeks have shown a slightly better buy- 
ing movement, which is largely due to the considerable 
increase and prospective further increases in foreign 
buying. October shows a favorable trade balance for 
us in the nation of over $60,000,000 on a total of $200,- 
000,000 for October exports. At the rate our exports 
are now increasing this will be much larger in succeed- 
ing months, notably in Europe, but in many other coun- 
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tries as well, which are likely to order in much larger 


quantities because of pressing necessities and the in-- 


terruptions to business in Europe and elsewhere. 

Regardless of what particular interests get actual 
business, others in no way related to the war or exports 
will benefit because of the increase in buying power 
by manufacturers, distributots and individuals who get 
the proceeds of the increased trade. 

Building operations in the United States at large 
show a moderate decline, the aggregate expenditures 
during October this year being $29,120,875, compared 
with $30,211,356 in September last and $34,609,234 in 
October, 1913, showing a decline of 3.6 per cent. in 
October, 1914, compared with last September, and 15.8 
per cent. less than October, 1913. Twenty-five cities 
show increases and 46 cities decreases. 

Clearing house exchanges show considerable losses, 
due principally to the closing of exchanges dealing in 
securities, cotton, etc., but the situation is improving. 
The .latest weekly total in the United States was 
$2,178,271,735, against $3,005,914,219 in 1913 and 
$3,002,566,788 in 1912, a loss of 27.5 per cent. in each 
instance. Decreases of 34.1 and 34.7 per cent. respec- 
tively are shown by the returns at New York City, 
which were occasioned by the suspension of operations 
in principal speculative markets. The falling off at the 
outside centers is 15.9 and 14.2 per cent. compared with 
1913 and 1912 respectively. 


WIRE NaiLs.—Trade in wire nails in this territory 
is still dull and listless, some of the merchants alluding 
to it as neither better nor worse. Distributors are buy- 
ing only as compelled to for the maintenance of a fair 
assortment, or to execute orders as they are received. 


Wire nails, out of store, are based on $1.85 per keg. 


Cut Naits.—This line is about on the usual parity 
with wire nails, merchants specifying only as they are 
forced to, there being no life or snap to the business. 
In the export field what little there was doing between 
this port and the West Indies and Central America 
has dropped out for the present, at least. 


Cut nails, out of store, are $1.85 per keg base. 


WINDOow GLAss.—On November 2 there was a general 
resumption of hand-made window glass manufacture 
throughout the country, the number of plants in opera- 
tion totalling about the same in number as during the 
last fire. In the summer interval a few hand-operated 
factories were adapted for the manufacture of machine- 
made glass, so that the proportion of machine glass 
will be larger than last year. 


Window glass, in Eastern territory, is quoted at 90-10 to 
90-15 on single thick, and 90-15 to 90-20 per cent. discount 
on double thick, jobbers’ list. 

A premium of approximately 10 per cent. is de- 
manded for the A and AA grades of higher quality, 
which is still scarce. 


LINSEED O1IL.—Since our last report prices for linseed 
oil have declined 2c. per gallon, but the stronger market 
for flaxseed in the Northwest advanced oil prices again 
to the figures quoted. Business is only moderately 
active and sales are for jobbing lots. 


Linseed oil, raw, city eo in 5 or more bbis. is 46c. and 


less than 5 bbis., 47c. per ga 
State and Western oil raw, yoo at from 44 to 45c. per 


gal., according to quantity and seller. 
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NAVAL SToRES.—The movement in these staples is 
light with much irregularity and concessions, which 
are influenced by a desire to convert stock into cash. 
A favorable factor in the naval stores situation is the 
report from Washington that the British Ambassador 
had advices from Great Britain that turpentine and 
rosins had been released as conditional contraband. The 
removal of this embargo however has not yet ap- 
preciably affected naval stores in the way of larger 
sales. | 

may turpentine, in yard, has ranged at from 45% to 46c. 
ag tt are dull and nominal, with concessions obtainable 


iven. Common to good strained, on 


where actual orders are 
l. is $3.75, and D grade, $3.80 per 


the basis of 280 lb. per 
bbL 


Rope.—Prices for rope are still on the level, made 
by the reduction of 2c. per lb. base, October 13. Trade 
is very light, but with some favorable signs, one of 
which is that more craft in and about New York Har- 
bor, for instance, are now in commission, and there 
has been a little better trade in the past two weeks. 
One trunk line railroad company alone has forty boats 
more in operation than recently, most of which is 
doubtless because of increased exports to Europe and 
elsewhere, thus employing more tugs and small tenders 
for docking, loading and unloading deep sea vessels. 
Most of the Manila hemp is reaching this country now 
across the Pacific Ocean, coming via Seattle, Wash., and 
with the exception of what is used in Pacific Coast 
rope works, coming overland by rail at increased 
freight costs. 


SHot GuNns.—tThat the price of English single and 
double barrel shot guns is to be advanced is evident 
because of action taken in England, reference to which 
has been made by the London Sporting Goods Review 
and the Gun Maker as follows: “At an extraordinary 
meeting of the Gun Makers’ Association, held at the 
Birmingham Proof House on September 10, it was 
unanimously resolved ‘that in the opinion of this meet- 
ing it is both desirable and necessary that the selling 
prices of single and double barrel sporting, breech-load- 
ing shot guns up to £10 in value should be increased 
by 10 per cent., and that the trade be invited by circular 
to agree to this proposal by increasing their selling 
prices and terms by 10 per cent. accordingly.’ Circulars 
have been: issued to retail firms in all parts of the coun- 
try with a view to securing concerted and unanimous 
action.” 

Whether this action may ultimately affect the prices 
of American made guns is uncertain, but it is a fact 
that several of the manufacturers in this country are 
finding it increasingly difficult to get gun barrels, some 
of which are made abroad, even at much higher prices 
than they have been accustomed to pay. A very large 
proportion of gun barrels are made here by American 
manufacturers, but some of the cheaper barrels have 
been imported. 


Brass AND CoPPER.—On November 2 sheet brass was 
made 13%c., brass rods and wire each 13%c., and 
brazed brass tubes 17%c., base per Ib. 

The volume of business in copper sheets is still very 
light and unsatisfactory. 


Copper sheets are still on the basis of 16%e. per Ib. made 
October 22, and seamless copper tubes 18%c. base per Ib., 
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Office of HARDWARB AGB, 
November 6, 1914 

RADE in seasonable lines of hardware is better 

than it was. Conditions throughout the country 

are favorable, and the retail merchants appear to be 

confident that winter business will be at least normal. 

The falling off in builders’ supplies in the summer and 

fall is not reckoned with very much in connection with 

the winter business, because there is never much ac- 

tivity in construction work in this country during the 
frosty weather. 


On account of the good prices the farmers have been 
receiving for their grain and produce this fall, and the 
good prospects for next season, the retail merchants 
are now disposed to purchase more liberally on Christ- 
mas goods. There is also a fairly active call at present 
for the usual winter sporting supplies. Traveling 
salesmen-report that they find the situation in most 
places quite up to the average, especially where the 
crops were good or fairly good, and where collections 
are now materially improving. 

Demand for stoves, heaters, plumbing supplies, and 
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similar lines used in preparation for winter is satis- 
factory, although somewhat less active than in previous 
corresponding seasons when building operations were 
more brisk. There are not so many new buildings to 
be fitted up, and naturally the trade feels the effect of 
this, but more so in the cities and larger towns than in 


the rural parts. 

Business in paints and oils is slow, but wholesale 
merchants report a satisfactory placing of spring or- 
ders. For the first time in many months a change has 
gone into effect in Winnipeg on window glass wholesale 
prices. Advances ranging from 75c. to $1.00 per 100- 
foot box have been made on all sizes, both single and 
double. This is owing to the serious disturbance to the 
industry in Belgium and England. Canada has for 
some time been getting this commodity from the United 
States, and the market in Canada is said to be follow- 
ing recent advances in the United States. Another 
important recent change in Winnipeg is a drop of 25c. 
on galvanized iron. 


Iowa Retail Hardware Association 


Plans Convention 


HE board of directors of the lowa Retail Hard- 
ware Association met in special session at the 
Savoy Hotel in Des Moines, October 21, 1914. It 
was the regular semi-annual meeting of the board 
and there were present: Vice-President W. J. 
Deering, Atlantic; Directors: G. S. Merriam, Keo- 
kuk; E. M. Healey, Dubuque; Frank B. Lomas, 
Cresco; E. H. Schilling, State Center; A. J. Hoff- 
man, Murray; W. J. Mueller, Ft. Dodge; Secretary 
A. R. Sale, Mason City. 

Among other matters coming up for considera- 
tion was the location and date of the next annual 
meeting, the seventeenth annual convention of the 
association. There were a number of candidates 
asking for the location of the convention; but it 
was thought best to locate the convention at Des 
Moines on account of the facilities offered by the 
Coliseum Building for the exhibit feature of the 
convention, there being no other building in the 
state of such adequate proportions. The dates se- 
lected were February 16, 17, 18, 19. 

The secretary reported that a large number of 
applications for space were on file, although no 
promotion work had been carried on. This in spite 
of the fact that other localities report the sale of 
space very slow where considerable work had been 
done in prospecting for exhibitors. The board de- 
termined that this condition of affairs probably 
arose from the fact that business conditions in 
Iowa were never better than at the present time. 
The very bountiful crops with practically no fail- 
ures in any part of the state, and the high range 
of prices for products with an active demand, en- 
sure a very successful season for 1915. Exhibitors 
were aware of this condition, and while some of 
them may feel the tendency to restrict appropria- 
tions on account of business conditions in other 
states, the Iowa field is full of promise and the 
Iowa Association, in common with other institu- 
tions, will be benefited thereby. 

The usual committees to take charge of the vari- 
ous departments of the convention were appointed, 
some of which were as follows: 

Program Committee: A. R. Sale, E. H. Schilling, 
W. S. Thomas. Exhibit Committee: C. T. Gadd, 
A. J. Hoffman, W. F. Mueller. Question Box Com- 
mittee: L. C. Abbott, F. R. Currie, E. M. Healey. 

It was determined that two of the sessions would 
be executive and given over to the Question Box so 
that this important feature of the program could 
not be side-tracked for set addresses and other time- 
consuming features of convention work. 

Among other matters pertaining to the exhibit 
the board decided that the session of the exhibit 
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would not be open at any session to the general 
public, as they desired the exhibit to be strictly a 
trade exhibit for the benefit of members who are 
seeking to post themselves fully on new goods and 
right prices. 

In connection with other general matters reported 
by the secretary, was the progress of the work in 
the Freight Traffic Bureau, a saving of $376.03 
having already been reported from a list of thirty- 
three members who have forwarded their freight 
bills for audit. About one hundred members were 
reported to have taken out policies in the Employ- 
ers’ Mutual Casualty Association, protecting them- 
selves under the provisions of the new liability law. 
The secretary also reported the work being done by 
the conference committee of the Iowa Retail Associ- 
ations and the organization that is known as the 
Iowa Business Council which was organized for the 
purpose of the betterment of legislation for retail- 
ers and other important association matters. Many 
important associations of the state are united in 
this movement, among them being the Jewelers’ 
Association, Lumbermen’s Association, Shoe Deal- 
ers’ Association, Clothiers’ Association, the Retail 
Merchants and Grocers’ Associations and the Manu- 
facturers’ Association. 


Advertising Manager a Victim of 
the War 


November 7, 1914. 
HARDWARE AGE: 

Gentlemen: A number of accounts of Mr. Le 
Roy’s death have appeared in various publications. 
Up to this time we have been unable to give correct 
details. The following will give you the main facts. 
A recent letter from Mr. Le Roy’s mother states 
that he was wounded slightly in the fighting near 
Rheims. He was taken to the hospital at Dinard, 
where his wound was not considered serious. He 
was apparently in good spirits and getting along 
nicely. His death was attributed to a sudden dis- 
ease of the heart. : 

Mr. Le Roy left this country early in April of 
this year to travel in Europe in the interest of the 
Western Clock Company’s export business. 

He reached Paris on his return a few days before 
mobilization was ordered. It was his desire to re- 
turn to this country, turn in his reports, then go 
back and offer his services to his country. 

Mobilization was ordered at once, preventing his 
return to the United States. Mr. Le Roy wrote 
some remarkable letters before joining his regi- 
ment, which vividly described conditions in Paris 
immediately before and after war was declared. 

Mr. Le Roy was assigned to the One Hundred and 
Fifty-fifth Regiment of reserves, which was first 
sent to Chalons sur Marne for training, and later 
removed to St. Brie because of the German advance 
toward Paris. 

His splendid physical condition and aptitude with 
a rifle enabled him to pass creditably the tests re-. 
quired of seasoned soldiers. He prevailed upon his 
colonel to allow him to accompany a regiment of: 
regulars to the front, thus reaching the firing line. 
a month earlier than he would have otherwise done. 

The last communication received from him was: 
dated September 11 and was written on the train 
en route for the front, in which he tells of meeting 
great numbers of wounded from both armies. 

Mr. Le Roy was advertising manager for the. 
Western Clock Company, La Salle, Ill. He had been 
connected with the company for nearly thirteen. 
years, and his loss is keenly felt. 

WESTERN CLOCK COMPANY... 

H. E. Hackman, Asst. Gen. Mgr. 








Good Heater Talk 


Special Coupon Offer Ad— Announcement Ad of Unusual Interest — 




















coupon’ accepted on each sale 


‘ ol... ° — T 
Sagers’ Silver Saving §pecials 
We are offering you here a chance to save some money on Seasonable goods. These offers hold good until 
Nov. 10, only. and on cash purchases. You must preserit the coupons below to secure these prices. Only one 
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1A beautiful stove 


that is as good as 


it looks. 
Let us show you the advantages 
ofthe Everlasting Fire Pot 


has been imitated but never 
equaled. They are built to ‘last. 


Air tight forever. Let usexplain | 


how the Hot Blast Feature will 
cut down your 


Coal Bill 





| We also have the Reund Ocak, 


Moore’s and Queen Buckeye 


Ranges to fit every purse j. 


Get your range now to cook that 


popularity. Get one now 
and SAVE MONEY. 


, : a on 8 , Ss your paint | The STANDARD. brand in 
Ask A208 —_— For fifty years st genuine } Everybody 7 - ay Here re — as yc mar re pain aan port, : 
caperadboee Beckwith | Quick Mea __ |EXCELSIOR|spaL_DING 
Moore’s Raowad Range WEBER & DAMME | READY mixeD PAINT’: 
1 Air Tight ‘Their special construction features Cs eet Hee You can save 
1g Oak are used on no other WAGON sce s ~ os pe money how on. a 
Heater at less than factory prices | Beinc THE COUPON | Jersey or a sweat- 


Our line of 


ake: | PAINT. VARNISH, ETC. 


is complete 
SAVE HERE 


er for the cold days 
that are coming. 
They are: all-wool 


these Spalding Garments 








This coupon will be accepted as 
per terms of this ad asa 5 per 
cent discount off the cash price 
on a cash purchase ofa Meores 


Air Tight Heater if presented by. 


November 10th., 1914. 
C. H. Sager Hdwe. Co. 





This coupon will be accepted as 
per terms of this ad asa 5 per 
cent discount off the cash price 
on a cash purchase of a Beck- 
with Round Oak Heater if pré- 
sented before Nov. 10, 1914. 


C. H. Sager Hdwe. Co. 





This coupon will be accepted as 
per terms of this ad asa 6 per 
cent discount off the cash price 
on a cash purchase of a Quick 
Meal or Round Oak Range if 
presented before Nov. 10, 1914. 


C. H. Sager Hdwe. Co. 





This coupon will be accepted = as 
per terms of this ad asa 5 per 
cent discount off the cash price 
on a cash purchase of a Weber & 
Damme or 1.H.C. Weber Wagon 
if presented before Nov. 10, 1914. 


C. H. Sager Hdwe. Co. 





This coupon will be accepted as 
per terms of this ad as a 20 per 
cent discount off the cash price 


ed before Nov. 10th, 1914. 
C. H. Sager Hdwe. Co. 


10, 1914. 





This coupon will be accepted. as’ 
per terms of this ad as 4 10. per; 
cent discount off the cash price 
on a cash purchase pf 

Goods if presented by November 





C. H. Sager Hdwe Co.. 


No. 1—The coupon offer in this ad makes a very wide appeal 


Extended Application of the Coupon Idea 


No. 1 (6 cols. x 7 in.). In this ad, the C. H. 
Sager Hardware Company gives the coupon idea 
full sway. Many dealers who have experimented 
with the coupon have made a very limited use of 
it and where the discount is offered on only one 
or two articles, it is easy to see why the plan has 
ofttimes failed to produce encouraging results. 
But here the coupon is made to apply to such diver- 
sified articles as heaters and ranges, wagons, paints 
and athletic garments. Therefore the coupon 
offer in this ad makes a very wide appeal. 
There is, however, one serious fault with this an- 
nouncement, and that is its lack of price quota- 
tions. Only in one panel is price mentioned at all. 
This omission is especially bad in connection with 
a discount coupon where the first thougnt of the 
reader is to mentally figure the discount which rep- 
resents his saving. In this ad he can figure it 
in one panel only. Telling a man you can save 
him 5 or 10 per cent. does not mean much to him 
unless he has a figure fixed in his mind. Try it on 
yourself and see how unsatisfactory it really is. 
In other respects, this ad is well handled. The 
euphonious headline rolls pleasantly in one’s 
mouth and the crisp opening talk explains the pur- 
port of the ad. Just here it would have been well 
to emphasize the fact that the prices without the 
coupon discount represented excellent value. (We 
are supposing the ad to be completely priced.) The 
text matter in each of the panels reads well and 
while brief, furnishes a good idea of the articles 
featured. Typographically, the ad reflects credit 


upon its designer. Not only is it unusual in form 
but its arrangement permits the listing and describ- 
ing of a number of articles in comparatively lim- 
ited space without any confusion. The ad is just 
about minimum depth. , 


Taking a Crack at Old Doc Procrastination 

No. 2 (3 cols. x 7% in.). Since the time when 
our antediluvian ancestors carved out their thoughts 
on rough-hewn stone, writers have ever and anon 
taken a fall out of our good friend, old Doc Pro- 
crastination. To continue our reversion to slang, 
it is still good dope to fire away at the old fellow, 
for we still procrastinate in spite of continual ex- 
hortation. Furthermore, there’s real satisfaction 
in stealing a march, in being a little ahead of the 
game. So then the Hauser Lumber Company is 
justified in devoting some of their space to urging 
early consideration of the heating problem. Their 
heading sounds good to us; it has a friendly and 
inviting ring. Half way through the ad comes a 
switch to description, and this portion is as well 
handled as the opening paragraph. We direct spe- 
cial attention to the reference to appearance, a 
rather new angle of appeal in stove advertising. 
Note how you are directed to examine the illustra- 
tion. Just how much appearance does count in the 
selection of a stove is something of a mystery to 
us, but it sounds reasonable and we cannot help 
believing that some people want their stoves to look 
right as well as work right. Altogether a freshly 
written ad, one that provides interesting and con- 
vincing reading. Sent us by the Hauser Lumber 
Company, Fairfax, Minn. 
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wood finishing products they have added to their 
stocks. In the past, dealers oft times added lines 
that gave the most promise of immediate profit to 
themselves. To-day, dealers are adding lines that 
give the most promise of satisfying their customers 
and winning more friends for the store, and it is 
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Bias Let Us Reason Together | 


It is. almost too warm these days to talk to you about HEATING & 











5 STOVES and yet we are reminded that we are in the last half of the @ 
month of October and judging from other = 
years we may have COLD WEATHER at @ 
any time now. It would therefore be a wise’ 3 
plan to select fhe HEATER you want NOW, @ 
while the stock is complete and get every- @ 
thing in shape before JACK FROST makes {f 
his appearance. f 
IMPERIAL CORAL 7 

HEATERS ; 


Are so constructed that they will take the 
through the 












| IMPERIAL CORAL In Your Home § 
¢ Hauser Lumber Company, Fairfax, Minn. § 
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No. 2—Note how you are directed to examine the 
illustration 


An Announcement Ad Worthy of the Name 


No. 8 (4 cols. x 10% in.). Strictly speaking, an 
announcement is made to inform people of a change, 
a new departure or something apart from the ordi- 
nary run of business. But in reality, an announce- 
ment ad should be an explanation and a justifica- 
tion, which is something a little different from sim- 
ply announcing a fact. Hoff & Brother, Reading, 
Penn., the firm sending us this ad, take the latter 
view, and as a result have here one of the most 
complete announcements that have come to our 
notice for some time. They announce a new 
line and they make it plain that their own in- 
terests were in the background, that first and 












SSS Se See Me oe 
rangements with The Bridgeport Wood Fimishing Company for the 
Gistribution of their famous line of 


RIONDARDRT 


Paint and Wood Finishing 
PRODUCTS 


BEFORE forming this alliance, we thoroughly investigated the merits of all the 


different propositions foremost manufacturers in the country 
Se ne eee ee ne ae grade of 
goods, judged from the of economy, practicability and durability. 


Through this ee ee ee gna eat aare 
and are today being used on the most famays buildings in the country. 

If you are an the ificati of Brid Standard P. duct ‘The most attractively Suished 
means and satisfaction to the owner. - fae aus ae tet te ane’ 
* If you are a PAINTER GR Bridgeport Standard Products ee Sant oe 
will reputation and capture the best jobs. : 

H you area P OWNER, Prepared Paint will ae oy aia ot ee 
cugis tor ines tip Gio pene Gan extteany : ° pe epee gm 

If you are a HO! there is furniture, woodwork, floors and walls 

; Standard Products will do this 


: it you are BUILDING A HOME, the added aan St Svein Cares 
woodwork is secured through Bridgeport Standard Wood The same ar- 
tate and ctonounical sascha, whether 2 palotial residence or nunpeasive banguiow. 

We can hatp you on enytiang ond overything pertaining to patete or west Suishen wen 


Our tactiinien for carving you are the best, Call and ese ot, or telephone. Bell, 410, Com 
eonticta test BS 


HOFF & BRO., Inc. 


403 Pern Square 
READING'S PLAIN FIGURE HARDWARE STORE 




















No. 1—They make it plain that their own intoveste 
were in the background 


foremost in their considerations were the in- 
terests of their customers. With this explana- 
tion they justify their move by pointing out the 
whys and wherefores of a new line of paints and 


fitting that the public be told of this. 
from the ad, 
paint concern with a view of protecting our custo- 
mers’ interests.” 


good business. 
the architect, the contractor and the painter is well 


To quote 
“We have made an alliance with a 


This isn’t altruistic, but simply 
The further appeal of the text to 


taken and rounds out a very effective announce- 
ment. The typographical display is well worked 
out. The corner illustrations balance well and the 
trade-mark cut is placed in the most advantageous 


position. 
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No. 4—The Ghuntration sili piiesiianeahte to the effect 
of the ad 


Purely an Announcement 


No. 4 (2 cols. x 5 in.). Here is another ad from 
Hoff & Brother that is simply an announcement 
that the firm is ready to supply needs in the gun 
and ammunition line. The illustration adds 
immeasurably to the effect of the ad, and it serves 
its purpose as a reminder to the sportsman. This 
ad should be followed up by a larger ad which 
should give the details and quote prices. 


THE List OF BRANCH OFFICES of the Bureau of For- 
eign & Domestic Commerce, Department of Commerce, 
now in operation, are as follows: New York, Room 
409, United States Custom House; Chicago, 629 Fed- 
eral Building; New Orleans, Association of Commerce 
Building; San Francisco, 310 United States Custom 
House; Atlanta, 224 Post Office Building; Seattle, 1207 
Alaska Building; Boston, 752 Oliver Building. 


To MAKE COMMERCIAL INVESTIGATIONS abroad, the 
Department of Commerce has sent commercial agent 
Garrard Harris to Central America for a general in- 
vestigation of market openings. B. Joachim has gone 
to Guatemala to ascertain what commercial openings 
exist there for American goods. S. H. Smith will cover 
Asia, studying the market for lumber and lumber prod- 
ucts in the Orient. Commercial Agent R. E. Simmons 
will cover South America, investigating opportunities 
there for American goods. 


Many a man has an axe to grind who hasn’t anything 
to chop.— Exchange. 








|| SHEET METAL DEPARTMENT | 


FIREPROOF GARAGES WILL INCREASE 
PROFITS 


Erection Is Simple and Arguments Many for Durability and Fireproof 
Qualities—Large Field for Sale 

















A sheet metal garage, built to house one motor car 


O sheet metal contractor would refuse to were of frame construction, irrespective of whether 
accept a contract on which he is assured a_ the car was valued at $500 or $5,000. It is also the 
profitable margin averaging from 20 to 30 practice of some automobile owners to leave their 

per cent., yet the growth of the automobile and cars at a public garage, and this is attended with 
motor truck industry has provided an opportunity many disadvantages. 
of which apparently few are taking advantage. The Let us compare the sheet metal garage with either 
portable sheet metal garage is an effective means of the aforementioned structures: 
for increasing sales, and there are many argu- In the first place, it may be pointed out to the 
ments in favor of the handling of this line of prospective buyer of a fireproof garage that, no 
equipment. matter what priced car he has, it is essential that 
If it were possible for every sheet metal con- it should be protected from fire and vandalism. 
tractor to secure the names of every one in his With a sheet metal garage he is assured of a sub- 
town owning automobiles, and to visit the garages stantial building, presenting an appearance that 
housing them, he would find that the great majority will make it an ornament to any home property. 
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Garages suitable for hotel or apartment building use may be constructed with any number of separate com- 
partments 


The fact that it is portable is anothe’ argument in 
its favor, for should the owner decide to move he can 
take his garage along with him. 

An additional feature of the fireproof garage is 
that the cost of maintenance is small. There is 
nothing to warp, rot, or wear out, and its perman- 
ency is assured. 

The cost of fireproof garages should not be con- 
sidered as an argument against their erection, when 
it is remembered that the investment in the car 
itself makes the matter of protection from fire and 
thievery necessary. 

The man who stores his car in a fireproof garage 
will get better insurance rates. As a conclusive 
argument, it must be pointed out that the gasoline 
clause in most insurance policies does not permit 
the storage of the necessary quantity of gasoline 
or other inflammable oils, except in a fireproof 
building, unless an additional premium is paid. The 
oil which will drop on the floor, in spite of the 
utmost care, and the oily waste which may ignite by 
spontaneous combustion, are recognized as a con- 
tinual source of danger, not only to the garage, but 
to buildings in the immediate vicinity. 

A fireproof garage reduces the running expenses 
of the car. If it is so desired the installation of 
an oil tank permits the owner to buy gasoline in 
large quantities, which, together with the lower 
insurance rate, effects a saving which will amount 
to a considerable sum in a few years. The sheet 
metal garage receives the hearty endorsement of 
fire departments, insurance companies, civic au- 
thorities, and those who are anxious to prevent fire 
wherever possible. 

Most cars are approximately 6 ft. wide and range 
from 10 to 16 ft. long, so that the space required 
should not be more than 10 ft. wide and 2 ft. longer 
than the car. Of course, should it be desired by 
the buyer to have the equipment include a work 
bench, then additional space for this feature would 
have to be allowed. 

The individual owner of an automobile should not 
be the only prospect for the sheet metal contractor. 
There are, in every town, apartment buildings with 
several occupants, possibly owning one or two cars, 
while the storekeepers have auto trucks. All these 
men are legitimate prospects for fireproof garages. 
It is to their ultimate advantage to erect them, and 


probably sooner or later laws may be passed com- 
pelling their construction. 

The accompanying illustrations show two types 
of fireproof garages. One, it will be seen, is just 
large enough to take care of one car, while the 
other will house no less than four cars. One such 
as the latter may be erected in connection with an 
apartment building, or adjacent to a factory where 
several trucks are used. It will be seen that the 
doors are substantial, and they may be equipped 
with patent lock and latch devices. 

The sheet metal contractor may argue that he 
has not the necessary machinery equipment to 
manufacture these garages. On investigation he 
will find that there are several sheet metal manu- 
facturers who make these fireproof structures with 
few parts, so that the simplicity in installation is 
brought down to the least number of operations. 
Most types of sheet metal garages may be erected 
in a few hours, and the net profit shown will com- 
pare very favorably with other lines. 

There is an opportunity for the sheet metal con- 
tractor who has a car or auto truck and not a fire- 
proof garage, to start right at home in his garage 
campaign by erecting one in the very near future 
for his own use. In this respect he will receive 
the hearty co-operation of the manufacturer, and 
all the help necessary in the way of instructive lit- 
erature and valuable suggestions to further his 
efforts. The manufacturers have a number of sizes 
and styles of architecture that will appeal to most 
tastes. Once one garage is sold it will pave the 
way to more future business. Why not investigate? 
You can guarantee their durability and you can- 
not fail to please. 


JOHN J. MAPP, manager of the New Orleans branch 
of the National Enameling & Stamping Company, Bal- 
timore, Md., left on the steamer “Vestris,” October 24, 
for South America. The first stop will be Rio de 
Janeire, Brazil, and other points will be made in Bra- 
zil and Uruguay. He expects to reach Buenos Ayres, 
Argentine, about December 3. Mr. Mapp will probably 
make his headquarters at the Plaza Hotel, Buenos 
Ayres, while in Argentine. On leaving here he will go 
across the Andes to Valparaiso and Santiago, Chile, 
and up the west coast, stopping at, points in Peru, 
Bolivia and Ecuador, and then back to New York by 
way of Panama and Colon. Mr. Mapp expects to 
reach New York about March 1. 
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Stanley's 
No. 1776-J1 


Garage Door 
Sets 


Containing 


Complete Hardware Equipment 
for Garage with Double Doors 








E ee eee Sets include the following: 


3 pairs No. 960-J1 10-inch Extra Heavy Tee Hinges, 
with Reversed Pads. 

1 No. 1055-J1 6-inch Wrought Stee] Chain Bolt. 

1 No. 1056-J1 6-inch Wrought Stee! Foot Bolt. 

1 No. 1260-J1 No. 4 Thumb Latch. 

1 No. 1257-J1 No. 4 Handle. 


All the above in Dead Black Japanned Finish. 


No. 1776-J1 Garage door set, supplies the One Set No. 1776-J1 
demand for a quality set at moderate cost. Stanley Garage Hardware 
The extra heavy 10-inch hinges have reversed Complete in the 
pads to permit application to jamb of the door. Strong Stanley Telescope Box 


The plates of the 6-inch chain and foot bolts 
are the same size, making a neat combination. 

The wrought steel thumb latch with 8%- 
inch handle is fitted with padlock eyes so 
doors can be securely locked. 

The wrought steel pull No. 1257 is the 
same size as the handle of No. 1260 set, and 
is applied to the other door. The advantage 
of.two handles for drawing the doors shut is 





obvious. 

eels a ae aes Eeeet Se ee A neat handy package for your shelves. 
ware a neat dignified appearance. Saves time and labor. ° 

Send your order to your jobber now, and Size of Box: 1234 x 7% x 2% inches. 
ask us for printed matter with complete de- Gross Weight: 20 pounds. 
scription to enclose with your letters and Each item is wrapped separately and screws 
invoices. of proper size and finish are included. 








SEE PAGE 31, 
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NEW BRITAIN. CONNECTICUT, 


HNEW YORK. CANADIAN REPRESENTATIVE 
A. MACFARLANE & CO., Coristine Bldg., Montreal 








NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Griffin Garage Door Holder 


The Griffin Mfg. Co., Erie, Pa., has 
just placed upon the market the Grif- 
fin garage door holder, which is de- 




















The Griffin garage door holder in use 


signed to hold open all heavy doors, 
such as garage doors. The company 
states that this holder will secure a 
door tightly against the wind or other 
causes which might tend to slam it. 
This holder is stated to be strong and 
well made. 

The company states that the garage 
door holder may be easily installed by 
anyone who can handle a hammer and 
screw driver. This device is fastened 
on the upper part of the door, thus 
allowing plenty of clearance. 

When the door is thrown open in a 
natural way the bar or lever locks 
itself, holding the door open in the 
position at which it is set. A slight 
pull on a chain attached in a con- 
venient position tips the lock and 
allows the door to close in the ordinary 
way. When the door is closed the 
holder lays well against the door and 
it is not in the way. 


.44 and .410 Gauge Shotguns 


The J. Stevens Arms & Tool Com- 
pany, Chicopee Falls, Mass., is now 
offering to the trade its No. 106 and 
108 light weight single barrel shot- 
guns in .44 and .410 gauges, the .44 
gauge being furnished with a 26-inch 
barrel only and the .410 gauge being 
furnished with both 26 and 30-inch 
barrels. These shotguns have case 
hardened frames, walnut stocks and 
rubber butt plates. The barrel and 
lug are one piece, which is forged 
from a solid bar of steel. The price 
of the No. 106, fitted with a plain 
extractor is $5.50, and the price of 
No. 108, with automatic ejector, is 
$6.00. 

It is stated by the company that 
light weight shotguns in the very 
small gauges are steadily increasing 


in popularity in this country. This is 
said to be natural, as this class of 
shotguns has been largely used in 
most foreign countries for several 
years. Heretofore, lack of suitable 
ammunition has prevented the general 
use of small gauge, light weight shot- 
guns in the United States, but at 
present at least two American ammu- 
nition makers are engaged in the 
manufacture of a .410 gauge shell, 
and the Stevens company predicts that 
within a short time the other makers 
will follow suit. 

The popularity of the small gauge 
shotgun in this country is quite gen- 
eral, there being some 20,000 of these 
guns sold annually in the United 
States in the .44 gauge size. With 
the introduction of the cheaper .410 
gauge paper shells it is almost cer- 
tain, says the company, that a greatly 
increased use of small gauge guns will 
follow. 


The Hauck Kerosene Torch 


The Hauck Mfg. Company, Brook- 
lyn, N. Y., has just placed on the 
market a kerosene torch which is 
claimed to be of novel design. The 
company states that this torch was 
especially made to take the place of 

















New Hauck kerosene torch 


the gasoline torch, it being intended 
for use in places where gasoline 
torches are prohibited or restricted. 

One of the most important features 
of this new torch is the construction 
of the bronze burner. The oil pas- 
sageways are especially large, and 
they are so arranged that only one 
plug has to be unscrewed in order to 
clean the burner. By a special oil 
regulating valve, the flame can be ad- 
justed to any size from 8 inches in 
length by 1-inch in diameter to the 
finest point. 

It is claimed by the company, that, 
as kerosene contains more heating 
units than gasoline, the temperature 
obtained with this torch is higher than 
that of a gasoline torch. It is also 
claimed that strong wind or cold 
weather will not affect the flame in 
any way, and this feature is stated to 
be especially desirable in a torch for 
the use of linemen or others working 
outdoors. The Hauck kerosene torch 
is also furnished in connection with 
a light furnace, for ‘melting solder and 
heating soldering coppers. 
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The “Handy-Man” Tool Kit 

The American Novelty Company, 
Washington, D. C., is putting out the 
“Handy-Man” tool kit, which is stated 

















“Handy-Man” tool kit, made by the Ameri- 
can Novelty Company 


to be very compact and practical. The 
company states that each tool in the 
“Handy-Man” kit is thoroughly trust- 
worthy and practical, the whole outfit 
being designed from the viewpoint of 
utility. The entire set of tools is put 
up in a drawn-steel gun metal finished 
box, the size of which is 5 by 6 by 2 
inches. 

Each tcol is firmly held in place by 
steel snap springs and jackets, which 
prevent the tools from moving about, 
and rattling. It is stated that no 
matter in what position the kit is car- 
ried, or how much it is shaken, the 
tools will not become dislodged. The 
set consists of fifteen high grade tools, 
in combination with an interchange- 
able handle, and the company states 
that every tool in this set is one 
which is brought into daily use. 

The illustration shows ten of these 
tools, the other five being compactly 
nested in the handle itself. The tools 
consist of a ball pein hammer, a Diss- 
ton saw, an awl, a pair of Bernhard 
pliers and wire cutters, a gimlet, a 
tack puller, a chisel, a gouge chisel, a 
can opener, a corkscrew, a_ large 
screwdriver, a small screwdriver, a 
three-cornered file and a punch. The 
American Novelty Company states 
that it will send a sample kit by par- 
cel post, charges prepaid, at the regu- 
lar whole-quantity price of $33 per 
dozen or $2.75 each. 


THE SuUPERIOR LADDER COMPANY, 
Goshen, Ind., has completed the addi- 
tion to its factory, and this with other 
recent additions makes the total floor 
space of the plant 36,000 square feet. 
The concern has also increased its 
efficiency by the installation of mod- 
ern and up-to-date machinery. All 
kinds of ladders, lawn swings and 
porch settees are included in the com- 
pany’s products. 
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No. 90 
R-W Steel Hatchet 
Plain Head—aAn ideal household hatchet 








Nos. 282 and 382 
R-W Adjustable Malleable D’s 
for shovels, spading and manure fork hanm- 
dles, handled ice shaves, etc. 

















When your cus- 
tomer asks for any 
of these specialties, 
are you in position 
to supply him? 

They sell and 





satisfy. 
No. 211 
R-W Steel Foot Scraper R.W 
Hardware 
Specialties 


A complete line 
which you will do well 
to investigate. Go 
over the line with our 
traveler on his next 
No. 210 call, or write us for de- 


R-W Foot Scraper : 
for concrete walks or steps tails and prices. 
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No. 130 
R-W Tiger Steel Wagon Jack 
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New type of iron fence, recently brought out by the Cincinnati Iron Fence Company, Cincinnati, Ohio 


A New Iron Fence 


The Cincinnati Iron Fence Com- 
pany, Cincinnati, Ohio, has put a new 
type of iron fence on the market. This 
special design was adopted by the Cin- 
cinnati Board of Park Commissioners 
for enclosing playgrounds. 

As will be noted, there are no sharp 
pickets to harm the children in case 
they try to climb the fence. Its de- 
sign is severely plain, but the general 
effect is pleasing to the eye, and the 
company states that the cost of this 
style of fence is cheaper than a 
wooden one. It is further stated that 
only the best quality of wrought iron 
enters into its construction, and that 
it will last a lifetime with ordinary 
care. Another advantage claimed for 
this fence is its rigidity, which is a 
matter to be considered in fencing a 
playground, in order to protect the 
children from runaway accidents, etc. 


“Leonard” Refrigerator 
Lock 


The Grand Rapids Refrigerator 
Company, Grand Rapids, Mich., has 
recently brought out the new “Leon- 
ard” refrigerator lock, which is being 
used in the construction of all 


“Leonard Cleanable” refrigerators. 
The company states that this new lock 
is a fulcrum latch, with trigger es- 
capement. It is automatic in its oper- 
ation, and the company further claims 
that it will save a_ considerable 
amount of money for the user by al- 
ways keeping the refrigerator door 

















“Leonard” refrigerator lock 


tightly closed, which prevents the ice 
from melting rapidly. 

No lever is required to engage the 
latch, but the rigid steel spring, which 
the company states is released by even 
a gentle swing of the refrigerator 
door, draws the door into air tight 
contact, its frame being under a con- 
stant pressure of thirty pounds. The 

















“R-wWw” vertical sey | gable door fixtures No. 279 at left; the illustration at the right 
e 


“R-W” double sliding gable door fixtures No. 278 


release of the spring catch is stated to 
be very simple also. Another advan- 
tage claimed for this new lock is that, 
because the door of the refrigerator 
is never left ajar, proper ventilation 
continues without prolonged interrup- 
tion, and the food supply is preserved 
unusually long and under sanitary 
conditions of refrigeration. 


Sliding Gable Door Fixtures 


The Richards-Wilcox Mfg. Com- 
pany, Aurora, Ill., and 85 Walker 
street, New York City, has supple- 
mented its line of door fixtures by 
the addition of sets for double sliding, 
and vertical sliding gable door fix- 
tures. 

The No. 278 “R-W” double sliding 
gable door fixtures are made to pro- 
vide easy operating gable doors in 
barns for hay lofts, etc. The track 
is mounted parallel with the roof, and 
the hangers are attached in the same 
manner as on any barn door. Each 
door is counterbalanced by weights 
attached to a steel cable, which 
passes over two cable pulleys located 
above each door. This permits of 
the doors being lowered or raised 
easily, and the use of all or part of 
the opening, as desired. A steel guide 
holds the bottom of the doors against 
the building when closed, and also 
acts as a guide and stop when 
opened. The door is counterbalanced 
by weights attached to a steel cable, 
which passes over two cable pulleys, 
located above the door. 

Counterbalanced weights can be 
made of any convenient material, al- 
though concrete weights are recom- 
mended. Concrete weighs 137 pounds 
to the cubic foot, and where 2 x 6- 
inch studding is used, the weight 
should be made 8 inches wide, 5 
inches thick, and in hight according 
to the weight of the door. 

The “R-W” vertical sliding gable 
door fixture No. 279 is stated to be 
made to meet a demand for a good, 
low-priced outfit, and it is only used 
with vertical sliding doors. The 
guides operate on a steel track with 
brackets attached on 24-inch center, 
the track being made in 6, 8 and 10- 
foot lengths. 
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The Burglar 


. = os. 
Alarm 


Rattay & Martin, 3313 North Sev- 
enteenth street, Philadelphia, Pa., 
have placed on the market the “B. & 
B.” burglar alarm, which is of unique 
design. This new alarm operates on 
the same basic principal as the revol- 
ver, in that, when it is set, the slight- 
est opening of the door to which it is 
attached will cause the blank car- 
tridge with which it is loaded to ex- 
plode. The company states that the 
explosion of the cartridge will scare 
away the burglar and awaken the 
occupant of the house to which the 
thief sought entrance. 

An added feature of protection em- 
bodied in this device is that, at the 
same time the cartridge explodes a 
cross piece on the alarm prevents the 
door from opening. Many advan- 


























Working drawing showing operation and 
coustruction af — “B. & B.” burglar 
alarm 





tages are claimed for the “B. & B.” 
burglar alarm, chief among which are 
its small size, permanency, the fact 
that it can be attached to any window 
or door, its safety and low cost. 


THe Kiet Mrc. Company, Albert 
Lea, Minn., manufacturer of wash- 
ing machines, has commenced work on 
its new building, 50 x 120 feet, to be 
se arranged that enlargement can be 
made at any time in the future, ac- 
cording to the company’s growth. The 
company states after it is settled in 
its new home, it’ intends making all 
the different parts of the machine, ex- 
cept the castings, which will be made 
by the local foundries for the present. 
Heretofore practically all parts have 
been made in other cities, and only 
the assembling has been done in 
Albert Lea. 
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Standard electric range at left; the right 
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Standard Electric Range 
and Cooker 


The Standard Electric Stove Com- 
pany, Toledo, Ohio, is making a num- 
ber of electric ranges and electric 
cookers. The No. 285 Standard elec- 


tric range, which is herewith illus-— 


trated is stated by the company to 
embody the essential construction 
necessary to operate on a_ small 
amount of electric current. 

This range has two electrically 
heated, aluminum cooking compart- 
ments, which are fitted with tight- 
closing, hinged covers. A “V” shaped 
groove makes a “water-seal,” heat- 
resisting top, and the company states 
that the heavy rock-wool insulated 
compartments retain heat for cooking 
purposes long after the current is dis- 
connected. All the electrical connec- 
tions are located below the solid cast 
iron bottom of these compartments, 
and they are accessible by removing 
the lower cover. 

The Standard electric range also has 
three aluminum lined ovens of differ- 
ent sizes. The full glass front in the 
oven door permits the food to be seen 
cooking without opening the oven. 
Like the lower compartments, the oven 
is thoroughly insulated, and it is pro- 
vided with an exhaust valve for the 
excess steam. The full nickel-plated 
door locks with a lever handle, eccen- 
tric catch. This range also has a 
canopied shelf, and a built-in clock 
regulator, which prevents the excess- 
ive use of electric current for cook- 
ing or accidental damage to the range 
from overheating. This range is 
trimmed with nickel plate, and it is 
finished in blue-black enamel. Each 
of the No. 285 ranges is supplied with 
kettles, a pie rack, a lifting hook and 
a cook and direction book. 

The Standard electric cooker, No. 
1700, may be attached to any lamp 
socket. The company states that this 
cooker will generate enough heat af- 
ter the current has been turned on for 
a few minutes to cook almost any food 
in a “fireless” way. The outer case is 
made of rust-resisting metal, enam- 
eled in white. It has polished steel 
trimmings and it is lined throughout 
with heavy sheet aluminum. This 
cooker is mounted on ball bearing cast- 
ers and it can be furnished either with 
or without an automatic regulator. 


hand illustration shows the Standard electric 
ooker 


“Blue Belle” Oil Stove 


The Shapleigh Hardware Company, 
St. Louis, Mo., has recently placed on 
the market the “Blue Belle” oil stove, 
which is made in both high shelf and 
flat tov styles, with two, three ana 
foc: pourners. The company states 
that the “Blue Belle” stove contains 

















“Blue Belle’ oil stove 


features which are the result of many 
tests and experiments. This stove is 
stated to be heavy in construction and 
substantial in appearance. All joints 
are leak proof. The oil supply pipe 
iS threaded into a heavy cast iron 
oil bowl and then galvanized hot, 
which process is stated to make the 
supply pipe oil tight. The combus- 
tion tubes are tightly drawn in one 
piece from heavy steel, making them 
perfectly round. 

It is stated by the company that 
the intense blue flame, being placed 
against the cooking utensils, gives ex- 
ceptionally quick results, and that this 
arrangement uses little oil. The oil 
tank is made of flint glass and it has 
a capacity of one gallon. 


A RECENT ANNOUNCEMENT from the 
Stewart-Warner Speedometer Corpo- 
ration, Chicago, IIl., is to the effect 
that a dividend of 1% per cent. on 
the preferred, and 1% per cent. on 
the common stock of the company 
has been declared. Both of these divi- 
dends are payable on November 1, to 
stockholders of record on October 24. 
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“Some Fine Day Ill Wanrenize’ 


This often repeated statement of the hardware retailer is easily 
understood when you realize that by the installation of an equip- 
ment of Warren Fixtures 


Sales Increase Time is Saved 
Drudgery Vanishes 


and the pleasure of being in business is doubled. 


Warren Fixtures are the Standard fixtures of the retail hendvuwre trade. : 
They are recognized everywhere as the finest made hardware fixtures money can buy. 


The price of Warren Fixtures is only as high as is consistent with the material and 
workmanship that go into their manufacture. 


A wide range of units from which to choose places Warren Fixtures within the reach of 
every size stock or pocketbook. 


Efficient store designing has been our life-study. Our expert advice is free to you. 
If you cannot determine just what kind of fixtures to install to meet your particular condi- 
tions, let us help you. 


Catalogs Nos. 65 and 212. 


J. D. Warren Manufacturing Co. 
Masonic Temple, Chicago 


Eastern Display Room, 253 Broadway, N. Y. 


Warren Fixtures are manufactured in the largest and finest equipped plant of 
its kind in the world 


OU 
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L. H. Treadway Federal Reserve 
Bank Director 


ARDWARE men will be interested in the news 
that Lyman H. Treadway, president of the 
Peck, Stow & Wilcox Company, has been appointed 
to the board of directors of the new Federal Re- 
serve Bank at Cleveland. This honor finds a worthy 
recipient in a man who has long occupied a promi- 
nent place in a great American industry, as well as 
among public spirited citizens. 
Mr. Treadway has been associated with hardware 
manufacturing for thirty-three years, having en- 
tered the Wilcox-Treadway Company at the age of 

















L. H. Treadway, president of the Peck, Stow & Wilcox 
Company, and a director of the new Federal Reserve 
Bank at Cleveland 


19. He passed rapidly from one position to another 
until he finally succeeded his father as the president 
of the Peck, Stow & Wilcox Company, in which the 
Wilcox-Treadway Company had been merged. 

Mr. Treadway’s experience in the hardware field 
includes an intimate knowledge of every branch and 
department. His close study of the industry has en- 
abled him to devote his keen business judgment and 
unusual executive ability tothefurther building-up of 
a great organization which dates back to the year 
1819, when Seth Peck obtained the first patent on tin- 
ners’ tools in this country, and which has a country- 
wide reputation for the manufacture of the highest 
grade tinsmiths’ and sheet metal workers’ tools and 
machines, mechanics’ hand tools, builders’ hardware 
and general hardware. The company recently erect- 
ed at Southington, Conn., one of the largest and 
most completely equipped tool-making plants in the 
country. He is well fitted for the honor conferred 
upon him naving been actively interested in local 
banking circles. 


THE OPSATA Motor PLOW COMPANY, Eau Claire, 
Wis., has started the erection of a modern building, 
to be constructed of concrete. The company is organ- 
ized for the purpose of manufacturing a new type of 
motor plow. M. S. Opsata is president. 


Otis & MoE Mra. CoMPANY, manufacturer of a com- 
plete line of poultry supplies and appliances, announces 
the removal of its office from the new Otis Building 
to 1108 West Washington Boulevard, Chicago, [Il. 


H. T. Potter, of the Wyoming Shovel Company, 
Pittsburgh, Pa., spent last week in Cincinnati, calling 
on the trade in that territory. 
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Getting Business Beyond the Firing 
Line 
NE of the best sales-merchants in the world has 
failed—and had his shop shut up simply be- 
cause he tried to make all the sales in his store him- 
self. 

The old saying, “Make your brains save your 
heels,” if paraphrased into “Make your displays save 
your tongue,” could well be pasted on every hard- 
ware dealer’s desk. 

Make your store do most of your work. Have 
your goods in such display that every time cus- 
tomers drop in the rapid-fire guns of well-shown 
goods are turned loose on them. 

You are the general. Your clerks are your offi- 
cers. Your goods are the privates that make up 
your army. 

Your window is the skirmish line—and many a 
battle is won right there—the prospective customer 
is shot so full of holes before he ever enters your 
door that he almost begs to surrender. 

Have your skirmish line always filled with fresh 
sharpshooters. 

Again, it is necessary to do a little scouting, to 
look over the public fortifications. Do this yourself. 
Hitch up old Dobbin, crank up your Ford, or climb 
into your Pierce-Arrow, get a smile on your face, a 
notebook and pencil in your pocket, and go into the 
country and talk things over with “the man behind 
the plow.” Become interested in his farm, his 
babies, his barn, and his machinery. If you are 
even a fair conversationalist — which in this case 
means an interested questioner—you can, by a little 
diplomacy, in a very few moments get a line on that 
farmer’s desires and his needs that you can cash 
into profits. 

Take a look a this barn door. If it works well 
and he’s proud of it, or if it’s no good and he’s proud 
of it, tell him it’s a dandy, and show him how inter- 
ested you are in the calves. If the barn door doesn’t 
work right and he admits it, then tell him to come 
in next time he is in town and see the “Bird Proof.” 

After admiring the calves, ask him if he ever saw 
any of those steel calf pens. If he hasn’t, tell him 
about them, and nine chances out of ten he will come 
in and get prices before he ever builds another pen 
of any kind. 

The same line of talk can be put over successfully 
in regard to his cow stalls, stanchions, hay tools, 
mowers, reaper, washing machine, safety razor, and 
corn binder. 

Do not for one minute think that you can get next 
to a man in the store the way you can at his home. 
The farmer appreciates your visiting him and will 
be brought closer to you than he ever was before. 

Neither should your clerks be confined too closely 
to their intrenchments behind the counters. Let 
them do a little scouting now and then. If they are 
not interested enough in your battle with the public 
to get out and shake a grimy hand, they are not the 
officers you should have. 

It is up to you as commander-in-chief to plan for 
your army. Generals Grant and Lee did their work 
with their brains. I have never heard that either of 
them had any particular record as a rifle marks- 
man. 

Put the martial spirit into your help. It is up to 
you to conceive the plan of attack, but developed loy- 
alty in your clerks will soon have them ranging your 
guns in the windows, on the floor, on the shelves and 
in the show cases in a way that will shoot customers’ 
pocketbooks full of holes. 

By Clyde L. Clarke—advertising manager, Louden 
Machinery Company. 
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The Guarantee of Excellence 
on Files 


FATHER AND SON 
Point with Pride to the 
Brand of Files they Use 


IME changes many things, but the skilled 

workman passes. along his preference for the 
tool that has always given honest value and per- 
fect satisfaction. 


Nicholson Files 


More Sales—More Service—More Satisfaction 
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The NICHOLSON standard of excellence for highest grade files, 
established over half a century ago, is just as rigidly maintained 
today as in the past. One chooses NICHOLSON Files with per- 
fect confidence. Your Jobber can supply “NICHOLSON” Brand. 


“FILE FILOSOPH Y’?—A 50 years’ education on files 


in an hour, and our catalogue, sent FREE on request 


Nicholson File Co., Providence, R. I. 
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Why I Like to Buy Accessories from the Hardware Merchant 


Arcade Mfg. Company, Freeport, Illinois. 


To other day I was at a garage 

putting some wind into my 
tires when I discovered that I had 
lost my tire gauge. 

I asked the garage man if he had 
one in stock, and he replied that he 
thought he had. After wiping his 
greasy hands on a piece of waste, he 
conducted me into the “Office,” 
where he unearthed an antiquated 
cigar box, containing a dusty as- 
sortment of valve cores, coil vibra- 
tors, presto keys and finally (in the 
bottom) a tire gauge. This gauge, 
disfigured by rust and scratches, 
was offered to me in his greasy 
fingers as being a “dandy” but I 
“passed.” 

On the way home I stopped at the 
hardware store, and here I was 
shown a spotless tray, exhibiting 
four types of gauges, some in 
leather cases, and all of them with 
their nickel plate shining. 

While waiting for my change I 
naturally walked beside the attrac- 
tive show cases and saw a mirror 
that I had long needed for my car. 
Of course I bought it, and while it 
was being wrapped up, the clerk let 
me “feel” of a new wrench, and you 
bet I am going to have that wrench 
the next time I go downtown! 

You see, I went into that store in 
a buying mood—the normal condi- 
tion of one afflicted with “Motor- 
itis’—and that foxy hardware man 
had his bait all temptingly arranged 
to land me—and he did! Further- 
more, I am pleased with my pur- 
chases, as he knew I would be. 

These hardware men have han- 
dled and sold tools all their lives, 
and somehow I have the feeling 
that a tool or accessory has to be 
free from mechanical flaws before 


By REEVE BURTON 


it will find a place in their cases. 

I would not think of going to a 
garage to buy a measuring can, a 
funnel, a screw driver, or a wrench, 
and it seems to me that a hardware 
store is the logical place to buy all 
the other accessories that are 
needed for every machine. 

Garage men usually have but lit- 
tle capital, and I have found that 
the accessories they do carry are 
usually those which require consid- 
erable labor to install. It is but nat- 
ural that they would select acces- 
sories requiring installation cost, 
as labor is their chief stock in 
trade. 

I have usually found that when a 
hardware man puts in an accessory 
he finds out how it is installed, and 
he'is only too glad to impart the in- 
formation to me; in other words, 
the accessories I buy of the hard- 
ware merchant I usually put on my- 
self—indeed, I have often found the 
hardware merchant the more prac- 
tical man to consult, because his 
mechanical knowledge is of a wider 
range, and not like that of the 
garage man, who is confined to one 
particular branch of mechanics. 

As an illustration of this, I can 
give an experience which I had last 
winter: After several weeks of 
very irritating trouble with my car 
and several trips to various 
garages, the general diagnosis of 
symptoms by the garage men indi- 
cated that it was necessary for me 
to get a new carbureter. When 
three experts gave the same opin- 
ion, I decided that I would have to 
make the purchase, which involved 
the sum of $35. 

Later I was in the hardware 
store buying some spring cotters, 
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and I happened to mention my 
trouble to the hardware man. I 
readily jumped at his suggestion to 
“take a look at her.’”’ While the en- 
gine was running he squirted some 
oil at the point where the intake 
manifold is joined to the cylinder, 
and the noise of the oil as it was 
sucked in through a leaky gasket 
can only be compared to that heard 
in a 15-cent lunch room during the 
soup course. A new gasket cost me 
10 cents, and the friendly hardware 
man put it in for nothing—$34.90 
ahead! 

A friend of mine had the mis- 
fortune to acquire a badly bent 
front fender when a farm wagon 
backed into his machine. A trip to 
the garage resulted in the opinion 
that it would be necessary to have a 
new fender. I suggested to my 
friend that he take his fender to 
one of the hardware dealers in 
town. This he did, with the result 
that the fender was hammered out, 
so that the damage was hardly dis- 
cernible, and he saved about $15. 

There are many repair jobs that 
I would rather take to the hard- 
ware man, for I feel that his ex- 
perience and skill in handling them 
is far superior to that of the 
garage man. I refer particularly to 
jobs such as are mentioned above, 
and those which require soldering, 
pipe fitting and metal work. 

The hardware merchant has ac- 
cess to the various catalogs of the 
hardware jobbers, which now have 
very extensive accessory sections. 
The jobbers’ salesmen call upon the 
hardware man at frequent intervals 
and bring to his attention the new- 
est accessories as soon as they ap- 
pear on the market. 
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Here's a Big Business 


Opportunity 


Never in the history of the motor 
car business has there been 
such a demand for a low-priced, 
reliable electric warning signal 
as there is right now. 


Countless accidents—many of 
them grim tragedies — have 
more than impressed upon the 
minds of motorists the absolute 
worthlessness of the old bulb 
horn and the buzzer type of 
electrical devices. 


Right in your own locality there 
exists a big demand for the 
Sparton Warning Signal. 


We have helped to increase this 
demand by our big national 
advertising campaign. 


By making Sparton Warning 
Signals superior in quality of 
tone and workmanship. 


By manufacturing in such large 
quantities that we can sell 
them at a price practically half 
that of any other reputable 
warning signal. 


Seventy-five per cent. of motor 
cars sold equipped with an up- 
to-date warning signal are 
Sparton equipped. 


This is in itself a glowing tribute 
to the quality and character of 
the Sparton. 


There are thousands and thou- 
sands of motor cars that will be 
compelled to equip with an 
efficient and unfailing warning 
signal. 


Each and every one of these car 
owners will buy the signal that 
offers the most for the money, 
and the Sparton is that one. 


Can’t you see the wonderful pos- 
sibilities the Sparton offers the 
wide-awake business man? 


We are now offering special in- 
ducements to dealers to handle 
Sparton Warning Signals. 


We know that it will be of in- 
terest to you. 


Send today, for our dealers’ 
proposition. 


The Sparks-Withington Company 


Jackson, Michigan 
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If I were a hardware merchant I 
would have a gasoline filling station 
on my front curb—yes, and a “free 
air hose.” I would have a copy of 
the “Blue Book” that my customers 
could refer to in planning trips, and 
also a county road map for them to 
study. I would have a list of all of 
the automobile owners in town, and 
I would invite them to use these 
aids freely. I would make the 
manufacturers of tools and acces- 
sories supply me with sufficient cir- 
cular matter to distribute among 
these owners at frequent intervals. 
Through the automobile journals I 
would keep posted on the new cars 
as they appear, and I would pay 
particular attention to the repair 
suggestions given in these journals. 
I would read the automobile depart- 
ments of the trade journals, partic- 
ularly that of HARDWARE AGE, and 
thus get all the information possi- 
ble regarding the new accessories 
brought out by manufacturers. In 
short, I would become the automo- 
bile authority of the town. 

And maybe it wouldn’t pay! 


New “Musselman” 
Coaster Brake 


The Miami Cycle & Mfg. Com- 
pany, Middletown, Ohio, is manu- 
facturing the new “Musselman” 
positive drive coaster brake, which 
is shown in the accompanying illus- 
tration. The company states that 
this brake does not depend upon a 
clutch or friction of any kind for 
operating the braking or driving 
mechanism. In this latest model of 
the “Musselman” coaster brake, the 
hub shell stock has been increased 
from 2-inch to 21-inch, giving a 
greater inside diameter, and adding 
strength to the working parts, 
which permits of increasing the size 
of the hub flanges sufficiently to ac- 
commodate larger spokes. 

The positive drive segment is 
screwed into one end of the shell. 
It has 14 oil tempered teeth and it 
is so seated that it will withstand 
a pressure of nearly a ton. The 
spool is also milled with 14 teeth to 
fit properly into the driving seg- 
ment. The company states that it 
is using a larger and heavier ad- 
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Novel battleship window display 


justing cone than heretofore, with 
seven 14-inch balls instead of six. 

Extreme simplicity and lightness 
of weight are claimed for the 
“Musselman,” the company stating 
that it has very few working parts, 
such parts as springs, braces, lev- 
ers and side arms being eliminated. 


Acme Motor Car Mat 


The Acme Steel Goods Company, 
2834-2840 Archer avenue, Chicago, 
Ill., is placing on the market a 
motor car mat, designed for the 
Ford automobile. The Acme motor 
car mat is stated by the company to 





Acme motor car mat 


be practically indestructible and 
also to be very sanitary. It is made 
of flat, galvanized, cold-rolled steel. 
Owing to the special construction 
of this mat it may be rolled up in 
the same manner as a rug and 
placed in a very small space when 
not in use. 

The company claims that the 
Acme motor car mat is weather 
proof. It is also stated to be ex- 
ceptionally long wearing. 

The Acme Steel Goods Company 
is furnishing an attractive window 
display to dealers with each initial 
order. 
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New “Musselman” coaster brake 


Novel Firestone Window 
Display 


HE Firestone Tire & Rubber 
Company, Akron, Ohio, has 
prepared a novel window display 
which is being used in the windows 
of the Firestone branches and 
agencies throughout the country. 
The accompanying illustration 
shows this window display, the 
principal figure of which was a bat- 
tleship. The battleship was made 
of tube cartons and accessories. 
The water was represented by blue 
cloth, arranged to look like waves. 
Around the warship were placed 
several small sail boats, of the kind 
which retail for about 10 or 15 
cents apiece. In the background 
was a cliff, made of brown cloth 
and on the top of this cliff was 
built a fort of empty cartons. 

Another unique feature of this 
display was a bogus telegram 
which read as follows: “‘As ready 
as the battleship that sails the 
ocean’s blue, as mighty as her 
powerful guns, as mighty as the 
crew, are Firestone products every- 
where.” 

The company states that, due to 
the present war excitement, this 
display has proved unusually ef- 
fective. 


“Dumore J nt Electric 
Cleaner 


The Wisconsin Electric Company, 
Racine, Wis., is marketing the “‘Du- 
more Jr.” electric automobile clean- 
er, which presents a convenient and 
sanitary means of cleaning the up- 
holstery in automobiles and electric 
vehicles. The “Dumore Jr.” is a 
small portable suction cleaner that 
is easily carried in one hand, and 
which the company claims is very 
effective. 

The company states that with the 
“Dumore Jr.” anyone can thorough- 
ly clean the upholstery of a motor 
or electric car in a few minutes. 
This cleaner is also used for clean- 
ing clothes and pool or billiard ta- 
bles. A _ special tufting tool for 
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A New Hardware Item! 
ACME MOTOR CAR MATS 


(FORD DESIGN) 








@ Practically Indestructible. 

@ Sanitary—Keeps Shoes Clean. 

@ Fits Perfectly—Hugs the Floor. 

@) Made of Galvanized Flat Steel. 

@ Wear Proof—Oil Proof— 
Weather Proof. : 

@ Looks Better and Will Outwear a 
Dozen Rubber Mats. 
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ACME STEEL GOODS COMPANY 


2834-40 Archer Ave., Chicago 3 151 Lafayette St., New York City 
San Francisco M. E. Canfield Co., Van Nuys Bidg., Los Angeles, Representatives 
Atlanta J. E. Beauchamp Co., Montreal, Que. Representatives 
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The Hardware Merchants’ 
Card Index Record 
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A thousand live mer- 
chants throughout the 
country are saving energy, 
time and money using 
this complete system. Let — 
ussend you ourlittle book- Si. — 
let telling how to use the GZ 7 
Card Index Record in in- 
creasing your profits. 








Please send information regarding the 
Card Index Record 


HardwareAge Book Dept. | -—------------------------------ 


231-241 West 39th Street, New York City | ~~ 
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cleaning the “biscuits” in the up- 
holstery of automobile seats is in- 
cluded in the regular equipment. 

It is claimed that the “Dumore 
Jr.” does not scatter the dust so 
that it will settle down again, but 
cleans thoroughly and at the same 
time collects all of the dust. Two 
principles of suction and brushing 
are combined in a new manner. 
The motor used in this cleaner is 
of the universal type, and will suc- 

















A “Dumore Jr.” electric automobile 
cleaner in operation 


cessfully operate on either direct or 
alternating current. 

The “Dumore Jr.” is easily han- 
dled, and is very simple in opera- 
tion. It may -be attached to any 
electric light socket. This cleaner 
is guaranteed for a period of two 
years. 


National-Standard 
Jacks 


The National-Standard Company, 
Niles, Mich., is manufacturing a 
line of automobile jacks which com- 


prises many styles. The company 
states that its jacks are made under 
its own patents, and that all Stand- 
ard jacks are single acting, lifting 
the motor car and lowering it on the 
downward stroke only. Additional 
advantages claimed for these jacks 
are that they are well made 
throughout, only the best malleable 
castings being used, and it is fur- 
ther stated that the Standard jacks 
cannot drop when loaded. 

The latest offering of the Na- 
tional-Standard Company is the 
Standard De Luxe motor car jack, 
which is claimed to be exceptionally 
easy in operation. The cap of this 
jack has two steps instead of one, 
and it is finished in nickel plate. 
The lever which operates the rais- 
ing and lowering blocks is said to 
work very easily. The construction 
of this part of the jack is claimed 


»to be new and original with the Na- 


‘we 

















New De Luxe jack, made by the 
National-Standard Company 


tional-Standard Company, and this 
construction is covered by a patent. 

Although the De Luxe model is 
made entirely of metal, the com- 
pany states that it is not exces- 
sively heavy, yet it also has suffi- 
cient strength in every part. This 

















Eleven styles of automobile jacks manufactured by the National-Standard 
Company, Niles, Mich. 
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jack, like all others manufactured 
by the National-Standard Company, 
is covered under a_ guarantee 
against defects in material and 
workmanship for a period of one 
year from date of sale. 


“Miami” Band Coaster 
Brake 
The Miami band bicycle coaster 


brake, made by the Miami Cycle & 
Mfg. Company, Middletown, Ohio, 

















Miami band coaster brake 


is stated by the company to be the 
result of an increasing demand on 
the part of bicycle riders for a 
brake having a gradual braking 
pressure with a powerful gripping 
surface permitting of a positive 
stop without locking. 

The Miami coaster brake is in 
reality a miniature of the band 
brakes used on motorcycles, as its 
principle and action are both the 
same. It is operated by back pedal- 
ing. This brake consists of a sta- 
tionary shell or housing on the rear 
axle, on the inside circumference 
of which is a friction band. By 
back pedaling this band: contracts 
around the revolving drum attached 
to the rear hub, thus exerting a 
gradual but positive pressure on the 
drum. This pressure may be re- 
lieved at will by the foot action on 
the pedals. The company states 
that every Miami brake and part is 
fully guaranteed. 


THROUGH AN ERROR the address of 
the Morgan & Marshall Rubber & 
Tire Company was given as East 
Palestine, Ohio, in a recent issue of 
HARDWARE AGE. The correct address 
of the company is East Liverpool, 
Ohio. 


THE MopeL Motor CakR COMPANY 
has been recently formed at Marion, 
Ohio. The capital stock of the com- 
pany is $1,000, and the incorporators 
are W. J. Thew, O. F. Phillips, W. M. 
Craig, N. L. Thew and F. M. Thew. 


THE GLOBE PORTABLE SAW COMPANY 
has been incorporated in Portland, 
Me., for $300,000. The officers are 
H. O. Smith, president, South Port- 
land, Me., and A. L. Emery, treas- 
urer, Portland, Me. 
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94 Miles a Day in the Paint Trade 
Jersey City, N. J., May 28, 1914. 
Our Reo Motor Truck is doing very well, some 
days making as many as 7 trips, long and short, 
and covering as much as 94 miles a day. It has 
given us very good satisfaction. We trust it 
will do even better service for us —s ag hot 
weather. when horses give out so quickl 
New Jersey Paint Works, per H. C. Londerbonst. 


Reo’s Versatility Shown in oe Gen- 
eral Trucking Busin 
Madison, Wis., June ots. 1914. 

My Reo Model J Truck has frequently carried 
three tons, but recently I hauled 181 cases of 
pop at one time, weighing about 4 tons, and the 
manner in which the truck handled it aston- 
ished me. You list it at two-ton capacity. It 
seems to me it will carry as much as can be 
put on, regardless of weight. I believe that it 
ean safely be called a three- truck. 

I am so well pleased with my truck that I 
ean’t say anything too good for it. I have used 
it throughout the past winter daily for all kinds 
of general trucking. Machines costing twice as 
much do not give anywhere near such good 
service. 

John H. Entres, General Trucking. 








Giving Bugpeesy 5 ig Aor OR ta In- 
1 Another 1 J 
Bristol, Va.-Tenn., yo 10, 1914. 
We have had a Reo Model J two-ton truck in 
continued service since March, and are making 
an average of 48 miles per day with it in our 
delivery. The oil and grease consumption has 
been very light. Our average load is from 2000 
to 3000 pounds. We have had no trouble what- 
ever, and have not spent a cent for repairs. It 
has been doing our work to our satisfaction, and 
in all probability we will put another one of 
these trucks in service next svring. 
Bristol Ice Cream Company, By A. E. Fuller. 


Garment Makers’ Truck Never Out 
of Commission 
Huntington, W. Va., August 29, 1914. 

The Reo Truck which we have in use. and 
which we purchased from you, is in splendid 
shape. With it we are doing the work which 
required one team all the time and an additional 
team part of the time, and the work is being 
gotten out much more promptly with the truck 
than it was formerly. 

It has never been out of commission a single 
day since we purchased it over a year ago. 
Watts, Ritter & Company, Manufacturers of 

Peerless Overalls, Shirts and Pants, and 
Jobbers of Dry Goods. 


Paying for Itself Hauling Builders’ 
Supplies 
Far Hills, N. J., August 27, 1914. 

The Reo Truck purchased from you about 
three months ago is giving us perfect satisfac- 
tion, taking the place of four or five horses and 
giving no trouble whatsoever. We find that the 
cost of upkeep has been very small in compari- 
son with what we expected before we purchased 
the truck. It has already saved us considerable 
money towards the purchase price that we paid 
for it. We feel that perhaps we could be per- 
snaded. without a great deal of effort, to pur- 
chase another of the same kind. 
L. V. Ludlow & Co., Coal. Lumber and Builders’ 

Supplies. 





A Satisfied Bnilde 
Paterson, N. J.. ng 28. 1914. 

Replying to your favor of May 22d, in re- 
gard to the Reo Motor Truck, which we pur- 
chased some time ago, we take pleasure in stat- 
ing that we have been using this truck for a 
number of months. and have found it very satis- 
factory in connection with our work and will 
recommend same to any one who !s desirous of 
nnrchasing a truck of this oe 8 
The David Henry Building Co., per 8S. Williams, 

Secy. and Treas. 


in fhe Evidence 


The thousands of merchants who have found 
the solution of their hauling and delivering prob- 


o 


* lems in the Reo two-ton truck, were doubtless 
= one-time skeptics. 

—— Quite possibly they once looked askance at its 
\ claimed superiorities—the saving in time, the 
> efficiency it adds to every department of the busi- 
———— __ ness, and its ability to key up an entire institution 


ioscan ame a 
=—=— 2 to a quicker step. 


=— = But once tried and personally compared with 
the old-fashioned team hauling, these Reo truck 
—- owners are of one voice in their testimony. 
—=S The verdict is unanimous. In over 175 lines of 
— business, the Reo truck has become a permanent 


—— factor of efficiency and economy, and its well 
>= earned fame has made it the leading two-ton 


truck, in point of sales, in America. 





——= It is no source of surprise that merchants 
——————_—s everywhere, benefited by the Reo, should express 


their satisfaction, without reserve; and their 
experience should have the utmost weight with 
intending purchasers of motor trucks. 


S> Reo Model J, 
ee, 
Two Tons’ Capacity 


$1650 


F, O. B. Lansing 
Chassis With Driver’s Cab 
Body Extra 


Write for Catalog and Bo~tlet of Users’ Experience. 


Reo Motor Truck Co. 


LANSING, MICHIGAN 









































$2 


Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


Brea, CaL.—The MacClatchie Hardware Company, hand- 
ling a stock of automobile accessories, baseball goods, bath- 
room fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, crock- 
ery and glassware, cutlery, dog collars, electrical household 
specialties, harness, iron beds, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes and glass, plumbing de- 
partment, poultry supplies, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods, washing 
machines, has recently engaged in business. 


CLOVERDALE, CAL.—The hardware store formerly owned by 
Grant & Haehl has passed into the possession of J. W. Arm- 
strong. 


West HARTFORD, CONN.—The Barker-Tanner Company has 
been organized, with a capital of $10,000. The company will 
conduct both a wholesale and retail hardware business, in- 
cluding a line of sporting goods and toys. 


STRAWN, ILL.—The Cox hardware stock has been acquired 
by Harlan & Myers, who will incorporate it with their line, 
consisting of automobile accessories, belting and packing, 
dairy supplies, sporting goods, pumps, washing machines and 
paints, oils, varnishes and glass. Catalogs requested on gas 
engines, gas tractors and implements. 


BLOOMINGTON, IND.—A corporation to be known as the 
Co-operative Supply Company has been organized for the 
purpose of dealing in buggy whips, churns, cream separators, 
cutlery, dairy supplies, gasoline engines, heating stoves, har- 
ness, heavy hardware, paints, oils, varnishes and glass, shelf 
hardware, washing machines and poultry supplies, by F. A. 
Scott, P. Strack and C. H. Marxson. Catalogs requested on 
dairy and poultry supplies, cream separators, incubators, etc. 


HUNTINGTON, IND.—A hardware business has been estab- 
lished by George C. Steele, who will deal in baseball goods, 
bathroom fixtures, buggy whips, children’s vehicles, crockery 
and glassware, cutlery, dog collars, hammocks and tents, 
sporting goods and toys and games, on which catalogs are 
requested. Many alterations have been made in the store, 
including the remodeling of its show windows and installa- 
tion of new fixtures. 


Boone, 14.—The interest of Carl Hasstedt in the firm of 
Little & Hasstedt is now owned by F. C. Little. The name of 
the concern will hereafter be F. C. Little & Son. 


Decatur, Isa.—The implement store of Covington & Son 
has passed into the possession of Chas. McCann. 


LpGEewoop, Ia.—H. L. Waldo has started in the hardware 
business, carrying a stock consisting of bathroom fixtures, 
belting and packing, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, cream separators, cutlery, dairy 
supplies, dog collars, fishing tackle, galvanized and tin sheets, 
heating stoves, heavy hardware, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, plumbing de- 
partment, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, shelf hardware, silverware, sporting goods, 
washing machines. Catalogs requested on builders’ hard- 
ware and novelties. 


MACKSBURG, I4.—The hardware business of L. E. Ritter 
has been increased by the acquisition of the implement stock 
“f Norris Jordan. 


MaprIpD, Ia.—C. E. Yearnshaw has secured an interest in 
the Yocum hardware store. The new firm name will be 
Yocum & Yearnshaw. 


MrinGo, Ia.—The implement store formerly conducted by 
Altes Bros., is now owned by Hall & Sons. 


NevapDA, Ia.—John L. Hamilton requests catalogs on belt- 
ing and packing, buggy whips, building paper, children’s ve- 
hicles, cream separators, dairy supplies, electrical household 
specialties, galvanized and tin sheets, gasoline engines, har- 
ness, heavy hardware, lubricating oils, prepared roofing, 
wagons ar.d buggies, and washing machines. 





NEWHALL, Ia.—M. L. Kolsto, who has lately opened a store 
here, will carry a stock comprising bathroom fixtures, belt- 
ing and packing, builders’ hardware, churns, cream sepa- 
rators, cutlery, dairy supplies, dog collars, electrical house- 
nold specialties, fishing tackle, furnaces, galvanized and tin 
sheets, heating stoves, heavy hardware, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, oil cloth, plumbing 
cepartment, poultry supplies, pumps, ranges and cook stoves, 
shelf hardware, silverware, tin shop, washing machines. 
Catalogs requested on hardware. 


POWHATTAN, KAN.—Thomas H. Morris has opened a hard- 
ware store here, under the name of the Powhattan Mercan- 
tile Company. This firm is carrying a stock of hardware and 
implements. - 


PRATT, KAN.—The Pratt Hardware Company is now oc- 
cupying its new quarters. The company’s stock comprises 
baseball goods, bicycles, buggy whips, builders’ hardware, 
churns, hammocks and tents, heating stoves, heavy farm im- 
plements, wagons and buggies and washing machines. Elec- 
trical household specialties are a recent addition to the firm’s 
line. 


JASPER, MicH.—The Brook & Addleman stock, consisting of 
builders’ hardware, building paper, crockery and glassware, 
dog collars, fishing tackle, linoleum and washing machines, 
is now owned by W. W. Delano. 


HITTERDAL, MINN.—The building erected for M. J. Solum 
is nearing completion, and will be opened for business about 
December 10, with a stock consisting of the following: auto- 
mobile accessories, baseball goods, bathroom fixtures, belt- 
ing and packing, bicycles, buggy whips, builders’ hardware, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen furnishings, linoleum, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poutliry supplies, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 


ware, silverware, sporting goods, tin shop, wagons and 
buggies, washing machines. Catalogs on store fixtures re- 
quested. 


LISMORE, MINN.—Roelofs Bros., proprietors of a hardware 
and implement store, have disposed of their hardware stock 
to R. N. Hensen. 


CAMDEN, N. J.—The hardware store of Harry Mac Ferren 
has passed into the possession of Samuel T. Forman. The 
business has been established 40 years. 


LIBERTY CENTER, OHIO.—The stock of Weakley & Son, con- 
sisting of hardware and implements, has been taken over by 
Moyer & Eversole. 


WAUSEON, OHIO.—The Reynolds Hardware Company has 
established itself here as successor to John A. Cron. 


COLLINSVILLE, OKLA.—F. A. Ripple is the new owner of the 
hardware business formerly conducted by the Jarvis Hard- 
ware & Plumbing Company. 


ROSLYN, S. D.—Gilbertson Bros. have opened their store 
with a complete line of hardware, including automobile ac- 
cessories, bathroom fixtures, belting and packing, buggy 
whips, builders’ hardware, building paper, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, washing machines. Catalogs pertaining to the above 
items requested. 





THE DOHERTY HARDWARE COMPANY, LTD., Baion 
Rouge, La., wholesalers of agricultural implements, 
guns and ammunition, builders’ hardware, stoves and 
tinware, which was incorporated in 1901, has increased 
its capital stock from $50,000 to $100,000. 


THE DALTON ADDING MACHINE COMPANY has re- 
moved its office and factory from Poplar Bluff, Mo., to 
East Norwood, Cincinnati, Ohio. With greatly im- 
proved facilities resulting from larger floor space and 


increased factory equipment, together witn tne advan- 
tages of a more central location, the company is now 
better prepared than heretofore to give prompt service. 


THE W. D. HAINES COMPANY, Camden, N. J., has 
been incorporated with a capital of $50,000 to manu- 
facture farm implements. The incorporators are: W. 
D. and F. R. Haines, Haddonfield, N. J., and C. N. 
Steelman, Camden, N. J. 
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Stock the GENUINE! 
—the DELTA Hand Lamp! 


An electric hand lamp, using one ordinary No. 6 Ayame to 
he ag eg to bring repeat orders—must be a DELTA! 
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In Demand 


m.. is every years cow og licy to sell successful goods only. 

electricai hat are responsible for the DELTA’S 

success are found om: only 45 the DELTA. Patents were issued 
ept. 22, 


DELTA 57816 


Lamp of 1000 Uses! 


Another thing—the DELTA is 
Nationally ~ matg enn am .. 
the biggest 

among gate wee Pom = 
have burns 40 


over 
hours continuously if desired. 
Takes place of a 


1 candles, 
eS ee Absolutely safe. 


Bought by thousands Ce 

mebllsay,  Phyuctnnn “BEE RS 
mobilists, Ph icians, 
puoetesennne, tore- ' 


2 epe nd = eee 
ners rage en 

Railro 4 a Wen ee Made in Bridgeport 
men, Watchmen, In- 
spectors, ete., etc., ete. 











The Beers Lantern is in demand because it is the most con- 








case special venient, practical, durable, economical dry battery lantern on 
— "Li ce un r : the market, strongly made of solid brass or pressed steel, 
polished lens, handle and — equipped with brilliant Mazda bulb. 
Retail price $2.00. Get special An ordinary No. 6 dry battery operates it for fifty hours. 
Dealer offer. Stock uickly and get the Users get from six months to one year’s service from one bat- 
business! At your jobber’s or shi tery at a cost of 25c. Instantly appeals to housekeepers, auto- 
direct from factory. Write “‘todayi mobilists, farmers, sportsmen, yachtsmen, watchmen, delivery 
men and others. 
Four Big Winners JOBBERS AND DEALERS 
Your profits are liberal and big sales are quickly made. 
New Delta Bicycle Light, Auto Tail Write at once for liberal discounts. Jobbers can have large 
i) Light, Buggy Combination Head, Side, orders furnished under own trade mark or brand. Write today. 
eal Tail Light and ~' Blectric Table : 
preteen ar eG: THE BEERS SALES COMPANY 
DELTA ELECTRIC COMPANY, Marion, Ind. 1005 Broad Street - - BRIDGEPORT, CONN. 


Manufacturers of Meritorious Electric Specialties 

















Getting the Right 
a ets Anglo American 


RE Flashlights and Batteries 





of salesmen who 
wish to carry a side 


line—but what line, : 
that is the all-important ARE Without an Equal 
question. A small ad- Have Greatest Strength 


aouterousens: © the 
pportunity change 

Department paves the LAST LONGEST 
way to get in touch 
with many firms who 
require such men. The 
cost is small compared 
with results. 


50 words, $1.00 
That’s all. 


Write at once for 


Prices and Samples. 





Get our Special 
Offer for this 


month only. 
Opportunity Exchange, 


HARDWARE AGE Anglo American Co. 


Pittsburgh, Pa., U. S. A. 
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Experienced Help 


in specialized lines of business is always hard to secure. 


HARDWARE 


AGE 


The best way 


to get it is to advertise in publications that these men read. In the hard- 


ware trade, it is HARDWARE AGE. Try it for any kind of hardware 


help. 
the East meets the West and the North the South, and Uncle Sam is a 
speedy and willing servant. 
There is a good place waiting for a good man, and our assistance in 
bringing the two together is part of the service for which you pay. 


ote: 


In answering ads 


Distance is no disadvantage to these classified columns. 


send a copy, it does just as well. 


Help Wanted 


Help Wanted 


do not send original letters of reference— 


Here 





Situations Wanted 


November 12, 1914 


Help Wanted and 
Business Opportunity 


Advertisements 2c. per 


word—$1.00 minimum 


rate. 


Situations Wanted 


2c. per word—50c. min- 
imum. 


Display rates on request. 


Business Opportunities 





Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appearing in these col- 
umns as they are eanentne mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 





MANUFACTURER of full line 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 
partment stores, hardware dealers, 
instalment houses, premium con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. e want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. H.,” care HarpDWArRE 
Ace, New York. 





SALARIED POSITIONS. 

We have calls for tinners, plumb- 
ers, salesmen, clerks, stenographers, 
etc. If you wish a position we can 
place you. Write for particulars— 
laces you under no obligations. 

rstems Service Company, St. Louis, 
Missouri. 





Al SALESMAN by large manu- 
facturer of standard line; valuable 
territory with large established 
trade; good opportunity for ener- 
getic and progressive man, compe- 
tent to handle the larger furniture 
and hardware trade. Address 
“C. G.,” care Harpware Ace, New 
York. 





SIDE LINE SALESMEN—take 


an order in every town; we offer 
dealers advertising sales co-opera- 
tion that moves the goods. “Angle 


Stroke” is the only Automatic Razor 

Sharpener that strops with diagonal 

stroke—more than 250,000 in use— 

liberal commissions. Write for our 

— plan. J. A. Kress, Canton, 
io. 





WANTED—Live salesman by re- 
sponsible tool house manufacturing 
line high grade tools. Liberal com- 
mission paid salesman securing busi- 
ness from the large retail hardware 
trade in States of North and South 
Dakota. Submit references, stating 
experience, age and number years 


selling, and what other lines han-| 


died. Be particular to state what 
trade is sold to avoid mistakes. Only 
men of experience who can secure 
orders for a line, not single items, 
need apply. Address “D. F.,”’ care 
Harpware Ace, New York. 





WANTED—Capable and energetic 
young -man as assistant sales man- 


ager for jobbing hardware and sup-) 
i i Must have. 
habits | 
and able to do some catalogue com- | 


ply house in Virginia. 
experience, good character, 


ennessee 


piling. From Virginia, 
Splen- 


or North Carolina preferred. 
did future for right party. No down 
and outs need answer. Address “‘E. 
V.,”. care Harpware AcE, New York. 





A LARGE MANUFACTURER of 
a standard article sold by depart- 
ment, house furnishing, dry goods, 
hardware stores and woodenware 
dealers, wants a number of men to 
represent them in different parts of 
the country. Write giving age, ref- 
erences, number of side lines car- 
ried, territory covered and length of 
time you have been on the road. 
Address “E. Z.,” care Harpware 
Acs, New York. 


YOUNG man not over 30 years 
old, with selling experience in cut- 
lery and tools, is wanted to take a 
financial interest in an old estab- 
lished firm. Fine opening for some 
one with a little money, plenty of 
brains, good worker and satisfactory 
references. Address “F. A.,”? care 
Harpware Ace, New York. 





It fills a want. 

It will be strongly advertised. 

It shows a handsome profit. 

The three fundamentals for any 
man to satisfy himself as to when 
taking on a new line. 

We want a few good selling agents 
to cover the general and hardware 
stores for a specialty article. Quick 
first orders, and fast repeats. Profits 
large and income steady. Strong 
advertising campaign about to be 


launched. For particulars address 
Box “F. D.,” Harpware Ace, New 
York. 





RELIABLE SALESMEN wanted 
by manufacturers’ agents to sell to 
hardware trade as side line on com- 
mission. Staple line of tools of high 

uality. Samples weigh five pounds. 

very hardware dealer carries a 
stock of these goods of some make. 
cage tells and price sells our line. 

ur proposition sent on receipt of 
application with references. Address 
Box 296, Albert Lea, Minn, 





WANTED — Thoroughly _ experi- 
enced accountant, capable of taking 
entire charge, organizing, adminis- 
trating accounting branch and cost 
accounts of iron and steel manufac- 
turing concern in Canada. Knowl- 
edge of shipyard, engine and boiler 


practice preferred. Apply, stating 
age, experience and salary expect- 
ed to Box “F. F.,’? care HARDWARE 


Ace, New York. 





TOBBER’S SALESMAN WANT- 
ED—Missouri District Jobber will 
have a valuable territory in Central 
Kansas open January Ist, for an ex- 
perienced hardware salesman. Only 
successful jobbers’ salesmen need 
State age, experience, salary 
present employers and 

and full informa- 
tion. “F. E.,’’ care HarpWare AGE, 
New York City. 


apply. 

expected, 

give references 
bf 


Situations Wanted 





SALESMAN for stoves, tin plates 
or enameled ware will be open for 





a road position in New York Jan. 1. 
| Address “E. W., care HaArpWARE 


| AcE, New York. 





A young lady of excellent family 
connections, culture, refinement and 
education seeks a position where in- 
tegrity, trustworthiness, honor, punc- 
tillousness, adaptability, and- capa- 
bility are of great value and essen- 
tial qualities to a business man of 
highest repute. Capable of all cler- 
ical or office duties, excepting stenog- 
raphy. Exceptional credentials from 
present employer. Address ‘“‘F. C.,” 
care Harpware Ace, New York. 





SIXTEEN YEARS’ EXPERI- 
ENCE buying and selling hardware, 
desires a position either in office or 
1 the road. References. Address 





“F. M.,”’ care Harpware Ace, New 
York. 








HARDWARE SALESMAN (25), 


8 years’ of the best wholesale, retail 
and road experience obtainable, de- 
sires position, inside or outside. Ad- 
dress “F. I.,’”’ care HARDWARE AGE, 
New York. 





SALESMAN, 38, with present 
firm 13 years, carrying a specialty 
line calling on the hardware, drug 
and department stores in Virginia, 
North and South Carolina, will make 
a change Jan. 1. Will consider prop- 
ositiong only from firms selling high 
grade goods that will repeat to the 
best trade. Address “F. J.,” care 
Harpware AGE, New York. 





CHICAGO SALESMAN, calling 
— the wholesale hardware, mill, 
plumbing, and electrical supply trade 
in the iddle West, would repre- 
sent a reputable manufacturer on 
commission basis. Address “F. K.,”’ 
care HarpwArE AcE, New York. 























EXPERIENCED SALESMAN — 
Young man of good address, age 
22, ambitious, energetic, four years 
with present concern eas salesman 
in New York City and environs, 
desires connection with a well es- 
tablished house in the hardware, ma- 
chinery or_equipment field as sales- 


man. Extensive acquaintance 
among the trade. Excellent refer- 
ences. Address “E. P.,”’ care Harp- 


wARE AcE, New York. 








Business Opportunities 





IF YOU ARE DESJROUS of 
buying, selling or exchanging a 
stock of hardware we can be of 
great service to you on account of 
our intimate knowledge of these 
matters in every section of the 
United States. Address “H. B. G.,” 
care Harpwaret Ace, New York. 





CASH FOR YOUR BUSINESS 
OR REAL FSTATE—I bring buy- 
ers and sellers together. No matter 
where located, if you want to buy, 
sell or exchange any kind of prop- 
erty or business anywhere at any 
rice, write me. Established 1881. 
eferences. Address John  B. 
Wrigkt, Successor to Frank P. 
Cleveland, Real Estate Expert, 2166 
— Express Building, Chicago, 





FOR SALE—A good and up-to- 
date hardware stock located in a 
flourishing Western city, population 
7,000; good reasons for selling. Ad- 
ress “A. H.,”’ care HArpDWARE AGE, 
New York. 





DO YOU WANT TO BUY, SELL 
OR EXCHANGE a business of any 
kind? If so, write us for quick and 
satisfactory results. No charge to 


buyers. Less than 1 per cent. to 
sellers. Our System of Service 
means quick results. Send for par- 
ticulars. System Service Co., St. 


Louis, Mo. 





FOR SALE—Hardware store in 
ood town in New York State. 
dave operated this store in connec- 
tion with my plumbing business, but 
as the latter now takes all my time, 
I wish to sell the hardware end. 
Small stock on hand, worth approxi- 
mately $800. Address “E. U.,” care 
Harpware Act, New York. 











MODERN MANUFACTURING 
PLANT, located in Eastern Massa- 
chusetts, well equipped to produce 
hardware and implements at low 
cost, also to handle jobbing grey iron 
foundry work of Ay quality and a 
wide range of woodworking, would 
like to employ its surplus capacity 
to mutual advantage by getting in 
touch with parties having work ot 
this nature to place on a contract 
basis. Personal inspection of ca- 
pacity and facilities is invited. Ad- 
dress “D. J.,”’ care Harpware AGE, 
New York. 





Accounts Wanted 
LONDON. 

British firm established since 1877 
wishes to represent American makers 
of hardware and domestic goods suit- 
able for the British home and ex- 
port markets. First class references 

iven. Kiesow & Co., Ltd., 25 Fore 

street Avenue, London, E. C. 





MANUFACTURERS’ AGENT, 
covering the Southern States, desires 
to represent in this territory, on a 
commission basis, the manufacturers 
of the following items: Rope (all 
kinds), sole leather, screen wire, 
poultry netting and axe handles. 
Correspondence solicited. Address 
a seek. care Harpware AcE, New 

ork. 





——~——— 


FOR SALE—A_ good _ hardware 
and plumbing business located in 
Maine. Address “F. G.,”’ care Harp- 
WARE AGE, New York. 





LONDON GENTLEMAN, with 
Central Office and established con- 
nection throughout Great Britain and 
Ireland, is desirous of representing 
American bona fide manufactur=rs 
whose goods interest wholesale hard- 
ware, ironmongery, and fancy goods 
merchants; has especial knowledge of 
cutlery trade. References given and 
expected. Address “F. H.,” care 
HARDWARE AGE, New York. 





I HAVE a patented No. 1,033,406 
Bread Slicer for sale. For further 
information, address Andrew Jack- 
son. 407 East 2nd St., Leadville, 

olo. 





_ WISH TO BUY hardware store 
in New York City. Would also con- 
sider store in the suburbs. Address 
wt = Aen: care HARDWARE AGE, New 

ork. 





RETAIL HARDWARE BUSI- 
NESS in live Michigan city of about 
30,000. Best of reasons for sell- 
ing. Investigate. Address “B. O.,”’ 
care Harpware Ace, New York. 





HERE IS YOUR OPPOR.- 
TUNITY to buy an up-to-date hard- 
ware, implement, furnishing and 
undertaker business. Located in one 
of the best farming regions in Iowa. 
A good clean stock of $7,000 to 
$8,500. Reason for selling, owner 
wishes to retire and go on his farm. 
poe Fred Lassen, Dallas Center, 
owa. 
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Want Talks 


‘‘Hitch your wagon to a star.” The 
philosopher who said this put the 
thought in expressive form, but he 
wasn't the first or the last to have the 
idea. The fellow who aims the highest 
hits the highest, if his gun is strong 
enough. He certainly won't hit any 
higher than he aims. 





It’s just about the same in hardware. 
If you aim for a big position, you will 
probably get one; if not, there's no use 
in praying that a big position will grow 
small enough for you. 


But let’s take your individual case. 
Isn't it about likethis? You're plugging 
away with all your energy, trying to ad- 
vance yourself in the estimation of the 
boss. He appreciates your work and 
ambition, and now and then he shows 
it, but a bigger position doesn't seem to 
be even in the distance. It is simply be- 
cause all the big positions in your firm 
are already filled by capable men. 


Get after a real job. What if it is 
away from home? Show your mettle 
by making good in a new community. 
Now listen! Here’s the tip. The 
Opportunity Exchange of HARDWARE 
AGE is the great market place for hard- 
ware men. Read it and you may find 
just the position you want. If not, an 
ad. of your own costs only fifty cents, 
with two more for each word over 
twenty-five. Don’t be afraid to aim 
high,—to “Hitch your wagon to a star.”’ 
You'll find the Opportunity Exchange 
makes mighty good harness. 














“The 


Delta File 


Is The File 
Worth 
W hile”’ 





DELTA 


The only 
Line of Files 
from 3 to 24 
inches that 
are made ab- 
solutely of 


Crucible 
Steel 


Get a “Delta’”’ 
File trom 
your dealer 
and try it. 
Every dealer is 
authorized by us 
to refund you the 
price paid if you 
are not convinced 
that our files last 
longer, and give an 
efficient and eco- 
nomical service. 


There is a 
“Delta” File 
to meet. your 
particular re- 
quirement. 


We make them in 
every shape and 
size. 


Always look for 
the trade mark. 


It safeguards the 
interests of thou- 
sands of file users 
every where. 


Sold by jobbers 
throughout 
CANADA. 





Delta File Works 
Philadelphia, Pa. 


Chicago Office: 62 E. Lake St. 
New York Office: 260 West St. 
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Sell him what he WANTS 
—not something “just as good”’ 





When a man comes to you to buy a saw, the chances are he'll ask for a ‘‘Disston.”’ 
He knows that for three-quarters of a century “‘Disston’’ has represented unsurpassed 
quality and service. Give him the “‘Disston’’ and you've made a quick, easy sale and 
a satisfied customer. If you haven't the ‘“‘Disston’’ it may cost you the sale. Cer- 
tainly it will cost you time (added sales expense) to get him to take another brand. 
It may cost you his confidence in your policies if you don’t handle the recognized 
best, and it may lead to his taking his trade where he can get what he wants. 


The “‘Disston’’ reputation sells “‘Disston’’ products and ‘‘Disston’’ quality makes friends 
for your concern. Why not let them work for you? Stock “‘Disston Brand Goods.”’ 








DISSTON 
No. 111 Wood Saw 


The Disston line includes saws of every type and description for all kinds and classes 
of work. One policy governs the manufacture of the entire line—*‘‘Nothing but the 


best.”’ ' 

The Disston No. 111 Wood Saw (““‘Wood Sawyer's Delight’’) is one of our most 
popular styles. The frame is of selected maple, varnished; 30-inch round-breast, extra 
thin back blade, of crucible steel; patent duplex rod, tinned. Designed for ease of 
handling, quick cutting and durable service. 





Write today for ‘‘Wood Saw Booklet’’ covering this and many other styles 











Henry Disston & Sons, Inc. 
Keystone Saw, Tool, Steel & File Works 
Philadelphia, U. S. A. 
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Counter-Sunk Caster 


The “Acme” combines utility = quality, adaptability 


with durability. It’s a great roll 
The “Acme” is made in many > atiten and sizes, if 
many ee for many uses—and all have the easy- 
roring hollow steel ball. 
for catalogue and let us quote prices. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agent J.C. McCARTY & CO., 29 Murray St.,.New York City 
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ADOLPH KASTOR & BROS. 
109 & 111 Duane Street, New York 


MANUFACTURERS AND IMPORTERS OF 


CUTLERY 


SOLE AGENTS: 
W. H. MORLEY & SONS 
Imperted Pocket Knives, Scissors and Razors 
WADE & BUTCHER’S Celebrated Razors 
THOMAS WILSON, Butcher Knives 
CAMILLUS CUTLERY COMPANY’S 
American Pocket Knives 


WE SELL TO THE JOBBING TRADE ONLY 




















» Hf The Mail Order Bugaboo 


does not worry the 
dealer who specializes the 
QUEEN WASHER. He 
| can easily convince the 
aap ii 4 buyer of the greater 
i il money value in this ma- 
chine. It’s so different, 
simple, easy, durable. Full 
of good talking points— 
selling points. 





la 1 


Hand or Water Power. 


Get Samples and be 
convinced. 


J H K N O ¥. L 135 Maple Street 


Reading, Pa. 











The “‘Hustler’’ 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. Out comes 
the good coal to 
use again. No dirt. 
No back — 
Everything — 
sanitary and 
nomical. That's 
what the “Hust. 
ler” does for ous 
customer. 
what it will do Ton 
you! 


Hill Dryer Company 
316 Park Ave. 
Worcester, Mass. 




































BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 
Send for catalog giv- 


ing full description 
and prices, 


The Bicycle Step 


Ladder Company 


62 West Randolph St. 
CHICAGO, ILL. 




















will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 

- shelving. 


Milbradt Mfg. Co. 


2410 N. 10th St. 
St. Louis Mo. 




















The “Original” Gutter Hangers 
Made by Berger Bros. Company 
are the strongest, mneatest and 
handiest made; 20 different styles 
to suit any requirement. 

Look for the “BB” on 
every piece. 
we Send for free samples 
No. 10 and No. 8 Catalog. 


BERGER BROS. COMPANY 


Office: 229-231 Arch St. Store: 237 Arch St. 
Warerooms and Factory: 100-114 Bread Street 


PHILADELPHIA 












American Steel & Wire Co. 


MANUFACTURERS OF 





American Wire Rope 
and Aerial Tramways 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 
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RV cud Ides 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 
COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 











TOWNSEND GAVE TO THE WORLD 
THE BALL BEARING LAWN MOWER 


Golf 
Mowers 


Horse 
Mowers 





Trimmers 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. Townsend & Co., Orange, N. J. 











DID YOU EVER SEE 
Wagner’s KAN T-SUK Calf 
and Cow Weaner? 

IT’S A WONDER 


A rfect humane and effect- 
ive device that sells the whole 
year round. 

The hinge construction of this 
article allows the calf and cow 
to graze in the same pasture, 
ae effectually prevents sucking. 
t is easily applied. Once used 
always used. KANT-SUK Wean- 
ers have no equal. 

We make a complete line of 
Saddlery Hardware, also Hard- 
ware Specialties. 





MANUFACTURED BY 


Imperial Bit & Snap Company, Racine, Wis. 


All the leading jobbers carry them in stock 














Don’t Forget To Consult The 


CLASSIFIED INDEX 








The classified index of Hardware Age con- 
tains much valuable information. Some- 
times an advertiser makes several lines— 
and only one line will be represented in 
his advertisement—but if you will refer 
to the classified index in most cases you 
will find what you are looking for. 


IF IN DOUBT REFER TO THE INDEX 

















T may seem impossible that wire 

could be shaped like the human 

hand, but if you could see our 
“Pennsylvania Fruit Picker” it would 
prove to you that this Picker is so 
much like the Human Hand that it 
shows at once the utility of the arti- 
cle. As a Fruit Picker it has no 
equal. It is made of heavy Wire and 
Galvanized after made, and can be 
easily adjusted to any pole. 


THE LOW PRICE AT WHICH IT 
1S SOLD brings it within reach of 
those who have little fruit to gather, 
as well as those who have large quan- 
tities. 
PRICE PER DOZEN, $3.00 
It will gather Apples, Peaches, Pears, etc. 
MANUFACTURED ONLY BY 


Edward Darby & Sons Company, Inc. 


245 Arch Street PHILADELPHIA, PA. 














STRAIGHT AWAY LAWN SPRINKLER 


NO. 1 


Perforations 





Throws all the water away from the end of 

the hose. Can be held in the hand for sprink- 

ling flowers. Write for our general catalogue. 
New York Office: J. M. Sherwood Co., 168 Church St. 


Stuber & Kuck Co., Peoria, III. 
Wm. P. Horn Co., Pacific Coast Representative, San Francisco, Calif. 
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TOWNSEND WIRE STRETCHERS 


If there’s one form 
of implement. that 
gives more trouble 
around the farm 
than any other, it’s 
the old unsatisfac- 
tory wire stretcher. 
When you sell a 
customer a good or- 
der of wire fence, 
see that he has the 
tools to put !t up 
properly. The Town- 
send ire Stretcher 

handle woven 

plain twisted 

r wire 

It’s light 

in weight, but pow- 

erful when ino use. 

Ask your Jobber— 

and write for clir- 
culars. 


F. J. TOWNSEND 


PAINTED POST, N. Y. 


November 12, 1914 
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Premax & Dodson = Hame Chains 
> @emmers | | American Steel & Wire Co. 

























MANUFACTURERS OF 
STRONG : : 
HANDSOME h galvanized 
tp ANCE, fp galvanized Woven Wire Fence, 
ever LLY B rust at 
Break GUARANTEED ies Gates Steel Fence Posts 
bright 4 
Always Write for folder as 
Rekehie 58-H steel eo and P oultry Netting 
Niagara Falls Metal Stamping Works, Niagara Falls, X.¥., U. S.A. 
Halter Chains Tie-out Chains ae cmate 2. CHICAGO WORCESTER CLEVELAND 
etont tities Sooke ‘Chains Ete., ete. NEW YORK DENVER PITTSBURGH 








Trace Chains 




















Is afety Fuse ||| “WALL OILERS” 


positively insure you against kicks 
and comebacks. FEach is carefully 








Ensign-Bickford is the ORIGINAL safety made of the best materials and fully 
. . . guaranteed for 5 years. They won't 
fuse—tested and tried by time and experience. raster corrode. Al oleae 





easily removed. Can be heated with- 
out fear of melting the bottom out. 








The Styles and en every possible 
; requirement—all the same high qual- 
Ensign- ity in design, material and workman- 
Bickford ship, each backed by our guarantee. 
Get prices and catalog before plac- 
Co. ing any oiler order. 
Simsbury, P. WALL MFG. SUPPLY CO. 
Conn., U.S.A. N. S., PITTSBURGH 



































The Oil i ' 
mstin. HARRIS || DIXONS | 
GRAPHITE 





Cars Run 


Better onaiiaee 
















please your customers best. For automo- Pp AIN zy FouR COLORS 
biles, motorboats and motorcycles. SEPH DIXON CRUCIBLE 
é The protective quality of this JERSEY CITY, N-Y- 
“A Little Goes A Long Way And Every paint recommends it for all i 
: metal work. Send for Deal- = = 
Drop Counts.” er’s Price List and Paint 
Booklet No. 54. 


A. W. HARRIS OIL CO. Made in JERSEY CITY, N. J., by the 


326 S. Water St., Providénce, R. |. JOSEPH DIXON CRUCIBLE COMPANY 


Branch: 143 No. Wabash Ave., Chicago, III. DOK Established 1827. DKK 




















Bargain for Customer Svweapest Because the Best 


Protit-for Dealer WIRE 
PEARL CLOTH 


Duo Nozzle 
is non-rusting, does not require re 





Combination of nozzle and lawn 


sprinkler. 

AT THE LOWEST PRICE rertietetetea plate IS prac ate ally Natels oy 

EVER ASKED FOR EITHER. aatteelel eee © opper c olored wires in 
Saves labor. Delivers more dete sely aye S ‘de sntity if Our re- 

water. Cannot leak. Saves . 

hose from. bursting. W:der putal 1¢ ie Ou a rante es it ° 

spray. Longer Stream. Sam- 


ple sent postpaid for 15 cents. 


H.B. SHERMAN MFG.CO.. Battle Cosahs Hick 





The Gilbert & Bennett Manufacturing Co. 


reeto. 
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Caldwell Sash Balance 


{ Does away with weights 
and cords, and is VASTLY 
more durable. 

| Makes sashes work per- 
fectly. 


| Permits greater window 
space in new work, as box 
frames are not necessary. 


| May be applied to old 
windows without altering 
sashes or frames. 


{| Write for circular to the 


CALDWELL MFG. CO. 


3 Jones St., Rochester, N. Y. 
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American Steel & Wire Co. 


MANUFACTURERS OF 








Telephone and Telegraph 
Wire. Electrical Wires of 
every description 





WORCESTER 
DENVER 


CLEVELAND 
PITTSBURGH 


CHICAGO 
NEW YORK 








Berger’s World Ventilators 


Made with either Metal 
Hood or Glass Top. 

Built on scientific prin- 
ciples. 

Mechanically perfect. 

Made in a great variety 
of sizes suitable for pri- 
vate dwelling or the largest 
factory. 

Write for catalog. 


THE BERGER MFG. CO. 
CANTON, OHIO 














The Business End 


of a floor or cabinet scraper is the blade. Every 
single scraper knife that goes out of the Fox 
factory is a superior article. We'll quote you 
prices on scraper knives of every kind, size and 
shape. Our prices are no higher than where 
they manufacture knives in big quantities with- 
out that careful workmanship. 


Your Carpenter Trade Willi Know. 


FOX SUPPLY CO., BROOKLYN, WIS. 


Dept. H. 








To Guarantee the 
Chimney Tops 


you erect, use IWANS’ Volcano 
Revolving Chimney Top and 


Ventilator, that really creates 
suction. 
This top positively cures all 


down drafts and slow drafts in 
chimneys. 


The iron mountings are cheap, 
and patterns for hood and vane 
are furnished free, so you can 
construct hoods in your shop as 
needed. 


Write us for name of nearest 
jobber, and prices on our com- 
plete line of hardware specialties. 


IWAN BROTHERS, *““7<"* South Bend, Ind. 

















is toadd to the 
artistic effect 
or reduce the 
cost of build- 
ing. 
Our Large 
eas Tells 
How 
Write for it. 
Pattern suitable 
or 
all buildings. 





“ENAMETILE” equals tile and costs much less. It is sanitary, 
durable. This catalog, free, too, tells all about it. 


New York Metal Ceiling Company, °*°.<*¢+, 7837," 








iT 


} 
TP ara 








it 
Hitt 


. Prompt Shipments on Receipt 


of Your Order 
Ferrules, Oenper : Bars, Copper ; 
; Condu Pipe, Co Pi. Orlmped Sheet, Oo Copper |e 
rough. “Copper ; iibows, ‘Copper; Gaskets, Corrugated Copper; 


“4 . Q . P Solde 
; Roll Copper ‘corer oly ring 


jen 
8 
ae 
: 
ne 
oH 
KH 


DAUM 








A ments is assured the house roofed with Jig 
Cortright Metal Shingles. s 


They interlock and overlap so that no 








snow or rain, spark or ember can pene- 4 ff 
trate. 


X * 
™ 
. 


‘| CORTRIGHT METAL SHINGLES 


have all the virtues of other roofings 
with none of their defects. They last in- 
definitely and never need repairs. 

Let us send you letters from Cortright 
dealers telling of their success. No ob- 
ligation, so write now. 


Cortright Metal Roofing Co. 
Philadelphia and Chicago. 
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Eureka Copper Hammers = Skilled Workmen 


are stre sellers 
to machinists 
and engineers, 
because su- 
perior to steel 
hammers for 















rest 
many uses. = ae Bla 
. . ection’’ ca 
Will drive work wide sange ef week. 
to place with- r- are made of 
out marring. pena ihe HE em ey A 
Furnished with or without handles. Sizes: 1 to 16 Ib. ous sizes. — in 


If e 
in selling a 
strong and _ serviceable 
grinder—write. 


Star Specialty Mfg. Co. 
227 West ErieSt., Chicago, U.S. A. 


Let us supply you direct. Circular and Trade prices 
sent on request. 


THE EUREKA COMPANY 
NORTH EAST, PA. 




















C. E. Jennings’ Steers Patent Goodell Mitre Box 
EXPANSIVE BIT Made of STEEL—Cannot Break 





THAT BEVEL ; . . 
ON CAP AND CUTTER 3s No For years this Box has been recognized as being first 


in quality and improvements, and the new ST 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 


Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 





GOODELL 
C. E. JENNINGS & CO., smanvieurers MFG. CO. 
71-73 Murray St., New York Greenfield, Mass. 





























ARMSTRONG THE ROBERTSON 


coussarion | |! “Horseshoe Magnet’ ‘ 


PIPE KIT Trade Mark Reg. U. S. Pat. 
lL No. 2 STOCK Hammer 


4-1R WITH 
ARD BUSHING 
| PIPE CUTTER 
| JUNIOR VISE 
1 STILLSON 
WRENCH 

















PUT UP IN HARD The best magnetic hammer 
It holds the tack 
Manufactured by Write for illustrated price list. 
THE ARMSTRONG MFG. CO. ARTHUR R. ROBERTSON, Sole Mfr. 
290 KNOWLTON ST. BRIDGEPORT, CONN. 144 Oliver Street Boston, Mass. 
NEW YORK Owner of the “Horseshoe Magnet” Trade Marks. 

































A Name Favorably Known Wherever 
easurements Are Taken 


Get our new catalogue. 











4 
4 ; 


“BEST BY TEST” 


Perfect Satisfaction Guaranteed 
Wmnte for Prices 


OIL w2'esis 6 Zens 8 






. iil 


_ 








| Soreseusceseaveesersertecoeeet essa eee Tin 





Measuring Tapes, Boxwood Rules, Steel Ruies, Board 
and Log Rules, Spring Joint Rules 
of every description 
TF, 7, SAGINAW New York 
E LUFF: WN fpuLe C70 MICH. Luondon, Eng. 
Windsor. Can. 
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“UNIVERSAL” & “LION” HEEL PLATES 
AXES 


7 : Are Big 
Sellers 
Made of Best The “Axe 


Malleable Iron. 








Full Size and Throu g h 
Weight. Made 99° 
in 6 Sizes. Iron’’ is the 
WRITE for PRICES 
f tor best made. 
COBBLER OUTFITS 


MANUFACTURED BY 
Shoe Lasts and 
Stands, Riveting 


Machines, Corn Romer Axe Co. 5 


Shellers. étc. Be a DUNKIRK, N. Y. 
THE ROOT-HEATH MFG. CO., PLYMOUTH, OHIO Write for Catalogue 










































This Pocket 
Tool Kit 


waceaceos | | American Steel & Wire Co. 


MANUFACTURERS OF 


DEALERS 
will find 


KLEIN TOOLS 


ARE GOOD SELLERS 
It’s because they are good Tools 


Write for Catalog 





Nails, Staples, Spikes, 
Tacks, Barbed Wire. 





CHICAGO WORCESTER CLEVELAND 
NEW YORK DENVER PITTSBURGH 




















Every Hardware 
Manufacturer 


installs new equipment in his 
plant from time to time—the 
old must go! 


Sell Ready-Made 
Screw-Holes 


You don’t have to create a demand. The 
demand is already created. Everybody needs 
them, but until they know that they can be 
had, and where to buy them, they will do 
without them. Dealers, here is your chance 
to make a good. investment. 

Send today for our mounted sample—our 
little traveling salesman. 


Stine Screw Holes Company 
Decatur, Illinois, U.S. A. 


There is a way to dispose of it 
—economically and effectively. 


Let’s tell you! 


megecesue THE IRON AGE ™\:.%." 


> a ae ie ae ee 














Look for the full name 


Russell Jennings 


stamped on the round of our 





in these B and C Monkey Wrenches. That’s 
why they sell. Bars are forged from open 


Au ger Bits (Sp Real Improvements 


The original double twist auger bit, patented by ceanth weal with oval trent and beck, afin 
MMe Ri vcccll 1855 additional stock and strength. Screw is o 
iVir. usse Jennings in I) solid high-grade steel. Handle, Frame and 
Bolster are one piece, powerfully braced. They 
make good on the job where others fail. Write 
for prices. 


Bemis & Call Hdw. & Tool Co. 


Chester. Conn SPRINGFIELD, MASS., U. S. A. 
‘ : 


Russell Jennings Mfg. Co. 
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Make Your Store the Headquarters for 


Ne x Gifford-Wood Co.’s Ice Tools 


Creamery Owners, Dairymen, Butchers and Farmers all cut 
Ice and want Tools they can depend upon 


Sold Under Our Guarantee of Quality 







Send for 



















CASAS SASASAA _- GIFFORD-WOOD CO., Hudson, N. Y. 237X, 
O. LINDEMANN & CO 
é PRS — State Company 
hy, Uf!\\ N\ sf 2 da WOBURN, MASS. 
Wenn o nee essssaaaaen BIRD pe Are 
: : C AGES RA Mfrs. of all kinds of mops. Yacht and hard wood floor 
Sc! ETON a Established 1863 mops a specialty. Black antiseptic mops treated with 
il of cedar, cherry polished hids., $45.00 per Gross. 
35-37 Woost " : 
is Street. New York Send for catalogue and prices. 

















PAPER PATTERN 
N The famous “Gem” is 
HANGERS’ MAKERS’ mounted twelve on a hand- 
' some counter card. Sells_at 
25 cents each. Big 
profit. We also make 
a ten-cent nail 
per. Write. 


H.C. Cook Co. 


KITCHEN KNIVES overen “GEM” Nail Clip 





New Haven Oyster Knife 
ROBERT MURPHY’S SONS CO. es Ayer, Mass. Ansonia, Conn. 














No. 120 HALT 













BUR-NOR 
The Hatchet With A Pull 


50% greater than any wooden handled hatchet. 
Reinforced handle and oil tempered blades assure satisfaction. Get our 
catalog and prices today. 


Burgess-Norton Mfg. Co. 
GENEVA, ILL. (oa 








MADE IN ELEVEN 
STYLES 







No. 90 
SPECIAL 





What Do You Make That A 7! us: and we will gladly offer sugges- 


tions as to efficient methods of securing 


Hardware Store Can Sell? the co-operation of hardware merchants. 
HARDWARE AGE, 239 West 39th St, New York 











—An absolute guarantee with every bar of selder— 


SAMSON 
HORNS 


Large Line of Models, Variety 
of aero Vibrator and Motor 


Liberal to the 
Trade. Quick Shipments. 





ALUMINUM—SOLDER 


| 
| Se a ee he ee American Electric ie Con, State and 64th Sts., Chicago 





$2 per box of 4 bars. Discounts to Dealers 




















Haber HQUNAUUUOAUUNOOUUNOQUUEQOUUOOOSUOOOAOOYgHOOOUUOOOUOONNUNOBUOERON 


an 
at OMMERS PEERLESS FAUCETS } ee 
E 













™ BEST BLOCK TIN KE mote ee 
- HEN go to the dealer who shows 
MAPLE WOOD BODY | HIGHLY POLISHED Sp oF catered pe a 


> ONLY THE GENUINE ARE STAMPED IN THE Wood wore 
i. : In city, town or camp the “Leaping Dolphin” 

: a _— age nl cur) means “Fishing Tackle that's Fit for Fishing.” 
Send us yourdealer’s name and we'll mail you 
our new 224-page catalog. Write forcatalog H. 


Abbey & Imbrie, 18 Veoey St., New York 
> dy, ee, Se en 


ae 


NITIO ) 


‘ ath Be / Ya i Sr 












a = ———— BEWARE OF IMMITATIONS 
—— SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
MADE OF LEAD,IROW,OROTHER INFERIOR METALS, TINNED OR NICKELED. 















No other ammunition ever gained greater popularity. Our sales have increased in leaps and bounds. You should be getting your share of this trade. 
today. G Street, Swanton, Vt. 


ROBIN HOOD AMMUNITION CO., 


Write for catalog, prices and co-operative selling plan. Do this 
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Are Big 
Sellers 


Made of Best 
Malleable Iron. 
Full Size and 
Weight. Made 
in 6 Sizes. 





WRITE for PRICES 
Also on 
COBBLER OUTFITS 


Shoe Lasts and 
Stands, Riveting 
Machines, Corn ot 
Shellers, etc. J 


THE ROOT-HEATH MFG. CO., PLYMOUTH, OHIO 








“UNIVERSAL” & “LION” HEEL PLATES 








AXES 


The “Axe 
Through 
Iron’’ is the 


best made. 
MANUFACTURED BY 


Romer Axe Co- 


DUNKIRK, N. Y. 
Write for Catalogue 

















This Pocket 
DEALERS Tool Kit 

M 
will find Christrass Gift 


KLEIN TOOLS 
ARE GOOD SELLERS 
It’s because they are good Tools 
Write for Catalog 
Mathias 


Kleia 
~ & Sons 














American Steel & Wire Co. 


MANUFACTURERS OF 





Nails, Staples, Spikes, 
Tacks, Barbed Wire. 





CLEVELAND 
PITTSBURGH 


CHICAGO 
NEW YORK 


WORCESTER 
DENVER 








Sell Ready-Made 
Screw-Holes 


You don’t have to create a demand. The 
demand is already created. Everybody needs 
them, but until they know that they can be 
had, and where to buy them, they will do 
without them. Dealers, here is your chance 
to make a good- investment. 

Send today for our mounted sample—our 
little traveling salesman. 


Stine Screw Holes Company 
Decatur, Illinois, U.S. A. 


tf. 
s 


lLook for the full name 


Russell Jennings 


stamped on the round of our 


Auger Bits 


The orginal double twist auger bit, patented by 
Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 











Every Hardware 





Manufacturer 


installs new equipment in his 
plant from time to time—the 
old must go! 


There is a way to dispose of it 
—economically and effectively. 


Let’s tell you! 


megeceeue THE IRON AGE 3%" 

















in these B and C Monkey Wrenches. That’s 
why they sell. Bars are forged from open 
hearth steel with oval front and back, givin 
additional stock and strength. Screw is o 
solid high-grade steel. Handle, Frame and 
Bolster are oné piece, powerfully braced. They 
make good on the job where others fail. Write 
for prices. 


Bemis & Call Hdw. & Tool Co. 


SPRINGFIELD, MASS., U. S. A. 


( Real Improvements 
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Make Your Store the Headquarters for 


Gifford-Wood Co.’s Ice Tools 


Creamery Owners, Dairymen, Butchers and Farmers all cut 
Ice and want Tools they can depend upon 


Sold Under Our Guarantee of Quality 


<ASASA. —- GIFFORD-WOOD CO., Hudson, N. Y. BOSTON, 


+ MOP Sz 


raat 
€; AGES ied Mfrs. of all kinds of mops. Yacht and hard wood floor 

Established 1863 mops a specialty. Black antiseptic mops treated with 
oil of cedar, cherry polished hids., $45.00 per Gross. 





Send for 
Catalog 











O. LINDEMANN & CO. 


Manufacturers of 


Bay State 


wee. | —e 





35-37 Wooster Street, New York 
Send for catalogue and prices. 


somes KO NTVES Riis “GEM” Nall Cup 


PAPER PATTERN “s ” 
, : The famous “Gem is 

HANGERS MAKERS’ mounted twelve on a hand- 

' some counter card. Sells at 
25 cents each. Big 
profit. We also make 
a ten-cent nail 
per. Write. 


H.C. Cook Co. 




















New Haven Oyster Knife 
ROBERT MURPHY’S SONS CoO. $: Ayer, Mass. Ansonia, Conn. 














No. 120 HALT 













BUR-NOR 
The Hatchet With A Pull 


50% greater than any wooden handled hatchet. 
Reinforced handle and oil tempered blades assure satisfaction. Get our 
catalog and prices today. 


Burgess-Norton Mfg. Co. 
GENEVA, ILL. 2 





MADE IN ELEVEN 
STYLES 








No. 90 
SPECIAL 








What Do You Make That A __ Te! us. and we will gladly offer sugges- 


tions as to efficient methods of securing 


Hardware Store Can Sell ? the co-operation of hardware merchants. 
HARDWARE AGE, 239 West 39th St, New York 











—An absolute guarantee with every bar of selder— 


SAMSON 
HORNS 


Large Line of Models, Variety 
3 Bony Vibrator and Motor 


riven types 
pte! iscoun to the 


ALUMIN UM—SOLDER Trade. Quick Shipments. 


$2 per box Payee ee geet 4 ~~ American Electric am State and 64th Sts., Chicago 


ALUMUNATE 























samo AONQUAUNOGUUNOQOUUUOQQUUONOONUEOQQHUANOYCUEOOOUUNOSUOUEOODSOOREDN 



















ae OMMERS PEERLESS FAUCETS } ee 
ee MAPLE wWwooD BODY I HIGHLY POLISHED the “Sign of the Leaping Dolphin.” 


i ONLY THE GENUINE ARE STAMPED IN THE WOOD WITH 


—_TRADE MARK MALTESE CROSS (as Pee cur) In city, town or camp the “Leaping Dolphin” 


means “Fishing Tackle that's Fit for Fishing.” 
Send us your dealer’s nameand we'll mail you 
our new 224-page catalog. Write forcatalog H. 


Abbey & Imbrie, 18 Vesey St., New York 


— BEWARE OF IMMITATIONS 
= ™ SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
j MADE OF LEAD, IRON OR OTHER INFERIOR METALS, TINNED OR WICKELED. 









a 
Q=5-=9 BEST BLOCK TIN KE ——omes | HEN go to the dealer who shows 
: 





No oth t ined greater lari Our sales have increased in leaps and bounds. You should be a your share of this trade. 
Write EAS vicar allt cbaceanaes ‘ling ~ 1G Do this today. ROBIN HOOD AMMUNITION CO., G Street, Swanton, Vt. 





rw 
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BYcK: BROS 
1853 Buck. Bros. 1914 
BRO S Guarantee of Quality ; 


pi artutpepucere. bl a 


| MILLBURY.MASS. OM oe oie Spr rota am 














Saw Sets, Hand Punches, C ts 
Nail Pullers, Box Openers, U 
Seal Presses, Bench Stops, i 
Liquid Soap Dispensers. 

Best 


Chas. Morrill, Manufacturer 





Best 


f 





| REG. U. s. Pat. ofr. 102 Lafayette Street New York THE REX FILE & SAW CO., Newcomerstown, Ohio 














- 











ASK FOR ste ‘ Roll P ‘St 
$C Leds SD | ey Sec 


w | HAM AAT , Burning Brands, 
THE GHAPIN-STEPHENS fo. Metal Checks. 
"HE Rh creosote THE SCHWERDTLE STAMP CO. 
ne Meadow, Conn., U. &. A. BRIDGEPORT, CONN. 




















PLIERS Lineman’s Pliers made in three sizes—6, 7 and 8 Inch Established 1826 


USE 
NIPPERS and 2 ggg High Grade Tools 
PUNCHES “7 


for Mechanics 
send for Catalogue Heads Polished—Handies Blue Finish : | NEWARK, N. J. 


















C.S. Osborne & Co. 
0 be 


American Steel & Wire Co. | || waraware 








MANUFACTURERS OF —————— Store For 
Sale! 
American & Griswold arr esi inulin 
Bale Ties eT. anak 


men looking for the oppor- 
tunity to get into business for 
themselves. It’s an easy and 
economical method of reach- 





Opportunity Exchange ing them. 
CHICAGO WORCESTER CLEVELAND HARDWARE AGE, 50 words $1.00 


NEW YORK DENVER PITTSBURGH 239 W. 39th St., N.Y. and the replies will follow. 





















The Speedy Stitcher] | “VICTOR” BOLT CLIPPER 


Is the Best Send for Oatalog. 
and is made only by 


Stewart-Skinner Go. 


420 Herman St. 
Worcester 
Mass. 


THAT’S AWL ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 





























A book filled with suggestions and rules for the guid- 
HAR D WARE STO RE, ance of Clerks, Buyers, Salesmen and Managers. Methods 
, used by prominent merchants are described in detail. 
Price $1.00 Delivered. 
Sch EDITION, REVISED AND ENLARGED pgvyid Williams Company 239 W. 39th St,, N. Y. 
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SAMSON CORDAGE WORKS privet Unt i aR 












MANUFACTURERS OF A SASH CORD, CLOTHES alms AKiaRe " 2} Lawn Vases 
BRAIDED CORDAGE 9 op LINES, SMALL LINES SU MTT Settees 
AND COTTON TWINES ‘eset ETC. smc raecaracos | \AUULS Beast TTT Se 











BOSTON MASS. JE STEWART IRON WORKS CO. :: Cincinnati, Ohio 











_.. Jobbers should ask for er yet y ” 
our catalogue of Leather, 


Web, and Rope Halters. Made of heavy Galvanized Sheet 


Steel properly shaped for calf or 
colt comfort, yet not brutal to 
the mother. 


Sold by Hardware & Saddlery 


E. T. RUGG & CO. - Jobbers or direct from 
EEE, CONS Aug. Holthaus Saddlery Co., St. Louis, Mo. 


Parker Wire Goods Company BROOKS 


Manufacturers of 

Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 














General and Special Wire, Hardware 
and Household Specialties 
WORCESTER MASSACHUSETTS 























9 
It $a regular with the readers of Hardware Age to consult the Opportunity Ex 


Habit change for opportunities of all kinde—it's a paying habit too. 
Tell us your requirements—we may be able to suggest something 
that will help you decide what is on your miad. 





Opportunity Exchange 
HARDWARE AGE 
| 239 W. 39th St., N. Y. 


























JOHN HASSALL. inc. 
RivETS. 
ESCUTCHEON PINS. 
SPEGIAL WIRE NAILS 


CLAY AND OAKLAND STREETS 


ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 


CATALOGUE FREE 


ENERGY ELEVATOR CO. 
214-216-218 New St., Philadelphia, Pa. 





a=x=r5I) 
| 
] 
V 
Se 














BROOKLYN,N 
j—=S  SS S)) 


In A Meta 


1 YOU CAN’T AF 
ox Shit FORD || ee 
| No live dealer is without it. The demand Is increas- 


ing every day. Write for Catalog and Circulars Porter’ s “New Easy” Bolt Clippers 


Ford Auger Bit Company, Holyoke, Mass. anid, Seton eal bie Jays Special Stee 
Bis Sellers. Good prodt. W "jrioes. 


L__ aeRO RGR | PORTER Everett, Mase. 
THE VERY LATEST TACKS S22" NAILS spect BOLTS 


| bargains in the way of hardware stores are 















































offered for sale in the “Opportunity Ex- Cobblers’ Nails, Bed Screws, Glazier Points 
change” of this issue. They hold valuable 

investments for you. Why not look them SHELTON CO. (Estab. 1836) 
up—now? SHELTON, CONN. New York, % Warren St. 











Rock Island Autovises 


Number 241 vise is swivel, vane 30 Ib., and is adapted for 


utomobile and heavy repair wor 231 vise is same in des 
but is stationary, Line 32 Ib., and is suitable for the individual 
automobile owner. These vises" are a combination of vise jaws, 


pipe jaws and anvil 


ROCK ISLAND MFG. CO., Rock Island, IIl. 
241—AUTOVISE SEND FOR NEW. CATALOG OF LARGEST AND MOST SSt—-AUTOVICE 
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TUBULAR AND CLINCH RIVETS 





TUBULAR RIVET AND STUD COo., BOSTON MASSACHUSETTS, U.S.A. 





Prestige menerectonor Quality 


owen GE" 





Patented March 12th, 1912 


ee. _———— arena 





INTERLOCK  CONDVCTOR: 


_tfpee 





BE SURE TO SPECIFY ‘“‘CRIMP EDGE’’ EAVES TROUGH and “INTERLOCK’’ CONDUCTOR 
PIPE ON YOUR ORDER FOR SPRING SHIPMENT 


Manufactured Exclusively by 


MILWAUKEE CORRUGATING CO. 


Branch at Kansas City, Mo. MILWAUKEE, WIS. 









ea 








NEW “Semco” PUNCH 


ae SMITH ELBE pg MANUFACTURED BY 


= -£O 

SEMtCO™ . 
PATD OCT. 20.1914 Smith & Egge Mfg. Ce. 
BRIDGEPORT, CONN., U.S.A. 
Send for This SIX TUBE REVOLVING DRIVE PUNCH will perforate a hole 






prices through paper or leather, nearly the full length of the tube, at any point on the 
material you desire to cut, which is a feat that cannot be executed with the ordi- 
Puts the nary punch. 
Hole where The “SEMCO” is made of Cold Rolled Steel, nicely nickeled, the tubes from 
u want it Special Drawn Carbon Steel Rod, and each one finely tempered. 
yo Packed in individual paper boxes and one dozen in a container box. 
“*SEMCO”’ signifies QUALITY, BEING THE ABBREVIATION FOR THE SMITH & EGGE MFG. CO. 
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The Classified Directory appears in the first issue of each month 














A E M S 
SR Te Rs a chicos dewanen 103 1 Bisatie Tid: Gieicnc osvsvccseesse 26|McKinney Mig. Co............ 33|Samson Cordage Works........ 105 
Acme Steel Goods Co........... 89| Elwood Lawn Mower Co....... a7 | Mactin-Genour: Co.............. 483i Behote Mile. CO; ss soc ccecccccss 97 
Alaska Freezer Co............. 41|/ Energy Elevator Co............ 105 
a: ae re 24| Ensign-Bickford Co. .......... 99 — ges ake Sdaebmemeosoe 1d | asmamneractone sng acumen EIN Ys ” 
Aluminum Solder & Refining Co.103| Enterprise Mfg. Co. of Pa..... 37 mtrads Mig. Co... +5 --++++ +s 97|Schwerdtle Stamp Co.......... 104 
American Chain Co............. Cr WE a Sond cc coh sennteus 34| Milwaukee Corrugating Co...... 106|Shapleigh Hardware Co........ 81 
American Electric Co........... gk Ser a eye ee OOD FO MN kia a dae dcunctws 104|Sharon Hdw. Mfg. Co......... 19 
American Screw Co............ 2: Modler, A. Bi, B Cons occcscncs SE GR ic Fess kdieadincen 105 
Aaa Shearer sing Co..... 29 F Murphy, R., & Sons............ 103|Sherman, H. B., Mfg. Co...... 99 
American Sheet & Tin Plate Co. 22 M FE B 
Amistinn Sted & Wine Ca. yers, F. E., & Bro........... 12|Smith & Egge Mfg. Co......... 106 
97, 99, 100 102, 104| Fleckenstein, C. G., Inc........ 18 ey pee sen meses BE 
American Wire Fabrics Co...... 8| Ford Auger Bit Co............ 105 N Sparks-Withington Co. ......... 87 
American hee Co...--+.5.. 25|Fox Supply Co.......-.++0+0e. 100 Standard Chain Co............. 28 
Ragle-Amariems GA ++++¢+++ +4: ™ Stanley Rule & Level Co........ 44 
Armstrong Mfg. Co..........-. 101 . 
Athol Machine Co............. 30 G seats sisi remmindcaiie teas: 4) Stanley Works.............. 31, 77 
National Standard Co.......... 89/Star Specialty Co.............. 101 
Gime eee Ge. once csccccccs 103 New Jersey Wire Cloth Co..... 98 Beareett: Te Big Goisicccasceces 108 
* Gilbert & Bennett Mfg. Co..... 99 Now York Metal Ceiling Co,.... 18 Stewart Iron Works Co........ 105 
Goodell Mfg. Co.....-+seeee0-. 101 ao pepe peer eaciassstnstets oat Stewart-Skinner Co............. 104 
Bavattt, G. & Bh, Coss vececcccs 32 Goodell-Pratt Co. ......-..++++- 33 ron on nee Stine Screw Holes Co.......... 102 
ie Dis: Mis Diigo 103 Goulds Mfg. Co......... Stites 11 orks reese teeta eeees 99 Sinn Matis te Bete Ce... = 
pn GI Gis id ccccestccis: 93| Grant en wo, Runanacsa ae i aging aes cls 
rake Cpa ema a Griffin Mfg. Co....++++-++s0+0. 31] North Bros. Mfg. Co...--...... g5|Stuber & Kuck...........-.... " 
Bemis & Call Hdw, Tool Co... ..102 Grinnell Washing Mch. Co...... 25) North Wayne Tool Co....... 28, 29|Sturges & Burn Mfg. Co....... 16 
ene: TR: Tbs 05 kkaneeecessi 97 Swan, James, Co........--+-... os 
re eee 100 H 
Bicycle Step Ladder Co........ 97 0 
Billings & Spencer Co......... 15 tT 
Bishop, Geo. H., & Co.......... 20|Hammer & Co......-eeeecceces 33 
Bowman, Geo. H., Co.......... 16| Harris, A. W., Oil Co......... 99|Ohio Stove Pipe & Mfg. Co.... 25 
Brooks, M. S., & Sons......... 105| Hassall, John, Inc............. 105|Oneida Community ............ 110} Thomson, Judson L., Mfg. Co.. 30 
Brown & Sharpe Mfg. Co..... ws 39| Hayes Pump & Planter Co...... 29|Opportunity Exchange ......94, 95| Townsend, F. J.....+..--+00+:: 98 
OSSD NSS ese ok pare 104| Heller, W. C., & Co........-.. 43| Osborne, C. S., & Co........... 104| Townsend, S. P., & Co........ 98 
Burgess-Norton Mfg. Co....... 103} Hill Dryer Co...-.-++++s+0eee 97 Trimont Mfg. Co.......-..++:- 14 
Hobtnes, Ave, Sattery Cp... 105 Tubular Rivet & Stud Co....... 106 
| Hussey, C. G., & Co....-...4.. 100 P 
I U 
Parker Wire Goods Co......... 105 
Coeewes BER Ce. cciicccavcces 100 a hase ame. 105 
ag aie Bere Te ; " vs Ideal aban Lawn Mower Co... 27| Portsmouth Steel Co........... 32|Union Hardware Co........+.¢+. 13 
eS, ee 104 Imperial Bit & Snap Co........ 98] Progressive Mfg. Co.......... 21/U. S. Sandpaper Co........... 23 
De Sk Se bc Sct cope de ents 10€ 
Chicago Hdw. Fdry. Co......... 26 
Cleveland Stone Co............ 32 
Coen Weemer. Ce, .ccicicii cece 4,5 J 2 , 
Coldwell Lawn Mower Co...... 27 
Coleman Lamp Co. ......cscccee 24 
Ce ee 103| Jennings, C. E., OE Ce aoe 101| Quality Stove & Range Co...... 371 Voss Bros. Mfg. Co............ 4% 
Cortright Metal Roofing Co..... 100| Jennings, Russell, Mfg. Co..... 102 
Covert’s Saddlery Works....... 98 
Cyclone Fence Co........cc.c0- 19 - bs 
K 
” Kastor, Adolph, & Bros......... 97 ee ee a ee 
Riele, Mashied @ nee 102 pues ee & Bear. Ces ncdccsneves 104| Warren, J. D., Mfg. Co........ 83 
ial AM ee, 97 Rhinelander Refrigerator Co... .109| western Clock Co..+-++seeeee: 3 
tus... a micharde Wilcox Mie. Co------- 79) wheeling Corrugating Co......- 22 
Delta Blectri¢ Go.....s00+0+s: 93 ‘ aria g war Fe «eae ee i, | Wickwire Brothers .....+.++++. 9 
Delta File Works.............. 95 ; gee Kee oF « Wiley & Russell Mfg. Co....... 30 
eile We id egae 99 Robin Hood Ammunition Co....103 ET See a ae 
Dennison Mfg. Co............. 24|Lindemann, O., & Co.......... 103 Rock City Mfg. Co............. 105 : es is 26 
Detroit Twist Drill Co......... 43| Lovell Mfg. Co......2++.+ ... 17]Romer Axe Co.....-.:ee000-. Mt 
Disston, Henry, & Sons........ 96| Ludlow-Saylor Wire Co........ 28| Root-Heath Mfg. Co........... 102| Worcester Mfg. Co.....-.---.. a3 
Dixon, Joseph, Crucible Co..... 99' Lufkin Rule Co.......+ss-s0: 103° Rugs, EB. T:, @ Co... . ccc cees 105' Wright Wire Co...... eeeecese - 28 











108 HARDWARE AGE 


November 12, 1914 





We Serve KE 








Whenever you think of fine mechanical tools, 
we want you to think of The L. S. Starrett Co., 


World’s Greatest Toolmakers. 


At the same 


time we want you to remember our motto, “We 


Serve the Dealer.” 


For a number of years, we have been telling you 
about Starrett Sales Service for the dealer, and 
most hardware men are familiar with the assist- 
ance we give and the efforts we make to help 


move Starrett [I ools. 


We particularly want to call your 
attention to the fact that our motto is 
not an empty phrase but represents a 
real sales policy of The L. S. Starrett 
Company, and it is to this dealer service 
that we owe a large part of our tre- 
mendous growth. We lead in adver- 
tising to mechanics regarding fine tools 
and the thousands of inquires we re- 
ceive from them, due to this advertising, 
are sent to the nearest dealer to aid in 


securing business. Our own salesmen 
are ready to consult and advise with 
dealers regarding suitable stock and 
on such matters as window displays, 
advertising, etc. We are always will- 
ing to furnish dealers with catalogs, 
booklets, and other literature, street 
car signs, show window cards, and 
other window display material. In 
fact we do everything we reasonably 
can to help the dealer sell our tools. 


Because our service is a real, active force working for the 
dealer, we feel that no motto can mean more or be of greater 


importance to the dealer than ours. 


We Serve i 


Please don't forget it— 
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THEL.S. STARRETT COMPANY, ATHOL, MASS. 


WORLD’S GREATEST TOOLMAKERS 


NEW YORK 
150 Chambers Street 


LONDON 
36-37 Upper Thames Street, E. C. 


CHICAGO 
17 No. Jefferson Street 
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SOLD BY AMERICAN DEALERS 


Stand six or eight Refrigerators of different brands in a row 
and about nine times out of ten your customer will stop at the 
Rhinelander Grand and ask, ‘‘How much is this one?’” Then you 
remove the ice rack, shelves and drain pipe, ask the customer to look 
inside, name the price and the sale is made. 50,000 sales have been 

made in this manner. 




















The feature of the Rhinelander Grand Refrigerator that appeals most to your prospec- 
tive customer, is that feature which makes the Refrigerator 


Ultra-Cleanable—Odorless—Sanitary 


EIGHT WALLS TO KEEP THE WARM AIR OUT. 


Hundreds of dealers vouch for the salability of the Rhinelander Grand. Thousands of consumers 
enthusiastically endorse its remarkable service, giving ice saving qualities. 








Some of the Rhinelander Grand features that raise it above competition are: LINOFELT INSU- 
LATION—proven by test the most successful insulation for refrigerators yet discovered. 
SCIENTIFIC CONSTRUCTION—which insures constant circulation of cold, dry air— 
Water Cooler Equipment. EXTRA LARGE DIRECT DRAIN PIPE—preventing the 
accumulation of moisture and therefore accomplishing perfect refrigeration and pre- 
venting the breeding of germs. 


The Rhinelander Grand Catalog will bea revelation to you. 
If you sell refrigerators you need it. It’s free. 


Rhinelander Refrigerator Company 
128 R Street 
Rhinelander, Wisconsin 
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‘Tea hath charms when the PATRICIAN serves 
—Confessions of a Tea Drink 


ONEIDA 
COMMUNITY 
LTD. 

Oneida, N. Y. 


Please send me 
free window hanger 
as offered in Hardware 


Age Magazine. 
sitet Above attractive advertisement appears on bat 
NOTE:—If you desi 1- ; 
PF ge NS ay A mse a Seen ae, Saree es Tipe. a0 
tising, please indicate here: f . ] ° ° 
ar log t is also issued in easel form for the dealer’s windo 


Single column electro, or 
If you desire it fill out attached coupon. It’s free. 


Double column electro 





